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Dependable Spark Plugs 


In winter weather your spark plugs must necessarily stand up under violent ex- 
tremes of cold and heat. 

The porcelain insulators are subjected to most severe strains. 

Champion porcelains are a quality product, scientifically constructed and tested, 
and cushioned against the force of the explosions in your cylinders by specially designed 
and patented asbestos lined copper gaskets. 

Their dependability is proverbial. 

Champion spark plugs are unqualifiedly guaranteed. 

Stock Champions and get your share of the tremendous business which the ex- 
cellence of our plug and the thoroughness of our advertising has created. 


Champion Spark Plug Co., Toledo, Ohio 


ba 
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Carry This Line and Stop 
Price Cutting 


You can meet every price demand in your locality if you carry 
the Thermoid line of Hand Made Hose, for there is wide range 
of prices in this line, and at each price you can offer your 
customers more for their money. 


In Thermoid brands you can give your patrons a garden hose 
to meet the water pressure conditions in your neighborhood. This 
is the intelligent way to meet cut-throat competition. You are 
not simply selling Garden Hose when you sell a Thermoid brand— 
you’re selling a garden hose that will meet conditions right around 
you. Talk that fact to your customers—it scores big. 


All grades of Thermoid are made with our famous, elastic, 
non-drying tubes, which will not peel. A quarter of a century’s 
experience and the largest manufacturers of garden hose in the 
United States stand back of the Thermoid line. 





Booklet, Samples and Prices on Request 
Don’t fail to see a Thermoid Sample 


Ihermord Rubber Compan BRAIDOID CORRUGATED MOULDED CON- 
TINUOUS LENGTH hose made with two plies of double- 


strand selected cotton braid with a high grade tube. The 
corrugations prevent kinking and insure uniform wear and 
TRENTON, N. J. long service. The rubber ribs act as runners when the hose 
is dragged about over gravel or cement walks, making thir 
BRAIDOID COMKUG ATE f 
s . . . J SOR KRUG D hose can be furnished, | 
New York Philadelphia Los Angeles Detroit Chicago a specified, with each fect marked, the actual length being 
. ° . e mou n_ the rubber cover. 
Pittsburgh Indianapolis Boston San Francisco BRAIDOID CORRUGATED hose offers the very best 
in garden hose quality and construction. High pressure. 
FULLY GUARANTEED. 





A Popular Seller—Light 
and Strong 


TRUMPOID. A five-ply hose 
of special quality, high-grade 
sheeting. Excellent quality of 
egg soner 4 tube. y ~ ‘ 
nes tness with streng an ae 
durability. A popular brand, oS: Ty For Lawn or Garden 
very serviceable. Recommended 4277 Ss Flexible, Durable 
for greenhouses, lawns and gar- 44? . 
dens. Medium pressure. Guar- SAXONOID. A  five-ply hose 
anteed. y of light weight, special duck of 
great strength and _ durability. 
Excellent friction, tube and cover. 
Very flexible and durable. For 
lawn or garden use, and especially 
recommended for florists, gardeners 
and contractors. High pressure. 
Guaranteed. 
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How About Your 
Cargo? 


Upon the merchant’s mental longitude and latitude, 
depends the position of his business craft on the ocean 
of commerce. 


Unless his cargo is made up of saleable goods of 
reliable makes, he has no right to expect a profitable 
voyage. 


The integrity of a product is naturally enough based 
upon the continuous integrity of its makers. 


When a manufacturer continues to turn out trust- 
worthy goods year after year, with unfailing regularity, 
he earns a reputation for reliability that entitles him 
to the confidence of every honest merchant. 


You cheerfully and heartily recommend an article 
to your customer, when you personally believe in the 
character and reputation of the makers. Moreover, the 
prestige built up by years of square dealing gives to 


the trade-marked goods of the reliable maker a 


decided preference in the buyer’s mind. 


The far-seeing founder of this company built his 
house upon a rock when he determined to make the 
name “‘Winchester” stand for «faithful service.” 


And so it has been for a half century. 


WINCHESTER REPEATING ARMS CO. 


NEW HAVEN, CONN. 
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WHY BUY THE 


Genuine Walworth Stillson ? 


BECAUSE— 


The Genuine Walworth 
Drop Forgings of High Grade Tool Steel are made in the 


Walworth shops 
The Genuine Walworth 


Extra Heavy Malleable Frames 
are cast in the Walworth 


foundry 


The Genuine Walworth 


Forgings are heat treated to 








add strength and toughness 
by Walworth experts 


The Genuine Walworth 


Consists.of only four parts: 
Jaw, Bar, Frame, Nut 


The Genuine Walworth 


Parts are machined to gauge 
and are interchangeable 


The Genuine Walworth 


Will stop or start anything round, square or hexagon 


The Genuine Walworth 
Has behind it the Walworth Experience of half a century 


The Genuine Walworth 
Guarantees the user Service, Service and then SERVICE 
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Proving That [here IS a 


Difference in Wrenches 


To you men, who are selling hundreds of lines of -hardware, perhaps the 
talking points of one line of wrenches seem small and uninteresting. It is to 
prove that the construction of a Coes wrench means sales to you that we have 
been showing how the head of a Coes wrench is forged; and how the steel- 
handle wrench is made, and it is also why we show here the construction of 
our knife handle wrench with hardwood sides. No feature of this wrench is 


used in any imitation. 


The handle itself is a 
cast, semi-steel frame, with 


hardwood sides secured at 
10 Solid Whole 


both ends by insertion un- Parts Only 


der metal and riveted up 


under pressure. The screw 






+ © ] 
is steel, hardened, and in . i 
one piece. (Imitations are 
in two and _ sometimes 


three parts.) The jaw is 


a semi-steel casting, hard- Emevernnn 


ened. The bar is steel cimeamcaaall 


specially made and fully 
hardened. 


If you will explain this construction to prospective customers, emphasizing 


the fact that Coes wrenches are old reliable tools which have been supreme 
since 1843, you will find it easier than selling cheaper, inferior tools, that come 


back mangled and battered after service. Coes wrenches stay sold. 


Coes Wrench Co., Worcester, Mass. 


Agents: J. C. McCarty & Co., 29 Murray Street; 
John H. Graham & Co., 113 Chambers St., N. Y. 
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The Machinists in Your Vicinity 
Have 


This 
Book 


and they usually 
keep it right at 
the shop to con- 
sult when new 
tools are needed. 
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EW work and new problems mean _ new tools. 
Present-day machine shop practice demands -accu- 
rate tools. That is why so many machinists insist 

on Brown & Sharpe Tools. 


Sixty-six years of steady progress and an ever growing 
demand accounts for the prestige of B. & S. Tools. 


Quality, reliability and accuracy account for this progress 
and ever growing demand. 
Thousands of these tools will, be sold during the year in 


your vicinity. 


Why Shouldn’t Your Store 
Make These Sales? 


A stock of our tools is now carried at our Chicago Office, 626-630 Washington Blvd., Chicago 
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BROWN & SHARPE TOOLS 


wit 


Brown & Sharpe Mfg., Co. 


PROVIDENCE, R. 1. U.S. A. 
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A Very Practical Outtfit 


for the car owner and garage 





Stewart Handy Worker 











It includes: 


A powerful steel-faced vise opening to 44 inches. 
A steel pipe vise up to 14-inch pipe. 

A good sturdy anvil. 

A cutting hardie. 


A corundum grinding wheel. 
A two-speed drill press. 


Weighs, boxed, 90 pounds. List, $12.50. 


A good seller with a substantial profit to you on every 
sale. From your jobber or direct. Liberal supply of 
show cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CO. 
606 N. La Salle St. . . CHICAGO. 


NEW YORK BRANCH: 16 and 18 Reade Street 
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Screw Cutting Tools, Gages 
and Reamers, including 


“Acorn” Dies for Machines 

Burring Reamers 

Dies, Adjustable and Solid 

Die Holders 

Gages, Thread and Cylindrical 
“Green River” Dies and Screw Plates 
“Gun” Taps 

“Lightning” Dies and Screw Plates 
“Little Giant” Dies and Screw Plates 
Pipe Stocks and Dies 

Ratchet Die Stocks for Pipe 
Reamers for every purpose 

Screw Plates, for every purpose 
Taps of all kinds 

Tapping Attachments 

Tap Chucks, Friction 

Tap Wrenches, Adjustable 
Threading Machines 

‘Yells Self-Opening Dies 


January 20, 


In This New Catalog 


are shown all the lines now manufactured by 
the Greenfield Tap and Die Corporation and 
which have heretofore been shown separately 
in the catalogs of the Divisions: 


Wells Brothers Co. Div. No. 34 
Wiley & Russell Mfg. Co. Div. No. 36 
A. J. Smart Mfg. Co. Div.. No. 3 


and include the following famous brands: 


Little Giant 
LIGHTING 
GREENRIVER 


Every need of the user of screw cutting 
tools will be found in this new book. 


Every tool is backed by our guarantee and 
45 years’ manufacturing experience. 


Greenfield Tap & Die Corporation 
GREENFIELD, MASS. 


Chicago: 13-So. Clinton St. 


New York: 28 Warren St. Philadelphia: 38 N. 6th St. 
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A Trade Paper That’s Free 


Every live hardware man takes at least one trade paper for new ideas 
on selling and merchandising. Here’sa little trade paper that is chock 
full of new selling ideas and better retailing methods which costs you 
nothing but the trouble to send us your name. 


Some of the dealers who are getting it have told us they often get 
better selling ideas from the “Star” than from the trade papers they 
are paying real money for. Our articles don’t deal in beautiful gen- 
eralities, but get down to bed-rock facts behind better selling, better 
window trimming, faster turn-overs and all the other problems that 
confront the progressive merchant. The chances are ten to one that 
you will get at least one real idea in each issue that you can adopt and 
put to work. Isn’t that worth the price of a postal? Send us your 
name today and join the long line of forward-looking merchants now 
on our list. 


As Staple As Nails 


You can hardly run a hardware store without a 
stock of nails. And you can hardly run a tool de- 
partment without a stock of our 732 Bit Brace. It 
is the standard brace with thousands of carpenters 
and amateurs as well because it has the two 
features that every real mechanic insists on hav- 
ing—a covered ratchet and ball-bearing head. 
Nickel-plated with cocobolo handles, this brace is 
as handsomely finished as any tool in our line. 
Should have a place in every mechanic’s stock. 


MILLERS FALLS CO. 


‘‘Toolmaker to the Master Mechanic’”’ 


MILLERS simon MASS. 


NEW YORK OFFICE - 28 WARREN STREET 
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Plymouth Rope 
Builds Business 


Here’s what they think of Plymouth Rope 
down in Fort Myers, Florida. Dealer C. F. 
Ireland wrote the letter. 


“For ten years we have not had a foot of 
rope in our store other than‘ PLYMOUTH’ 
and we have a long list of satisfied rope 
users as customers who will travel miles to 


y 99 


purchase ‘Plymouth’. 


Not all people who use Plymouth have to 
travel as far for it as some of Mr. Ireland’s 
customers, but if obliged to most of them 
probably would. 


This insistence upon Plymouth by those 
who have once learned its superior quality is 
one of the factors which make the Plymouth 
dealer’s rope business pleasant and profitable. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 


AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh-—13 Mesh Extra Heavy 


There are much wider varia- 
tions of quality in the class of 
Galvanized - After - Weaving 
wire screen cloth than in any 


other grade. 


i 
i 
if 


i WIR * 

i} > = SCRI 

: 2 alii 
For many years OPAL has fe 

been the standard by which 








all others are judged. 
ORDER THROUGH YOUR JOBBER 
New York Wire Cloth Co. 
233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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Wickwire Cortland 
Brothers New York 


Inc. 











There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Ready Cash 
<> Means Ready 
Sales— 


Farmers invest their money where it 
will bring full value in return. They 
never squander it. They are noted as 
shrewd and careful buyers. 
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And they are ready to invest now in 
Excelsior Hex. Mesh Poultry Netting. 
Good crops and war-time prices have put 
them in the spending mood. Now it is 
your turn to reap the harvest, in 
sales and profits. 





Excelsior Galvanized Poultry 
Netting is made of hard steel 
wire in all standard sizes and 
widths and in all meshes. The 
length of each roll is guaranteed 
150 feet. Help the farmers 
enjoy their prosperity and get 
your order in early. 








Wright Wire Company 
WORCESTER, MASS, 


Branches at Boston, New York, Philadelphia, 
Chicago, San Francisco 
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PRESTIGE 


S built up only by the most 
careful attention to every 
detail that will insure the highest 
quality. 
Over fifty years of extreme care in 
each manufacturing operation has 
established for Nicholson Files a 


prestige that is world-wide. 


Their absolute uniformity in shape 
and cut and the quality and tem- 
per of steel are factors that have 
made Nicholson Files pre-eminent. 
Our catalog and booklet ‘File 
Filosophy”’ will interest you. They 
can be had for the asking. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I, U. S. A. 


January 20, 1917 








January 20, 1917 HARDWARE AGE 


1f 





- WHEN ORDERING 


STILLSON WRENCHES 


Demand [| RIMO witntne 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
~ "TRIMO is 
the Best 





Send for Catalog No. /33 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston). Mass. 
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The ability to manufacture a product of quality 
in large quantities has made the Union Hardware 
Company leading manufacturers of Police Goods 


SS ee 4 
Tower’s Adjustable Double Lock Hand Cuffs, made 
with two tumbler Locks, one self-locking, the second 
locked with key. Positively cannot be picked 
Polished or Nickel Plated. 


Handcuffs 

Nippers 

Twisters 

Leg Irons 

Shackles 

Boston Billets 
Bean’s Patent Flexible Clubs 
Bean’s Heavy Pocket Billets 
Fluted Police Clubs 
Cocobolo Billets 


Tower's 
Perfect Twisters Police Nipper 





Gi 
f£ : 
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Tower’s Bean’s Pattern Adjustable Handcuffs. 
Extra light weight. Locks can be set so that Cuffs 
are always open and ready. Polished or nickel 
plated. 


Manufactured by 


UNION HARDWARE CO. 


99 Chambers St. TORRINGTON, CONN. 
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Satisfied Customers 


The trade you own is the trade 
you've satisfied; the trade you've 
made owners of 





You can bank on these custom- 
ers every time because they've 
learned to bank on. you for 
VALUE. 

Keep in mind the fact that a customer's 
loyalty can wear no better than the goods 
. that prompt it. 

Si-monds users are an asset to you be 
cause Si-monds Saws more than satisfy 
customers. They win men’s active good 
will and good words. 

Beyond the wagging tongue of the satisfied 
customer is Si-monds Service to the. Dealer, 


advertising your service to the saw-using 
public. 


[These forces, backed with our national adver 
tising, make saw-sales easier and turnovers 
quicker. 


Shall we show you what there is in it for you? 


Simonds Manufacturing Co. 
“*The Saw Makers”’ 
FITCHBURG, MASS. 


Chicago, Il, Memphis, Tenn. San Francisco, Cal 

Montreal, Que. New Orleans, La. Lockport, N. Y. 

New’ York‘ City Portland, Ore. London, England 
Seattle, Wash. St. John, N. B 
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MYERS Automatic Power 
Spray Pump. No Relief 
Valve Required 








MYERS Duplex Power 
Spray Outfit 
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Nature and weather conditions being reasonably kind to frun trees and 
blossoms next spring and summer, there will be more fruit grown during 
1917 than ever before. Markets will be good. Prices will be right. But 
the fruit must be right also—the demand will be for the first quality only, 
and this is the only kind of fruit men can now afford to grow 


It will therefore pay to take better care of trees and orchards w help 
them produce full crops of perfect fruit. By Spraying the MYERS WAY 
with a Myers Spray Pump—Small, Medium or Large Capacitv—they will 
receive the very best protection to be 
obtained today. 





For extensive spraying operations we MYERS complete Barre! Out- 
recommend the new. MYERS AUTO- teres ean as 
MATIC POWER SPRAY PUMPS and Fig. 1618 
COMPLETE RIGS—Duplex or Triplex 

—as being the most economical and 
efficient power equipments on the market. 
They automatically control engine and 
pressure without the use of a relief valve. 


For spraying small orchards, shrub- 
bery, gardens, etc. MYERS EASY 
OPERATING COG GEAR BUCKET 
AND BARREL OUTFITS are unex- 
celled—every style is tested and proven, 
and guaranteed as to accessories, material 
used and workmanship. 


Write today for late Catalog showing 
complete line and giving, valuable spray- 
ing information. 


MYERS randy Port- 
able Sprayer, suitable 








\ for Spraying, White- 
1782 MY ERS smal! washing or Disinfect: 


Fig. 
For foree Or- capacity outfit 
chards and Vine- A 
Fig. 1736 


m, Complete Ready 
to Spray 














MILWAUKEE 


MYERS & BRO. | 


ASHLAND, OHIO 


ASHLAND PUMP AND HAY TOOL WORKS 
CEDAR RAPIDS ST. LOUIS HARRISBURG ALBANY 
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This is One of the Four 


ARLY last Fall we announced to the trade that shipments were ready on 

the four Aladdin utensils with the self locking strainer cover. We adopted 
the cover to the most popular sizes of our Berlin, Windsor arid Preserving 
Kettles and our double lipped sauce pan. 


If you were one of the many dealers who stocked these utensils—you know 
how they sold. Housewives everywhere declared them to be the handiest 
kitchen utensils they had ever seen. 


Aladdin Aluminum 


has gained a reputation with the consumer which only the most careful preparation. 
progressive methods and powerful advertising could make possible. 





Send in your order now for these special Aladdin utensils with the strainer cover—or for 
any of the 300 Aladdin aluminum cooking utensils. 


Our 1917 advertising will greatly surpass any of our previous efforts. We are going to 
make 1917 an Aladdin year. 


Write today for prices, additional information, or for electros for your newspaper advertising. 


The Cleveland Metal Products Co. 


Cleveland Ohio 
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Your Customers 


Want This Hose 





The public is tired of lawn hose that bursts upon 
the slightest provocation—that lasts, at best, but a few 
months. 


Your customers, as well as the customers of every 
dealer in the country, are being educated to the possi- 
bility of obtaining a high grade, serviceable hose. 


Goodyear Wingfoot Lawn Hose. 


The superior merit of this hose and the manufac- 
turer's guarantee that Goodyear Wingfoot Lawn Hose 
will not burst at any time within two whole lawn hose 
seasons make the sale of this hose an easy matter and 
bring satisfied customers back to your store time and 
time again for other articles in your line. 


The enormous amount of Good pes r Wingfoot 
Lawn Hose sold last year proves that the public wants 
a hose of high quality. 


Even more of this hose will be sold during the ap- 
proaching season. 


Be sure to get your share of the profits. 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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EACH 
Since Jan. 1 








/ $300 | 
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Let Goodyear Be Your Salesman 


If you are handling Goodyear 
Blue Streak Bicycle Tires we 
are advertising you tol5,175,000 
readers throughout the length 
and breadth of this. country. 


Think of it—over 15,000,000 
readers! About one out of 
every five people in the United 
States is reading about Good- 
year Blue Streak Bicycle Tires 
and is learning that the dealer 
who recommends and sells such 
high quality bicycle tires is a 
good man to do business with. 


Think of these millions who 
are being told that the Goodyear 
dealer has the interest of his 
customers at heart. 


And these 15,175,000 readers 
are not only live prospects for 
bicycle tires but they will turn to 
the Goodyear dealer forbicycles, 
bicycle accessories and other 
lines the dealer may handle. 





a 


~ 
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No matter where you are located, 
a large number of this vast army 
of readers lives near-by. 

Many of them will become 
steady, satisfied customers for 
you if you will link your name 
with Good year. 

Now is the time for you to cash 
in on this mammoth advertis- 
ing campaign. 

Push Goodyear Blue Streak 
Bicycle Tires, talk them, adver- 
tise them in your local news- 
paper and in your windows. 


Send out letters and circulars. 
Let these prospects we are mak- 
ing for you know that you are 
the dealer who sells and believes 
in Goodyear Blue Streaks—the 
bicycle tires that denote quality, 
honesty and square dealing in 
the minds of millions of people. 


The Goodyear Tire& RubberCo. 
Akron, Ohio 


eT EAR 
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Think, plan, and decide. Will you prepare now 
to make more money in 1917, or stand by the 
old methods that hold you back? 


You want to make more money, Mr. Merchant—every merchant does—and 
we can help you do it. 


Then correct these weaknesses in your store system, for 50 per cent of the 
causes of all retail failures are due to them, 


@ Failure to safeguard your money on cash sales. 
@) Failure to get money for goods sold on credit. 
@) Failure to record money received on account. 
@ Failure to keep track of C. O. D. sales until you 
get the money. 3 
©) Failure to manage the business properly, etc. 
The complete new National Cash Register stops 


the first four of these troubles. That’s the very rea- 
son why cash registers were invented. 


This up-to-date register also helps to reduce the 
losses due to the fifth cause—poor management, etc. 


Let us look these facts squarely in the face. More 
than 16,000 retailers failed in 1915. So why should 
you do business at random and risk failure when 
there is a remedy? 


Cash registers help others to succeed, and the same 


thing can be done for you. 


Write us today. 


This register sits on the counter 
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Scores of stores like yours are buying cash 
registers. You have the judgment of all these 
stores to help you decide what to do for 1917. 


When so many stores like yours buy cash registers, there must be a good 


reason or they wouldn’t buy them. 
Here are just five of those reasons: 
@ They stop mistakes. 
@) They prevent losses. 
@) They remove temptation. 
@® They increase trade. 
G) They increase profits. 


Increased profits. That’s what you are working for— 
vhat every merchant everywhere is working for. 


And that’s the very reason why thousands of stores like 
yours are buying cash registers—to help them control their 
business better and make more money. 


The modern cash register is the result of more than thirty 
years’ experience in the study of store problems, and of the 
Suggestions of successful merchants everywhere. 


Let us explain to you more in detail just HOW a complete 
National Cash Register will help you. 


Write today for particulars. 


The National Cash Register Company, 





This register sits on the floor 


Dayton, Ohio 
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Yj Vil thread this ! 
A needle if it WO 
Fi takes me all 
summer f 


How in the world can al 

a man put a ROPE —SO IS THIS 
THRU THE EYE 

OF A SMALL NEEDLE? Then—how can you put 
three barrels of air thru a small tire valve? Trying 
the one is as ridiculous as the other. 


Positive pressure, and a steady stream of air from 
A ROSE TIRE PUMP, with its PATENT VALVE 
makes pumping as easy under high pressures as under 
low pressures. 


“The Biggest Seller on the Market’’ 


Dealers! Order these pumps from your jobber. Or, we will send 
you a sample at the regular dealer’s price, transportation charges 
prepaid, if you will send us your jobber’s name. 


























THE = WAY 
Patent June sth ime J. H. HANEY & CO., —_ Hastings, Neb. 


MANUFACTURERS : ROSE PUMPS GREASE GUNS FAN BELTS AND LEATHER SPECIALTIES 

















More Profits for Farmers Who Raise Hogs 


Here's the sausage and lard making outfit for the farmer who raises hogs. If he has been 
selling his porkers on the hoof, he can more than double his income by doing his own slaughter- 
ing. Tell him this. Proceeds of one hog will pay for the ‘Enterprise’ outfit. 


“Enterprise” ix€ 
Sausage Stuffer and ‘Lard Press “=“S® 


Always gives satisfactory service. 
Only press with patented corrugated 
spout. No air can enter casing. Cylin- 
der is bored true—can’t jam or crack. 
Nine sizes and styles—2 to 8 quarts, 
japanned or tinned. 


4 quart size, japanned, $7.00 
6 quart size, japanned, 8.00 


“Enterprise” Meat-and-Food Chopper 


Not only useful in cutting meat for sausage 
exactly right, but can also be used by the house- 
wife in making dainty and palatable dishes for 
the table. She can utilize the leftovers from 
one meal and transform them into delectable 
delicacies for the next. We make 72 sizes and 
styles of choppers. 


Family size, $2.00 
Large size, 3.00 


By handling the “Enterprise” 
line you can meet all competition 
and make a substantial profit. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A. 
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VELVET 


<ASTORS 


Noiseless! sb 


“Silence is golden.” That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 


do it for them. 


Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 


stand a heavy strain. 


They Sellas Easily 
as They Roll 


And that is saying a whole lot. 
Tell your customers how easy- 
running and noiseless the Dia- 
mond Velvet Casters are, and 
they will be interested. Just 
examine a sample Diamond Vel- 
vet Caster. It will appeal to 
you. We will send that sample 
on request. 


M. B. Schenck 
Company 
Meriden, Conn. 
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1. Vulcanized cotton bearing, weight 
centers here. 

2. No metal contacts. No wearing of 
metal against metal. 

3. Hub shape bearing distributes friction. 

4. Vulcanized cotton bearing. 
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Hop River Brand Fibre Seats give your trade the 
best values obtainable with an increased profit for 
you. When you sell our fibre seats you are not 
selling a bit of card-board; it is all pure, genuine 
fibre, looks exactly like leather, and costs 1/20 as 
much as leather. 


Our situation as the largest Fibre chair seat 
manufacturers enables us to maintain this quality 
and to guarantee it. A change of location to a 
larger plant and the operation of our own fibre 
mills all make it possible for us to cut costs to a 
minimum. 


Find out about our prices, figure your profits, and 
we'll expect your order. Selling helps free. 


American Fibre Chair Seat Corp. 


S40§to 550 VAN ALST AVE., LONG ISLAND CITY, N. Y. 
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The Freezer with the 
Open Spoon Dasher 


The Alaska Freezer Co. 


Winchendon, Mass. 
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Manufactured Exclusively by 
THE 


WHITE MOUNTAIN 





pREZZER CoM Fre e7F 1 










. 
at a 














time. 


The 





This seamless tea kettle, like each of its 
brother itemis in the Real Solid line, is a sani- 
tary utensil, light in weight, spun in one solid 
piece, easy to clean, proof against rust and 
rough handling. Being an excellent conductor 
of heat, it brings the water to a boil in record 


Order now. 























Buckeye Aluminum Company 
Wooster, Ohio 
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applied to the most fragile piece of furniture. 
article for light weight furniture where casters are unsuitable. 


“Universal” Slides are Easily Applied— @> 


A gentle tap with a hammer and the “Universal’’ Slide is 
An ideal 


No. 4—%” Dia: 


The prongs are brought in 
from the edge of the slide, 
obviating the possibility of 


splitting the furniture leg 


No. 3—%" Diam 


or causing an ugly projec- 
tion. A practical improve- 
ment over the old style slide. 


This Patented feature, protected by exclusive patents, is only found 
in ‘‘Universal’”’ Slides 


Universal Slides glide, don’t scratch, keep bright and won't fall off. Ws ic la a 
They are constructed of best steel that is highly nickel plated and case 
hardened. Price negligible. 


Write for Sample Card No. 25 H. A. 


Universal Caster & Foundry Co. 
General Offices and Factory: 574 Ferry Street, Newark, N. J. 


Also makers of Ball-Bearing, Non-Ball-Bearing, Grip Neck, Phila., 
Oblong Plate and Metallic Bed Casters 


No. 1—1” Dian 








A dependable gasolene 
lantern for all times and 
all places—appeals par- 
ticularly to farmers, 
campers, night watch- 
men, motor boat enthus- 
iasts, everybody who 
needs a safe, substan- 
tially- built, always - con- 
venient light for ready 
use, ye aa 4 re 


Write for discounts 


and Special Dealers 
Proposition to-day 











Gives 400 candle power — 
light. . Never dims in| 
windy or stormy weather. 
No wicks to trim—no 
chimneys to clean—no 
sickening odor—it burns 
ten times as brightly asa 
kerosene lantern for one 


‘third the cost. You'll find 


a ready customer . 
every “ Dark Chaser” 
your stock. Ask fo 
No. 334. 


American rp 
Machine .Co 


Atbert 1 Lea, Minn. 





——. 
— 
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‘*As easy to Grind 
as a Watch to Wind’ 


















‘French Pot’ method. 4 Fewest parts; tall, slim 
cans; gearing all enclosed. The best ever. € PEER- 
LESS in name and quality for over 40 years. Anyone can 
make good ice cream with it. @ Order of your jobber today. 


THE PEERLESS FREEZER CO., Winchendon, Mass. 


S 
é 
S 
Ss J. C. McCARTY & CO., 29 Murray St., New York, Eastern Sales Agents 
SS 
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THE MARK OF QUALITY 


BATH ROOM ACCESSORIES 
TUMBLER HOLDERS SOAP DISHES 








COLONIAL FURNITURE 


BUILDERS CABINET 
TRIMMINGS 


HARDWARE 


REPRODUCTIVE PERIOD 


DRAWER PULLS KNOBS DESIGNS 


. ESCUTCHEONS 





TRADE MARK 
Registered 


AMERICAN RING COMPANY 


Factories and General Offices 
WATERBURY, CONN. 


NEW YORK CHICAGO BOSTON SAN FRANCISCO 
2 Hudson Street 507 eyworth Building 170 Summer Street 116 New Montgomery Street 


WRITE FOR CATALOGUES 
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ull Waste 
not 


wasteful[f 
“ROYAL” is the Waste 


that is just bulging with absorbency. That’s why it is economica) 
One handful of “Royal” Waste is worth two of ordinary waste 
It does more work by the handful and thus costs less by the bale 


The “Royal” three-ways guarantee— 
(1)—The QUALITY is always as per sample 


(2)—The ‘* TARE”’ (wrappings) is only 6%—or refund 
(3)—The WEIGHT is always as ordered—to the ounee 


Wrapped in handy, compact bales of light, clean burlap, with new 
steel bands. 














Ask your jobber or write for Royal Sampling Catalogue No. 22 show 
ing the 12 grades (6 white, 6 colored) of Cotton Waste; or ask for 
samples of Wool Waste. 


ROYAL MANUFACTURING Ce 


Chicago Office - Peoples Gas Bldg. St. Louis Office - Railway Exchange Bldg 
New York Office - 2 Rector Street San Francisco Office - ells Fargo Bldg 
Pittsburgh Office - - Oliver Bldg. 


LOOK FOR THE BRAND ON. EACH STEEL BAND 








We wish to advise the Trade that we have been 
successful in securing an immense quantity of genuine 
Bronze Metal from which we make 


Monarch Bronze Sash Chain 


This stock has been worked up into Sash Chain and we have a 
supply of all sizes ready for immediate delivery. 


It is a pleasure to advise that we can deliver STEEL SASH 
CHAIN—all sizes and finishes—with reasonable promptness. 

Our stock of WELDLESS WIRE CHAIN IN TRIUMPH, 
BROWN and PERFECTION patterns is very good—on most sizes 


we can ship at once. 


Let us suggest an investigation of your wants quickly, mailing 
orders immediately, thereby taking advantage of the present prices. 


THE BRIDGEPORT CHAIN CO. 


BRIDGEPORT CONNECTICUT 
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AMERICAN 
ScrREWw 
CompPaNy 


Greatest 
Assortment 


Largest 
Stock 





WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 

















— . ———- 
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AnyLength, Any Diameter 














SCREWS 


Weare manufacturers— 
that is our business. Quality 
is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 









Write for price lists and discounts. 





Bridgeport Screw Company 


RIDGEPORT, CONN. 
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In the Long Run a 
Bishop's Greyhound’ 


Picture a greyhound with wings—the long, gracetul, 
certain stroke of the dog’s limbs that carries him tire- 
lessly on and on; a balance, a poise that insures the 
evenness of his stride; a fineness of bone and of build 
that carry him forward and forward. 


Wipe out the picture of the flying dog and substitute 
one of a saw that fits the same description 


It is a Bishop’s “Greyhound” Saw. 


Geo. H. Bishop &Company 


Lawrenceburg indiana, U. S. A. 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They 
cut from the outer rim, the entire surface 
is at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 

columns, newels, _rib- 
i bon moulding, etc. 
PAD! reco 23 56 Let us send you de- 
tails on this free display 
cabinet. 





AVA ERAS UDA 


The Progressive Manufacturing Co. 
Torrington, Conn., U. S. A. 
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INLAND 

Basic Open Hearth 

ROOFING | 


& SIDING 


Products of a plant that owns and controls 
all its raw materials from the Iron Ore up 

















INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works Indiana Harbor, Ind. and Chi i Ii 
Branch Offices- ST.LOUIS -ST. PAUL MILWAUKEE- DENVER-DALLAS 






































BEWARE OF INFRINGEMENT 





MADE IN 
3, 4,5 
and 6 INCH 
SIZES - 


SLIP JOINT 
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Our New One-Piece Mitre 
“MAILCOR™ Products backed 
by “VA7Z2GR™ Quality and 
‘MTLZGR™ Service will help ; : 

Corrugated Round YOU get more business. vo Sie’ 


MILWAUKEE CORRUGATING CO. 


Branch at MILWA E, 
Kansas City, Mo. une 
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Essential for safe disposal of Rubbish | 


“CORCO” RUBBISH BURNERS 


‘the perfection of all Rubbish Burner Construction— 


Place one Corco Rubbish Needed 
Burner out front where it can jn Every 
be seen, and very quickly you —_ Hardware 
will be making deliveries of Stock 
others like it at a good profit. ” 


Corco Rubbish Burners impress you at first 
glance by their stocky substantial construction. 
That means long and useful wear. Burns rubbish 
to a fine ash—has an excellent draught that con- 
ee sumes contents from bottom to top. 
reece Get in line with this good Spring 
in Every “Clean Up” specialty. Write a line 
Home today to nearest office. 


WHEELING CORRUGATING COMPANY. WieeLineW Va 


BRANCH OFFICES AND STORES 
NEW YORK CHICAGO PHILADELPHIs 
ST. LOUIS KANSAS CITY CHATTANOOG? 
RICHMOND 

















Domination 


“Today the master in commerce 
is not satisfied until he excels, 
is supreme, Dominates in his 


branch of business” 








The World’s Greatest Hardware Paper will 
furnish the answer February third 
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POWER SPRAYER 


A new idea in a 
design, operates same 
s ic engine used to chive 
jt. No gear reduction whatever. 
one cylinder only 2" dia. 
He * stroke. Capacity 6 gals. 
per minute. G or pressures 
up to 250 lbs, 
The plunger is of heavy drawn brass. 
Tis pleas is solid drop forged steel, 
cting rod is malleable iron, valves 
and valve seats are brass, pump is fitted 
with 





Fig. 1662. “High Speed” 

Sprayer with Flexible 

Coupling for Direct-Con- 
Engine. 


vacuum t and air 
nection to 


Fig. 1100 
“POMONA” 
BARREL SPRAYER 


The highest grade barrel sprayer 


ly two leads of hose and 
to supply two 8 0 an 
nozzles. The plunger gland, 
valves, valve seats and strainers 
are of solid bronze, All working 
parts are simple and can easily be 
removed and cleaned. Fitted for 
mounting on end of barrel only. 





Fig. 1467 
“BORDEAUX” 
HAND SPRAYER 
brass pump for garden or green- Fig. 1200 
work. The pump is placed With Barrel 


in a pail and is fitted with an im- 

proved adjustable foot-hold and pail attachment. When the pumpis 
attached to pail it makes a rigid apparatus easy 
to operate and readily carried about. The 
pump is fitted with brass ball valves which are 
proof against the action of acids or oils. The 
discharge hose is attached to the pump by a 
brass coupling. No suction hose is needed. 








Fig. 1508 
“ADMIRAL” 
DOUBLE. 
ACTING HAND 
SPRAYER 


A first class powerful 
pump of suffici 
pacity to supply if 
necessary four te Be 
hose, or two leads 
each of two, three or 
four nozzles. The cylin- 
der is provided with a 
temovable brass lining. e valves, valve 
seats and valve caps, are brass, 
each valve is in a s ate valve box 

easily accessi fe The piston 
fod is brass and outside guided. 
The air chamber is large andle con- 
nected to the pump by a threaded 





Fig. 1467 


eee ee 


nipple. Both suction and discharge 
connections can le at either 
side of the pump. 





Our 1917 Sprayer Catalog 
shows our complete line of 
Hand and Power Sprayers, 
Nozzles, Fittingsand Acces- 
sories, 


Let us mail you a copy 











THE GOULDS MFG. CO. 
Main Office and Works, Seneca Falls, N. Y. 


Branch Houses District Offices 
Boston, New York Pittsburgh, Atlanta 
Philadelphia, Chicago Houston 











GOULDS 
SPRAYERS 


































































This ANKYRA’d kitchen 
is typical of the extent to 
which dwellings through- 
out the world require 
ANKYRA Ankor Bolts 
for any easily applied and 
permanently tight fixtures. 
You can get from this a 
small idea of the tremen- 
dous field for ANKYRA 
sales in your territory. 


————— fe en as ars — 
Seana ae SY ee ee ee 


And your sales efforts will 
be supplemented by per- 


sistent, effective interna- 
tional advertising, that in 
itself has more. than 


doubled ANKYRA 
business during the 
last year. 


We will gladly send 
dealers full informa- 
tion regarding our 
sales plan and dis- 
counts, together 
with an informative 
booklet and sample 
ANKYRA bolts. 


Ankyre ‘Mig, Co. 
150 Berkley Street 


Wayne Junction 


Philadelphia 











BRANCHES: 
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There’s Selling 


Power 


In the Name of 
Corbin 


This is not blue sky talk such 
as dealers are so often forced 
to listen to, but actual fact. 
You know it yourself if you 
have ever had experience with 
Corbin products. The 


DUPLEX 
COASTER BRAKE 


equipped to a bicycle brings it just that 
nearer to a sale. 


There's no need to talk Corbin quality. 
The brake would not have enjoyed such 
widespread popularity for so many years 
had it not proved itself dependable. 


Here you have a universally used ar- 
ticle with a valuable name attached to it. 
Make use of that name; capitalize Corbin. 
People have confidence in it. Carry the 
Corbin Duplex Coaster Brake. It is the 
logical thing to do. 


Get in touch with us at once. 


The Corbin Screw Corporation 
THE AMERICAN HARDWARE COMPANY, Successor 
NEW BRITAIN, CONN. 


New York Chicago 


Makers of Corbin-Brown Speedometers 

















Philadelphia 
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The Sharples Separator stands out from the rank 
and file of separators as a unique mechanical 
achievement. It is the greatest insurance against 
carelessness which has ever been placed before 
the dairyman. 


This big fact—that the Sharples can be turned 
carelessly at widely-varying speeds and still get 
all the cream—is being recognized as a mighty im- 
portant feature of a separator. 


Nearly everybody seems to know something about 
it and our national advertising keeps on telling 
more and more dairymen every day. The result 
is that this individual separator is the easiest and 
most profitable to sell. The Sharples has a mon- 
opoly on all real selling points. That’s what makes 
it individual. 


SHARPLES 


SUCTION-FEED 
Cream SEPARATOR 


individual because it skims clean at widely-varying 
speeds 
Individual because it delivers cream of unchanging 
thickness—all speeds 
individual because you can turn it faster and finish 
skimming quicker 
individual because there is just one piece in the 
bowl—no discs—easiest to clean 
Individual because of the knee-low supply tank and 
the once-a-month oiling system 
The Sharples dealer contract is individual too. It 
provides for a liberal bonus offer, which should en- 
able you to draw a fat check outside of your reg- 
ular commissions. Collins and Bates of Adams, 
N. Y., drew a bonus check for $880 last year. The 
increasing demand for Sharples Separators is shown 
by the fact that we effected a 340% sales increase 
in one year. Why not write us today for dealer 
contract? 


Sharples Separator Co. 
Wes: Chester, Pa. 
Also Sharples Milkers and Gasoline Engines 
Branches: Chicago San Francisco Portland Toronto 
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“American Beauty 
The Electric Iron of 


QUALITY 


The “AMERICAN BEAUTY” is the result of 
twenty-two years of experience. 

It is made by the oldest and largest exclusive Ty TH teh st 
manufacturers of electrical heating appliances in 


the world. 

Now is the time to sell labor-saving devices. 

The “AMERICAN BEAUTY” is a labor-saving 
device for women and will sell. 


You can sell “AMERICAN BEAUTY” electric 
irons as the appearance of the device itself appeals. 
The size, shape and weight are the best for all 
requirements. Finely finished in polished nickel. 


Our Advertising Helps 
Will Help You Sell 


Write for Prices and Discounts 





a 
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American Electrical Heater Company 
Detroit, U. S. A. 











Square Joint—Full Bound 


Domination 





Arch Joint—Full Bound 

















DEMANDS 
Action 
Ambition 
Double Arch Joint—Full Bound 
Assertion 
iit Boxwood Rules 
Initiation The name “STANLEY” on a BOXWOOD 


RULE carries with it a guarantee of quality. This 
x is assured by the materials used in the production. 
Concentration of the goods, the advanced methods employed in 
their manufacture and the experience of a com- 
pany which has been making Boxwood Rules for 
nearly sixty years. 


The dealer who stocks STANLEY BOXWOOD 
RULES can depend on his customer being satisfied. 


February third—Keep the date in mind 


STANLEY Rute & Lever Co. 
New Britain, Conn. U.S.A. 
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HARDWARE 
DEALERS! 


Novelties in 
Glass in 
Large 
Variety 





| Neatly put 


| 


up in individ- 
ual cartons. 
Easy tohandle. 
Easy to sell. 


White. 


THE LANCASTER GLASS CO. 
LANCASTER, OHIO 











fo Preparedness () 
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Are You Ready to Answer the Call 
FOR 


HORSE SHOE BRAND 
WRINGERS ? 


We stand back of every one of them. 
Every wringer manufactured by us is 


furnished with a warranty tag which 
bears our name and the time of warranty. 


A trial order will convince you. 


The American Wringer Co. 
@ New York City 2 


Dept. G. 














THE OSCILLATOR 


Vacuum Washer 


“Ask the Woman Who Uses One’’ 


THE EFFICIENCY WASHER 


The great objective in every washing machine 
built today is more efficiency. And efficiency merely 
means making one motion do what it took two to do 
before—making one hour yield up results that two 
gave you before. The “Oscillator” gives this service 
to its users. Wouldn’t this efficiency please your 
trade? Let us tell you how to sell ten washers 
where you now sell one. 


We make Hand, Electric and Engine Power Washers 
Write for Prices and Our Exclusive Agency Proposition 


Kiel Manufacturing Co. 
Albert Lea, Minnesota 
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Here’s one of the far-famed One-Minute 
Washers, guaranteed unconditionally and with- 
out fail. Peg Dolly type—equipped with electric 
motor—has long bench with castered legs—fold- 
ing rack—all the earmarks oF a reliable ma- 
chine. Ask for details on No. 


One Minute Manufacturing Ee 
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A Big Money-Maker 


American Safety Hair Cutter 


Here is a genuine sensation, the most profitable 
seller of the day, because it means a new era of 
freedom for men. What the safety razor means in 
shaving comfort, time saving, convenience and econ- 

the new American Safety Hair Cutter means 

Shir -cutting. No longer is it necessary to have a 
barber cut men’s hair. Men in all walks of life 
everywhere are buying this new necessity, and it is 
being consistently advertised in leading publications. 
Women buy it to cut their children’s hair or to cut 
the hair of the men in the family. 


You'll Find It Easy 
and Profitable to Sell 


Because its economy and convenience make it so 
popular and because men have long wanted just such 
an article, you'll find it easy to sell and the greatest 
profit-bringer in your store. Your clerks can easily 
demonstrate this article and it will bring people into 
your store on account of its novelty and make more 
money for you. The entire outfit, consisting of 
comb, holder and blades, sells at retail for $3, allow- 
ing you a large margin of profit. Blades retail at 
6oc a dozen. 


WRITE FOR PARTICULARS AND PRICES. 


SAMPLE Bah d PROSPECTIVE DEALERS i RE- 
CEIPT OF $2. INVESTIGATE TODAY 


American Safety Hair Cutter Corp’n 


%7 Liberty Avenue, Room 233, Pittsburgh, Pa. 








=<" 5a, wend & 


lah ri ig da 


+ a woe ell 





Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the floors 
and muffle noise without leaving a 
mark. 


Our Catalogue shows our complete 
line of rubber specialties with prices 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. Boston 







































‘The Best Selling Lantern 


for superintendents, night watchmen, engineers, elec- 
tricians, brakemen, livery or garage men, campers, 
farmers, ranchmen and all whose work is done at night 
or in dark or remote places and in all kinds of weather. 
The best selling, because it gives the most brilliant light 
in the world. The 


Coleman Gas Lantern 


Gives a steady, far-reaching light of 300 candlepower, 
without flicker and not affected by wind or storm. 
Brighter than the brightest electric light, cheaper than 

the cheapest candles, safer than the safest oil lantern. 
No dirt, no smoke, no grease, no soot. No wicks to 

trim—no globes to wash. No oil to, bother with. 
Nothing to” get out of order. 


MAKES AND BURNS ITS OWN 
GAS 


Solidly made of nickeled brass. 
Lasts a lifetime. Fount holds 
about 3 pints and lantern burns 
about 15 hours without refilling. 
Mica chimney is 5 inches high 
and 5 inches in diameter. 


A FOOL PROOF LIGHT 

Can’t be filled while burning. 
Can't spill. Can't explode. Abso- 
lutely safe anywhere. No danger 
if rolled around on _ ground. 
Won't blow out. Can't be jarred 
out. 
Awarded the Gold Medal at San 
Francisco. Advertised everywhere 
and is a big seller, If you haven't 
carried Coleman lamps and lan- 
terns, write today for representa- 
tion in your community. Address 
nearest office. 


THE COLEMAN LAMP CoO. 
Suite 1432 Coleman Bldg., Wichita. 
Kaneas. 
1432 E. Sixth St., St. Paul, Minn. 
Summit & 14th St., Toledo, Ohio. 
1482 Akard Bidg., Dallas, Texas. 
1432 South Clinton St., Chleago, I! 





Bright Wire Goods 
Brass Cup Hooks 
Cotter Pins 
‘Hicks’ Belt Hooks 


Coat and Hat 
Hooks 


Wire Hardware 
Wire Mill Goods 


Special Wire 
Forming 


E. Jenckes Manufacturing Co. 








WORCESTER MASSACHUSETTS 
Selling Agents 
JOHN H. GRAHAM & COMPANY 
113 Chambers Street New York City 
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A Sale Every Few Minutes 


This selling record is possible if Dealers will point out the 
many good features and a few sane reasons WHY their cus- 
tomers should use an 


EAGLE MOP WRINGER 


and Bucket Combined, for pping their floors. 
With its use, moppi dean toe ese” standing position. 
, Githy Lee by hand. Hot 

Sosee a bands never come in contact 
wi the water. Floors quickly made Pane - with very 


little effort. 

Show your customers an EAGLE MOP WRINGER—explain 
to them what a a device it is—its Sanitary features, 
and a Sale IS POSSIB every few minutes. The Pail is 
made of Ci PRESS—'‘*The Wood —— * will never rot. 

” a Soe of ee ane by the same number of 
Madein three sizes, 10, 14 and 22 Qts. Dealers. 


The Eagle Woodenware Mfg. Co., “chic” 


SOLE MANUFACTURERS 




















How to Care for a ~ 4 = 

Stock of Hardware - Wwants— 

(No. 3 of a Series) disagreable feature of Hobie ~ cll is 
Two hooks hold the bottom of the can 


, while a malleable iron handl 
lf sales are to be made from hardware of the can—aoc aceite p egg ot gg sedi 


stock, it is absolutely necessary that order A splendid opportunity 
be maintained among the thousand items. for progressive merchants. 
Only fixtures made to accommodate the not er. Write for Bul- 
shapes and sizes carried, and to display the 

goods properly, will do the work. Practical 7 cee. P. CARE | CO. 
hardware men, after a quarter-century of 

experience, have agreed that the best 
arranged fixtures are 





Warren’s Standard 
Hardware Store 
Fixtures 





Write for “How to Make More Money in 
the Hardware Business.” It’s Free. 


J. D. Warren Manufacturing Company 
Masonic Temple, Chicago 











HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures. et: in 
the United States. 


Send for Catalog No. 24. 


DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 
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STIMPSON-EYELETS 








wants RIVETS NAILS SE 
LARGE SPECIAL 
STOCK TO ORDER 


117 FRANKLIN AVENUE 











“SUCCESS” 


TO EVERY DEALER HANDLING THE 


Lightning Guider Bob Sled 





The boys demand it and surely you want to 
be able to supply it. 


Only the second season and 99% of all the Sold by Dealers Everywhere 
dealers that handled it last year have already 

ordered for the coming season. LF gery 7 er 7 of INCUBA- 
‘ - anc ROODERS is an old-estab- 
Drop = © in have a very interesting lished product. Has been on the market 
proposition to make you. for over 2¢ It i : 
, , ; 5 years. It is complete and is 
Made in 3 sizes— 4o, 48 and 60 inches advertised EXTENSIVELY for the bene- 
fit of dealers. Right now is the ‘time to 
MANUFACTURED BY THE reserve YOUR territory. Write for catalog 


Standard Novelty Works and discounts. 


DUNCANNON, PENNA. P 
sii Mas ick the Shinai tenes Des Moines Incubater Co. 


Also manufacturer of the famous Des Moines, Iowa 
LIGHTNING GUIDER SLEDS 

















The Neverip Stitcher A TIME AND MONEY SAVER 





The greatest invention with which the un- 
skilled man can repair leather goods or any 
heavy material. 


A Miniature Sewing Machine 


Packed 14 dozen in attractive counter dis- 
play box. 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 





———— 
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Paves the Way f 
to Your 
Store 


ya . Buggy owners 


flock to buy Fern- 

alds. They'll head your 

way, soon as you let them 
know that you handle the little 
Quick-Shifts they hear about. 


Fernalds are the original little rattle 
killers for buggy shafts. They form a 
snug, noiseless coupling that can be 
instantly loosened to exchange shafts 
for pole. 


Buggy owners want em. Your Job- 
ber handles ’em. Won't you order ’em? 


KErnaidS 


Fernald Mfg. Co. 
North East 


Pennsylvania 








American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer — Looks Better 
also 
American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, Ill. 


FACTORIES : 
Clinton, lowa Mt. Wolf, Pa. Niles, Mich. 














Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 
bility. 














HAYES PUMP & PLANTER CO. 


GALVA , ILL. 
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SPRING HINGES 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers anc create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed 


Chicago Spring Bult Company a 
CHICAGO NEW YORK KEY 


Send fer Catalogue H-32 











































ONLY 


+ DOUBLE ACTING 4 


SPRING BUTT HINGES 





have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability 


Ghe Easiest, Cleanest and Most 
Profitable Line of 


CHAIN 


for you to handle 


Bulldog, Samson, Hodell 


In 100 ft. cartons, 250. and 500 
ft. reels and standard articles, 
Halters, Cow Ties, Dog Leads, 
Tie Outs, ete. 


Write for samples and prices. 


Bommer Floor Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 





Suitable for either double-acting or single-acting doors 


wm aurveusw [Fy \ANY DLE wars 


CLEVELAND 






The most durable hinge of its type; holds the door 
open when swung to 90 degrees. The spring-action can 
7 be entirely released so dgor will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 
nail. 


OHIO u.s.a 





































Cary’s “Everlasting” Flexible 
Steel Mats Are Best Sellers 


BECAUSE—They are well made—they are rust-proof—they will 
not curl up at corners—they can be used on both sides and 
will outlast many times over any other mat on the market. 

CARY’S EVERLASTING FLEXIBLE STEEL MAT is the ONLY 
mat made that is double galvanized after all parts are 
made ready to be assembled, so that they are little affected 
by the action of rust whenever exposed to moisture 

The U. S. GOVERNMENT has recently awarded us the sixth 
consecutive contract for our steel mats, to be furnished to 
all buildings under its jurisdiction. 


A MIGHTY STRONG INDORSEMENT 


Write for CARY 


CARY MANUFACTURING CO. 
126-132 Nassau Street Brooklyn, New York 






catalogue 
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CHATILLON 


























SCALES © 
CUTLERY & 


ARDWARE 




















t CHAti ILLON LI 





leased Io Meet You! 


No hardware dealer who has ever sold Chatillon 
Scales fails to have a greeting for the jobbers’ salesman 
who comes with “Chatillon” written on his bag. Chatil- 
lon Seales always sell because: 


1. They are accurate, 
2. They are well-made, and 
3. They are good-looking. 


All hardware dealers who have not sold Chatillon 
Scales will have the same greeting for the same jobbers’ 
salesman when they have read the catalog which describes 
the completeness and perfection of the 


CHATILLON LINE 


JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 
85-93 Cliff St., New York City 


SOLF DISTRIBUTORS OF FOSTER BROS. & CHATILLON CO, PRODUCTS 
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Important 
United States Court 
Decision 


The United States Circuit Court, in a deci- 
sion rendered December 15th, 1916, sus- 
tained our patent and branded as an 
infringement the crude imitation made by a 
local manufacturer. 

We have the only patented automatic 
freezer on the market. Our old and new 
customers should order from us for safety's 
sake. 

We thank the trade for its loyalty during 
the trial. 











Auto Vacuum Freezer 
“The Patented Air Space Acts Like a Vacuum” 


.Makes smooth ice cream, sherbets, ices, mousses, etc., in 30 minutes—without 
work or crank turning! 

Indorsed by Good Housekeeping Institute, dozens of other authorities and tens of 
thousands of satisfied users. 

Eliminate for your customers the bother and work of crank-turning. Sell them 
the genuine Auto Vacuum. 

Has only three parts—the freezer proper, the top lid and the bottom lid. 

It is simple, attractive in appearance, sanitary and compact—nothing complicated. 
Stock and push the Auto Vacuum Freezer during 1917. It means big profits and 
quick turnover for you, Mr. Dealer. We help you increase your sales by our big 
national advertising; our window posters, pamphlets, recipe books, hangers, sales 
ideas, etc. All of them help you make more Auto Vacuum sales. 

Let us tell you about our 1917 plans—and the profits that are yours when you 
sell Auto Vacuum Freezers. 


Auto Vacuum Freezer Co., Inc. 
‘“‘The Big National Advertisers’’ 
27 West Broadway, New York City 
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{ Dollars Worth 
of “Sense” 


HE contest held recently by 

The Stanley Works, for the 

best reasons for swinging all 
doors on three butts, brought forth 
many excellent arguments. 





aa 


2 $33 
fs? iN Uf 


ie 


i 





wen cane 


aaah ACHESON: ae The prizes were awarded as follows: 
Ee. = al 


Gee Ae : 
First Prize, $50— 
W. B. Haase, Richards & Conover Hdw. Co., Kansas City, Mo 


Second Prize, $25— 
John P. Higgins, Gregg Hdw. Co., Detroit, Mich. 


Third Prize, $10— 
I’. L. Glick, Abbott & Son, Marshalltown, Ia 


Three $5 Prizes— 
D. L. Johnson, Morehouse & Wells, Decatur, III. 
H. M. Lawrence, Lyman Lawrence, Lexington, Mass. 
W. Magnuson, Yale & Towne Mfg. Co., Chicago, II. 











Summary of Prize Win- 
ning Reasons for Hanging 


All Doors on Three Butts 


Three Butts Prevent Warping—Light, thin doors 
in particular, but heavy doors as well, are subject 
to warping and spring out at the center, their 
weakest point. Outer doors, which are exposed to 
more intense heat and cold outside than in, are apt 
to warp. The third butt braces and holds the door 
in shape just where it most needs reinforcement, 
and prevents warping or bulging. 


With Three Butts, Doors Can Be Made Weather- 
tight—Unless a door is equipped with the third 
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butt, allowance must be made for warping, and the door will 
not fit snugly. Three butts allow a tight fit in the rabbet, 
so that the door will be weather-tight. 


Three Butts Prevent Sagging—When only two butts are 
used, the weight of a wide or heavy door tends to loosen the 
screws, and sagging results. With an additional butt, 50% 
more screws secure the door to the frame, and their gripping 
power is increased correspondingly. Further, the weight 
of the door is distributed evenly over the length of the jamb, 
and the pull upon the upper screws relieved. 


Three Butts Close the Door Properly—lIf the door is held 
upright and in shape by three butts, the lock and lock strike 
are prevented from getting out of alignment, so that they 
work easily and quietly and hold the door securely. 


Three Butts Prevent Mutilation of Door Frame—By pre- 
venting sagging and warping, three butts also prevent a 
door from scraping on the threshold and against the casing 
and trim, thus saving the finish of the woodwork. 


Three Butts Wear Better and Eliminate Creaking—The 
third butt relieves friction and wear on the butt knuckles by 
furnishing more bearing surface, and the door swings 
smoothly and noiselessly. 


Three Butts Save Expense—The third butt more than saves 
its cost by eliminating repair bills. 


Three Butts Improve Appearance—They add to the appear- 
ance of a door, especially when it is open. This presents the 
opportunity to sell highly polished or bronze metal butts, 
with the accompanying better profit. 


Three Butts, especially Three Stanley Ball-Bearing 
Butts, will serve your customers better, lead to a 
demand for the better grades, and help to lift your 
business out of the competitive class. Get one con- 
tractor or architect to trim all his doors with three 
butts. Others will follow. 


And bear in mind that if every door is hung 
on three butts instead of two, your butt 
business and your butt profits increase 50% 


ue Works 


NEW BRITAIN CONN., U.S.A. 
New York, 100 Lafayette St., Chicago, 73 East Lake St. 














NA 





I 


poke) lie 
























































48 HARDWARE AGE January 20, 1917 


IVERJOHNSON 


January Will Set New 
Revolver Sales Records 


Merchants everywhere are reaping a handsome profit 
by a little extra sales effort in getting after their revolver 


trade. 


Start the New Year right by pushing revolvers! 
January will set new sales records for hundreds of dealers. 
Will your store get its share of the unprecedented demand 
for small firearms? 


Be prepared with a full line of Iver Johnson Safety 
Automatic Revolvers. No stock is complete without sev- 
eral Iver Johnson Hammer and Hammerless Revolvers 
fitted with Regular, “Perfect” Rubber or “Western” 
Walnut. grips. Remember that the Iver Johnson 
Revolver is the best known and easiest selling revolver in 
the world. Order from your jobber. 


Iver Johnson’s Arms & Cycle Works 
332 River Street, Fitchburg, Mass. 


New York: 99 Chambers Street San Francisco: 717 Market Street 
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idvertising* 
of PRATTSLAMBERT 
VARNISH PRODUCTS <s 
é YOU Door 


EOPLE want Pratt & Lambert Var- /\imI7Z —_ 
nishes. And they order them from the |i" 27a .. ee 


dealers who stock them. They do this 
cause the super-quality of these goods and 


great national advertising makes them want them. 


The effectiveness of this advertising is shown by 


remarkable and consistent gains in the yearly sales of 


Pratt & Lambert Dealers everywhere. 


Your business instinct will tell you that it is good 


merchandising to stock a line which has proved its right to be fa- 
mous by sixty-eight years of constantly growing popularity 

— yet whose makers have never for a moment 

rested in their efforts to make its name even 

better known and its quality even more 

worthy. This is the established 

Pratt & Lambert policy ; and 

it is a policy which 

can make money 

for you. 


Get Your Share 
of the 


and . 
penereen! Sct 
P. Dealers every- 








_WV.l=. SELL & CO. 
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who read 

the maga- 

zines are the 

successful 

people — the 

home-owners — 

ate the spenders. Pratt 

‘ties ff & Lambert advertis- 
Sag Y . , 

—f ing has been going 

a, continuously for many 

years mto more than six 

million homes of this 

character. Every day huge pur- 

chases of varnish and enamels are 

made by this vast multitude of buyers 

—and what is more natural than for them 

to seek out the paint and hardware stores 

which sell the goods best known to them? 


PRATT & LAMBERT.-INC. 


Varnish Makers 68 Years 
114 Tonawanda St., Buffalo, N. Y. 
Factories 
New York Buffalo Chicago 
Paris Hamburg 
Bridgeburg, Canada 


Pat no Bot Pratt ambert\/arnishroposition 
a 


ityL. Sales ¥ Profits 


Repeats--- 
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Lhe L.S. Starrett Company 


The Worlds Greatest Toolmakers 
Athol Mass 


announce the new 
Starve 


REG. U.S. PAT. OFF. 


Vernier Height Gage 





provide a height gage of 
widest utility and super- 
lative finish was our goal 


—and we achieved it. 


It is not possible by any known 
process to produce a more perfect 
jewel of the toolmaker’s art than 
this new height gage. The gradu- 
ations are clean, fine, and dainty 
and permit close accuracy with 
vernier readings. The finish is a 
delight both to the expert and the 
novice. With the attachment for 
special jig work this gage has the 
widest range of usefulness. 


dtd A Ans SE ST 


Every toolroom should have it— 
every toolmaker needs one ._._ 


—no school shop is com- 
plete without it. 
Let us send you our new & 


catalog No. 21Adescribing -=- 
it in detail. 
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A Door Holder for Garages 
That Prevents Damage to Autos 


Garage doors constructed to swing on hinges are rendered harmless when 
equipped with this garage door holder. It holds the door securely open and 
prevents them from damaging the car when entering or leaving the garage. 

The holder has a rigid U-shaped steel arm, 32 in. long. A swivel joint allows 
the holder fo fold back out of the way along the head jamb when the door is closed. 
When the door is open the long U-shaped arm slides through the embossed steel 
catch plate and drops into two notches in the end of the arm. 

To close the door a light pull on the safety chain operates the trip bar and 
releases the holder. 

The complete holder is made throughout of heavy gauge steel and is amply 
strong for any door. 

Packed one pair in a package, complete with screws, in the following finishes: 
japan, dead black japan, sherardized. 

Weight per pair, 6% Ib. 

Send for free catalog describing our full line. 


National Manufacturing Co. 
STERLING, ILLINOIS 
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The Ways of the Warner Hardware 


History of the Big (WAAAY Minneapolis Store 


and a Few of the Systems That Have 


Made It 


a Success 


By L. S. SOULE 


HEN in the year 1875 R. L. Warner opened 

up his little hardware store in northeast 

Minneapolis, he could hardly have foreseen 
that the year 1917 would find him still an active 
member of one of the largest hardware concerns in 
the Middle West; a concern which bears his name, 
one that has made it a synonym for high-class 
hardware throughout one of the richest trade ter- 
ritories of the United States. To him the truth is 
stranger than fiction. 

The first Warner store was a small one-story 
frame affair, with a stock that was neither large 
nor varied, but the virile pérsonality behind the 
infant enterprise made it a success and in 1882 the 
owner was joined by his brother, F. L. Warner, the 
new firm moving into larger quarters near the old 


Front view of the store of the Warner Hardware Company. The delivery truck at the curb is painted white and 
decorated with the Warner trademark in colors 
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location. For six years the families of both broth- 
ers lived in the rooms above the store, the brothers 
carrying on the business with little or no assistance. 
In 1888 the firm again changed locations, this time 
moving into a three-story brick building on the 
East Side. Here the business was conducted suc- 
cessfully until] 1895, at which time the partnership 
was dissolved and the store became the property of 
F. R. Warner, who immediately moved it to a better 
location in the main part of the city. Two years 
later he formed a partnership with the firm of 
Gardner & Davis, under the firm name of the 
Gardner-Warner Hardware Company, his son Leon 
C. Warner acting as vice-president of the new con- 
cern, whose place of business was at 304 Hennepin 
Avenue. Three years later, at the death of F. R. 






i 
i 
i 
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Warner, the Warner interests were purchased by 
Mr. Gardner, who still conducts a hardware store in 
the same location. 4 


The Birth of the Warner Hardware Company 


In 1900 the Warner Hardware Company was in- 
corporated with Leon C. Warner, president, S. E. 
Kirk, vice-president, and R. L. Warner, secretary 
and treasurer. A few years later F. E. Carlson 
superseded S. E. Kirk as vice-president. With that 
exception the officers to-day are the same as when 
the firm was organized. In February, 1906, the firm 
obtained a 100-year lease of the property on South 
Sixth Street, where the present store is located, and 
in April of the same year began the construction of 
a five-story reinforced concrete and brick building, 
53 ft. wide by 145 ft. in length. The building was 
completed in February of the year 1907 and imme- 
diately occupied. From the opening of this store 
dates an almost unparalleled business growth. In 
June, 1915, fire broke out on the ground floor of the 
store, destroying much of the stock in the main 
salesroom. However, the building had been so con- 
structed that the flames were confined to the one 
floor, none of the stock in the basement or on the 
other floors being injured. The work of reconstruc- 
tion was at once commenced, and although handi- 
capped by having to handle trade in the building 
while the work was going on, the firm succeeded in 
practically remodeling the entire store. To-day 
it is doubtful if this country can produce a more 
beautiful or practical hardware store than that of 
the Warner Hardware Company. 


The Men Behind the Story of Success 


The company has been more than fortunate in 
the selection of its corps of officers. Leon C. War- 
ner, president and general manager, is one of those 
clean-cut American business men who seems able 
to hold not only the confidence of the purchasing 
public, but the respect and admiration of his em- 
ployees as well. The vice-president, E. F. Carlson, 
belongs to the thoroughly likable type, that with 
no apparent effort makes a friend of every man, 
woman or child who comes his way. He also pos- 
sesses a thorough knowledge of the hardware game 
and has proved an able assistant to Mr. Warner in 
making the business what it is to-day. Both of 
these men have frequent occasion to profit by the 
experience and counsel of the pioneer treasurer of 
the firm, R. L. Warner, who still maintains an active 
interest in the welfare of the business. 

Between Mr. Warner and the ninety-seven em- 
ployees of the company is Frank G. Cramer, whose 
duty it is to keep all petty detail away from the 
president. Mr. Cramer has direct charge of the 
store property, the equipment, the help, etc., and 
oversees the handling of the advertising and the 
show windows. His experience-.and business abil- 
ity have had much to do with bringing about the 
family spirit that is so noticeable in all the branches 
of the company. 

All of these men firmly believe that the selling 
of hardware is one of the very highest forms of 
modern merchandising, and that it deserves a set- 
ting as beautiful and impressive as that of a city 
bank. The stock is carefully and intelligently han- 
dled, the cases and show windows are tastefully 
trimmed and the salesforce presents a neat and 
businesslike appearance. The fixtures throughout 
were specially designed, manufactured and installed 
by the J. D. Warren Mfg. Company, and give to the 
store that same air of refinement that a tailored 
garment gives to the man of taste. The women of 
Minneapolis find Warner’s an ideal place to shop 
just as their brothers, fathers and husbands find it 
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a safe and convenient place at which to satisfy their 
hardware desires. 


A Thoroughly Modern Tool Department 


The tool department of the company is on the 
right as you enter and is one of the most complete 
in the country. Vice-president Carlson is in direct 
charge of this department and his personal efforts 
are directly responsible for its being one of the 
best-paying sections of the store. Under Mr. Carl- 
son are three sub-managers, August Westlund who 
looks after the woodworking tools, R. A. Vanstrom 
who handles the automobile accessories, and Jim 
Grant, for twelve years a banner salesman for Star- 
rett & Co., who sells the machinists’ tools. The au- 
tomobile accessory stock is carried near the front 
of the store, and a small show-window is kept 
constantly trimmed with goods that attract the 
motorist. 

Every item in the tool department is sampled 
and carries the stock number, drawer number, cost 
in code and selling price in plain figures. The 
samples are wired on velvet-covered panels, which 
are hung on both sides of the sample doors. These 
doors are arranged in pairs, opening in opposite 
directions, and each set of doors carries two dis- 
tinct lines of samples, as for example, rules and 
bits. The left-hand door is sampled with rules on 
the front side and bits on the back, while the door 
on the right has bit samples on the front side and 
rules on the back. In showing rules, the door on 
the left is kept closed and the one on the right is 
opened, thus showing the complete sample line. The 
stock of rules is kept in drawers back of the right- 
hand door and is therefore easily accessible. In 
showing bits the process is reversed and the com- 
plete line of bits is displayed. This system econo- 
mizes space and also forces the salesman to show 
the entire line in order to get at the item demanded 
by the customer. In other words, it tends to make 
a salesman out of a mere order-taker. 

In the tool department 160 ft. of wall space is 
sampled on both sides of doors that are 4 ft. high. 
The masons and brick-layers’ tools are sampled in 
a separate section, making altogether over 1500 
sq. ft. devoted to tool samples. By opening two 
doors over 400 samples of bits are revealed and no 
other doors need’ be opened in order to get at the 
stock. In this connection it should be mentioned 
that the sample doors are hung on special butts in 
order to clear the samples when closed. The doors 
are set 8 in. above the base shelf to accommodate 
two rows of drawers which carry the repairs for 
the tools sampled. Surplus retail stock is carried 
on shelving above the sample doors. 


Good Systems for Handling Saws, Planes and Levels 


Hand saws are stocked in wooden drawers below 
the base shelf, each drawer holding a dozen saws. 
In a space 3 ft. by 25 ft. a stock of 108 doz. saws 
is carried. The top row of drawers contains the 
sway back saws, while the lower ones are devoted 
to the straight-back models. Each type is arranged 
according to price, with the more expensive ones at 
one end of the row, and gradually decreasing In 
price as you approach the other end of the section. 
The drawers are so marked that it is an easy mat- 
ter to go directly to the style and size of saw re- 
quired. Planes are displayed in a floor-case attached 
to panels, in the same manner that special tools are 
displayed in the Starrett display cases. Levels are 
sampled in a wall-case, and are arranged on an 
incline with the faces toward the front. The ar- 
rangement as to price is similar to that used with 
the saws, and 122 samples are shown with no two 
of a kind; 680 hammers and hatchets are kept in 
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At the top: A tool window in which are displayed some of the special Warner 
tool chests: Center, carpenters’ tools; sampling arrangement for saws, planes and 

els: Below, the cut lery department is on one side of the center shelving. The articles 
are sampled on velvet covered panels 
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Above, machinists’ tools are as carefully sampled and displayed as any other items of the Warner stock: Below, 
automobile accessories are given a prominent position at the front of the tool department 


-wall-cases arranged on wooden pins, but it is the 
intention of Mr. Carlson to eventually sample all 
hammers and hatchets the same way as the other 
lines. 


Special Attention Paid to Manual Training Tools and 
Tool Cabinets 


The company caters strongly to the manual train- 
ing business and has enlisted the co-operation of 
J. E. Painter, Supervisor of Manual Training for 
the Minneapolis Schools, and carries in stock all the 


regular tools used by the manual training students 
as well as several special tools designed by Mr. 
Painter. Tool cabinets for manual training and for 
the holiday trade are fitted with standard tools 
selected from the regular stock. Manufacturers 
tools only are used in these cabinets. Eight differ- 
ent tools assortments are carried, and the sets retail 
at from $10 to $60, with from 20 to 85 tools in each 
chest. During the holiday season of 1915 85 of 
these tool chests were sold and over 100 were turned 
out during the same period of 1916. The new cata- 
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log of the firm gives some idea of the importance of 
the manual training business. Manual training 
goods are the first ones shown and over six pages 
are devoted to the line. Warner’s is headquarters 
for the sale of manual training goods in the North- 
west. 

An Attractive Paiut Department 


The paint department is located in the rear of 
the main salesroom, and is handled by E. B. Ahern. 
The stock is arranged on a series of center shelv- 
ing, facing both ways and running lengthwise. 
This system of handling the stock permits the car- 
rying of a large amount of paint in a comparatively 
small space and makes it convenient for quick sales. 
Brushes are displayed in well-trimmed floor-cases 
and all samples are plainly marked with the retail 
selling prices. Surplus stock is carried in drawers 
at the back of the case. The paint section is one 
of the most attractive as well as one of the most 
profitable departments of the store. 


Several Good Cutlery Kinks 


The cutlery department is near the front of the 
store on the right-hand side of the center shelving, 
and is in charge of C. F. Forde, an experienced 
cutlery man. The stock of pocket cutlery is sam- 
pled on removable velvet panels, which are hung 
in glass-faced wall-cases, the various kitds arranged 
according to the make. All the two-blade, three- 
blade and four-blade knives of each make are sam- 
pled separately and each sample is marked accord- 
ing to the regular system. The stock is carried in 
drawers below the base of the wall cabinets. Trays 
are also used for sampling knives running from 
50c. to $2, where quick sales are required and a 
similar system is used for old-fashioned razors and 
like items of stock. Shears and scissors are sam- 
pled in wall-cases in the same manner as the pocket 
cutlery, as is also the silver-plated table cutlery. 
Spoons are displayed on one panel, knives on an- 
other, forks on still another, etc. Shaving appli- 
ances are carried in a floor-case, while razor strops 
are hung on hooks in a wall cabinet. Even the 
watches and thermometers, which are carried in this 
department, are sampled in the regular manner. 


A Recently Installed Electrical Department 


An electrical department has been recently in- 
stalled in the store and is under the same manage- 
ment as the cutlery stock. It is situated near the 
front of the store, between the two entrances, where 
it cannot fail to attract favorable attention. The 
bulk of the stock is carried in large floor-cases and 
on shelving attached to the back of the closed-in 
display windows. Our illustration gives a fair idea 
of the attractiveness of this new and profitable de- 
partment. When this stock was first installed, the 
firm arranged with the National Lamp Company to 
have an expert present to answer any and all ques- 
tions in regard to electric lighting, heating and 
equipment. A special window was installed, dis- 
playing electric irons, and over twenty-five of these 
were sold on the opening day. One novel feature 
of the department is the sampling of electric light 
bulbs on a display stand that rests on one of the 
floor-cases. While this department is one of the 
youngest in the store it has already demonstrated 
its ability to yield a profit. It has also been di- 
rectly responsible for bringing many new customers 
into the store and has aided in bringing about sales 
of other hardware items. 


A Remarkable Builders’ Hardwire Room 


The builders’ hardware stock is carried on the 
left of the store as you enter, and is sampled on 


57 
velvet-covered panel doors with glass fronts. W. J. 
Barger has this department in charge. Drawers 


behind the sample doors carry the selling stock, 
while very heavy drawers below the base shelf are 
filled with mounted samples of the heavier hard- 
ware, rough-finished goods, sash cord, etc. A dumb 
waiter is used for bringing small orders from the 
second floor and an inter-phone system puts the 
selling force in direct touch with the stock room. 
A wall cabinet near the front of the section is 
trimmed with mounted samples of the more com- 
mon types of locks, knobs, etc., but the main lines 
of samples are carried in one of the most up-to- 
date builders’ hardware sample rooms in the coun- 
try. This room is on the rear balcony, just off the 
main offices, and is finished throughout in solid 
mahogany, with beamed ceilings. The floor, base 
shelf and the table tops are of inlaid cork tile, and 





The sampling of sport shoes 


beautiful lighting effects in the room are obtained 
through use of the Brasco-Light system. The gen- 
eral color scheme harmonizes with the woodwork 
and the furniture consists of two heavy mahogany 
tables with mahogany chairs to match. The room 
is not yet completed and the firm plans to equip it 
with a large center settee of leather and several 
leather wall seats. In a general way the room is 
divided into two parts, one of which houses the 
commercial builders’ hardware, the other the art 
hardware. The side overlooking the main sales- 
room is equipped with Whitney casement windows 
in stained glass, showing the single, double and 
multiple types. The opposite side is fitted with 
various other types of the better grade casement 
windows, also finished in stained glass. 

Off the main room are two large closets for stor- 
ing displays of large mounted models, while above 
the base shelf all other models are displayed on 
shelving behind glass doors. All samples are 
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The largest display of masons’ and bricklayers’ tools in 
the Middle West. Every item of the line is sampled 


mounted on wood standards finished to harmonize 
with the hardware on display and are arranged ac- 
cording to the different schools of architecture. 
Locks are sampled in drawers, each lock fitting into 
a fixture attached to the bottom of the drawer, 
which keeps it in place and yet allows it to be 
easily removed. There are seven large drawers de- 
voted to lock samples, of which there are about 125, 
and many of the heavier drawers are equipped with 
roller drawer slides. 

All the hardware used in fitting up the room is 
of statuary bronze. Transoms are shown in work- 
ing order: over the casement windows. The plain 
but substantial richness of this room cannot fail to 
impress the prospective customer in a favorable 
manner. 

Bathroom fixtures are also carried as a part of 
the builders’ hardware line and are displayed in a 
small, tiled room at the rear of the department. 
The walls of this room are finished in white and 
the samples are set up as if for practical use. 


A Basement Full of Good Ideas 
Under the main salesroom is a large basement 
equipped with many novel features. A wide stair- 


way leads from the main floor to a large salesroom 
for the heavier items of hardware. Here we find 


This builders’ hardware sample room is one of the finest 
in the world 


Hardware Age 
revolving nail bins, the bolt racks, the rope stock 
and similar lines. Back of this room the reserve 
stocks of several departments are carried. Valu- 
able stock of a type likely to be lost or stolen is 
carried in special rooms formed of tight, meshed, 
woven fencing, the keys to these rooms being in 
possession of the department heads. The building 
paper stock is also carried in the basement, and a 
paper baler takes care of all waste paper. The 
room which houses the surplus tool stock is ar- 
ranged like the main tool section, making it easy 
for the employees to quickly find items when 
wanted. 

The sporting goods section is on the left of the 
center shelving and is in direct charge of A. L. 
Ryberg. A part of the stock is also carried on the 
side balcony over the builders’ hardware depart- 
ment. In addition to the lines usually carried, 
kodaks and kodak supplies, sport shoes and various 
items of clothing used in outdoor sports are car- 
ried in stock. A large wall-case is kept constantly 
trimmed with the kodak and clothing lines, while 
the shoe stock is carried on the balcony. Shoes are 
sampled on a movable rack, just as other mer- 
chandise is shown. Mr. Ryberg belongs to several 
athletic clubs and is keenly interested in all local 
sporting events. His personal interest in athletics 
is responsible for a large part of what is really a 
wonderful sporting goods business. 

Toys are carried as a part of the sporting goods 
line and are housed on the balcony. The stock is 
not large, as last year was the first in which the toy 
line was carried, but the sales have exceeded all 
expectations and the toy section has proved both 
popular and profitable. 


The City Desk a Busy Place 


No salesman at Warner’s ever tells a customer 
“We haven’t what you want.” Instead he leads him 
to the city desk and introduces him to Fred Smith, 
who has this department in charge. Mr. Smith and 
his assistants are expected to know the weight and 
the price of any article in the hardware line and 
to be able to get the article on short notice. The 
men in this department are familiar with the stock 
of the store and also with the jobbing stocks of the 
Twin Cities. All incoming invoices and all out- 
going charges pass through their hands for the 
final check. The city desk is really a clearing house 
for the other departments. All telephone calls are 
routed through this department, leaving the sales- 
men free to attend to the customers, and it is esti- 
mated that fully nine-tenths of the calls can be 
cared for without calling upon the other depart- 
ments. No one with the exception of Mr. Smith 
and the department heads have authority to make 
special prices. The desk is centrally located, but it 
has been found to pay big returns on the valuable 
space it occupies. 

On a small balcony over the corner show window 
a boy sits all day before a machine which puts 
keen edges on dull safety razor blades. He easily 
sharpens 50 doz. blades in a day, for which the 
firm receives 25c. per doz. for the single-edge and 
30c. per doz. for the double-edge blades. The en- 
tire operating expense is only about $25 per week 
while the income from the machine averages $75 
per week. This feature of the business is regularly 
advertised in the windows and in the papers, and 
stickers are used which read, “We sharpen all 
kinds of cutlery and safety razor blades. Warner 
Hardware Company, Minneapolis, Minn.” Special 
envelopes are used for the sharpened blades and 4 
special duplicate slip is used in handling the busi- 
ness. 

When new prices are made to cover any particu- 
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Builders’ hardware retail department 


lar line, no part of the transaction is left to chance. 
First the old page is removed from the price book 
and revised, after which it is given to a stenog- 
rapher, who makes a set of duplicate copies. These 
copies are checked and the page is replaced in the 
price book. The duplicates are then given to the 
department managers, who are expected to change 
the marks on the samples, check the lists and re- 
turn them to the office with their signatures af- 


fixed. As the prices are all in plain figures on the 
samples, there is little excuse for the salesman who 
quotes a wrong price. Records are kept of every 
article called for but not carried in stock, and if 
more than one call is made the article is imme- 
diately placed in stock. 

The company is proud of its window displays, 
which are among the best in the city. Mr. Cramer 
has general supervision over this phase of the work, 


Kodaks are a part of the sporting goods line; also sweaters and other clothing suitable for athletics 
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but the displays are installed by W. H. Owen, an 
expert in the window trimming and show-card lines. 
Many of his windows have appeared in HARDWARE 
AGE and have furnished good ideas for hardware 
dealers in other parts of the country. Mr. Cramer 
also overlooks the newspaper advertising, the copy 
for which is turned out by Kenneth Wing, a nine- 
teen-year-old boy, who has already made an en- 
viable reputation as an advertising writer. The 
Warner advertisements are among the best carried 
in the Minneapolis papers. A trademark for use 
on the stationery, show cards, etc., is another novel 
advertising scheme utilized by the firm. It consists 
of a large blue W shaded with green. Across the 
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Above, the electrical department was only installed recently but has already proved its worth: 
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center is a white panel framed in orange and bear- 
ing the words, WARNER HARDWARE, in blue. 
Even the delivery trucks are decorated with this 
distinguishing trademark, which is keeping the 
firm always in the public eye. 

There are many other interesting things that 
might be told about the concern, but our space is 
limited. Altogether it is a big, well-managed 
store, filled to the brim with good merchandise that 
is backed by good merchandising ideas. 

It is an institution, this store of system, harmony 
and success, of which Minneapolis is justly proud 
and one to which the trade looks for all that is 
newest and best in the distribution of hardware. 
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Below, an attrac- 
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The End of the Randall Rider—Stevens Bill Hearing 


By W. L. CROUNSE 


WASHINGTON, D. C., Jan. 17, 1917. 

HE Post-Office Appropriation bill, riddled by 
T shot and shell, passed the House yesterday 

afternoon. In the form in which it goes to 
the Senate it is little more than a skeleton of the 
rotund measure reported by the House Committee 
loaded down with half a score of amendments to the 
postal laws. 

The Randall rider, designed to put out of busi- 
ness magazines, trade papers and other publications 
having a national circulation, was shot to pieces in 
Committee of the Whole, half a hundred members 
competing for the honor of making the deadly point 
of order against the provision that it is new legis- 
lation which, under the rules of the House, cannot 
be added to an appropriation bill except by unani- 
mous consent. 


Randall Rider Without Friends 


Aside from a lame argument by Chairman Moon 
of the House Post-Office Committee, in favor of the 
Randall project to compel publications other than 
newspapers to pay postage on a zone basis at rates 
ranging from two to six times those authorized by 
existing law, hardly a word was said in defense of 
this rider. The author of the amendment contented 
himself with printing in the Congressional Record 
an “extension” of remarks which he never delivered 
but which ‘he can now send out to his constituents 
under ‘his congressional frank without postage and 
at public expense, for the purpose of demonstrating 
how industriously he is working in the interest of 
national economy. 

There were plenty of speeches against the Randall 
rider, however, and in all of them the subject as 
well as its author were handled without gloves. 

Representative Ricketts of Ohio led in the attack 
on the zone system amendment. 

“This subject,” he declared, “is one of vital im- 
portance to the laboring and poorer classes of peo- 
ple in America and should have been presented to 
this House in a separate and distinct bill, so that 
the same might have been fully discussed from 
every angle; but the committee has chosen to bring 
about this legislation, affecting so many people, by 
hitching on this appropriation bill a rider which 
proposes a zone system for the United States with 
reference to second-class mail matter, the rates of 
which are proposed to be greatly increased. 


Suspicious of All “Riders” 
“When a rider is hitched to an important and 
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necessary bill, the rider is usually looked upon as 
of questionable merit and as covering a subject that 
will not stand daylight investigation. In a word, an 
attempt on the part of interested parties to slip 
something over without discussion. If this zone 
scheme of rates is worthy of the slightest considera- 
tion by Congress, it covers a matter so very im- 
portant and vital to the public at large that it 
should be presented as a separate bill, and a fair 
investigation should be made as to its probable 
effects from every standpoint.” 

In concluding his remarks Mr. Ricketts greatly 
amused his colleagues by presenting for publica- 
tion in the Congressional Record a satirical jingle 
entitled “Profits Uber Alles,” written for Coal Age 
by Berton Braley, which is worth reprinting. Here 
is this literary gem: 


The True Story of Randall 


Now, this is the story of RANDALL, the Solon from 
out of the West, 

Who said to the wise men of Congress, “My brethren, 
methinks it is best 

To start a new system of postage; the second-class rate 
is too low——” 

“Let’s cut out the franking!” said someone; but RAN- 
DALL protested, “Oh, no! 

The frank is a privilege previous, forever fulfilling our 
needs, 

For sending out unspoken speeches and mailing quin- 
tillions of seeds. 

We cannot afford to forego it; but I have a far better 
way 

To add to the Government’s profits and help make the 
Post-Office pay.” 

“I know,” cried a Congressman, loudly, “your meaning 
is plain as can be, 

You want to abolish the practice of sending the news- 
papers free 

Which don’t go outside of their county—believe me, 
I’m with you, old scout. 

It’s really a graft most expensive; I’ll aid you in cut- 
ting it out; 

To cease such a species of outlay will save quite a bun- 
dle of pelf ° 

“I don’t want to stop it,” said RANDALL; “I run such 
a paper myself! 

My plan is far simpler and cuter,” he added in confident 
tones; 

“We'll just soak the magazines harder by slicing the 
country in zones 

And piling on postage for distance clear up to 6 pennies 
a pound, 
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Thus gaining some millions of dollars for Congress to 
scatter around 

In post-office buildings for Podunk-—large buildings of 
costly design— 

Or free distribution of papers—such papers, for in- 
stance, as mine. 


“We'd drive many magazines bankrupt; we’d double 
the price of the rest; 

We’d gather a tribute most heavy from people who live 
in the West. 

We’d stir up old sectional feelings, on knowledge we’d 
levy a tax; 

The publishing business would get it where chickens 
are given the ax. 

But what do such little things matter? It’s ‘cash 
money’ profits that count— 

The people can go without reading if only the postal 
rates mount. 

The technical journals can wither, the magazines all 
fade away; 

That won’t hurt my small county paper—so up with 
the postage, I say!” 

Now, this is the story of RANDALL, the Solon from 
out of the West, 

And this is the innermost meaning of what he has tried 
to suggest. 

He may not have said what is quoted, but if his new 
law is put through 

The words we have rimingly noted will prove to be dire- 
fully true; 

The spread of instruction is threatened, and if you don’t 
want to allow 

This drag on the progress of knowledge, just write to 
your Congressman, NOW! 


Chairman Moon Makes the Point of Order 


When the Randall rider was formally presented 
to the House, Representative Johnson of Washing- 
ton promptly made the point of order against it 
and was only half a second ahead of Representative 
Campbell of Kansas, whereupon Chairman Moon as- 
tonished his colleagues by exclaiming: 

“Mr. Chairman, I make a point of order on this 
section myself, because the other section went out, 
and because everybody over there on that side seems 
to want to make a point of order.” Then he added 
sententiously, “we will take up this matter in some 
other shape, gentlemen, and give you an opportunity 
to consider it.” 

The “other section” referred to by Mr. Moon was 
the provision for penny postage on drop letters 
which was stricken out upon the point of order that 
it was new legislation. This point was made by no 
less a personage than Representative Randall of 
California. 

Thank Mr. Randall for Loss of Penny Postage 


You retail merchants who have looked forward 
with pleasing anticipations to extending your busi- 
ness through the use of drop letter advertising at 
the penny rate have Mr. Randall to thank for the 
loss of this very desirable privilege. It is unques- 
tionably appropriate, however, that the man who 
would put national magazines out of business would 
seek at the same time to cripple the retail mer- 
chants of the country in whose interests many of 
the great trade journals are published. 

The mail-order houses were on guard throughout 
the discussion of the Post-Office bill and when the 
provision raising the postage on catalogs from 2 to 
8 cents per pound was reached, Representative 
Lewis of Maryland raised the point of order and the 
section was stricken from the bill. Thus the bad 
and the good riders were buried by the House in a 
common grave and the measure goes to the Senate 
a “clean bill,” in congressional parlance, carrying 
nothing but the necessary appropriations for the 
postal service. 
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But Chairman Moon’s significant warning that 
the zone postage rider for magazines will be taken 
up “in some other shape” should not be forgotten. 
The House has only scotched the snake, not killed it, 


Sparks Fly at Stevens Bill Hearing 


The champions of the Stevens Price Maintenance 
bill cleaned up the price-cutting department store 
managers in a whirlwind of rebuttal testimony be- 
fore the House Committee on Interstate and For- 
eign Commerce during the past week. The afore- 
said managers in the course of a four days’ attack 
upon the bill had assailed the quality of many im- 
portant items of identified, price-protected mer- 
chandise, claiming their own substitutes sold at cut 
rates to be either identical or superior in quality 
and in some cases to be the same goods purchased 
in bulk from the manufacturers themselves. 

This was more than the makers of the trade- 
marked goods in question would stand for and sev- 
eral of them appeared before the committee and 
denounced the price-cutting department store meth- 
ods in language that fairly sizzled. Regardless of 
the fate of the Stevens bill at the present session 
the department stores, as its opponents, are “all in.” 

The most specific and definite attacks upon price 
maintenance in general and the Stevens bill in par- 
ticular were made by Percy S. Straus of R. H. 
Macy & Co., during the hearing accorded the op- 
ponents of the bill. In giving his testimony Mr. 
Straus stood behind a long table upon which he 
displayed many samples of trademarked merchan- 
dise together with the substitutes sold by his store 
for less money. 

As a demonstrator Mr. Straus was glib, confi- 
dent and more or less convincing—until the manu- 
facturers he assailed had a chance to get back at 
him. Then he hit the toboggan and hasn’t since 
been seen. 


Mr. Straus “Demonstrates” B. V. D.’s 


A star play of Mr. Straus’ which greatly inter- 
ested the committee was his exhibition of samples 
of genuine B. V. D. underwear and his own imita- 
tion, both of which he sold at the same price, 
namely, 44 cents per garment, though the genuine 
cost him $4 and the imitation $3.60 per dozen. Mr. 
Straus said that the imitation was a superior gar- 
ment and as evidence that the public thought so he 
cited the fact that the Macy store sells 1000 dozen 
of the imitation to 50 dozen of the genuine. 

This testimony roused the ire of Abraham Er- 
langer, president of the B. V. D. Company. Mr. 
Erlanger has concentrated more than one man’s 
share of intelligence and horse sense in the produc- 
tion of a single article, and in less time than it takes 
to tell it he fixed Mr. Straus’ clock, to the obvious 
amusement and delight of the members of the House 
committee. 

Mr. Erlanger first presented the results of scien- 
tific, mechanical tests which showed that the ma- 
terial of which the B. V. D. garments are made is 
25 per cent stronger than that used in the Macy 
imitation. Then he displayed two garments care- 
fully ripped apart, the parts of the imitation placed 
on top of those of the genuine. This demonstration, 
which the committee followed with keen interest, 
showed at a glance that in every measurement the 
imitation was deficient in size and therefore in the 
material consumed in its manufacture. It was 
shorter, smaller in circumference, and fully four 
inches less roomy where roominess is greatly to be 
desired. 

Not Made to Sit Down In 


“You can stand up in these,” commented Mr. 
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Erlanger, “but it would not be safe to sit down in 
them.” 

When the committee had recovered its composure 
Mr. Erlanger went on to show that his product is 
sewed with a lock stitch, which will not rip even if 
the thread is broken. To demonstrate that the 
Macy imitation is sewed with a chain stitch Mr. Er- 
langer broke a thread, gave it a slight pull and 
ripped the seam for 12 or 15 inches. The object of 
using the chain stitch, Mr. Erlander said, was to 
save time, as a machine will make 2800 chain 
stitches per minute as against 2300 lock stitches. 

Firing a final hot shot at the Macy proposition 
Mr. Erlanger said: 

“Mr. Straus says he sold fifty dozen of the B. V. D. 
brand at 44 cents. This means that 600 persons 
got a bargain. During the same time he sold 
1000 dozen of his own brand, garments made of 
inferior material, as proved by accurate tests, and 
cut skimp as I have shown, and which cost him 
$3.60 per dozen against $4 for the B. V. D., at 44 
cents, so that, while 600 customers made a saving, 
12,000 customers who bought the imitation paid 
more than they should have paid. While 600 got a 
bargain, 12,000 were overcharged. 


Queer Prices for Clocks 


The friends of the Stevens bill were evidently do- 
ing a little shopping at the Macy store while Mr. 
Straus was giving his interesting testimony. Fol- 
lowing Mr. Erlanger at the rebuttal hearing came 
William H. Ingersoll of Robert H. Ingersoll & 
Brother, watch and clock manufacturers. 

Mr. Ingersoll showed the committee two small 
clocks, one bought in the Macy store for $4.69 and 
the other purchased in a specialty store across the 
street for $3.75. The two clocks were exactly alike. 

Several members of the committee, after examin- 
ing the clocks, asked Mr. Ingersoll to explain why 
prices differing so widely could be obtained for the 
same article in stores doing business within a few 
feet of each other under practically identical con- 
ditions. 

“The secret,” said Mr. Ingersoll, “is simple 
enough. There is no trademark on the clock. No one 
knows who made it, and as there is no standard the 
consumer can be told one thing or another with re- 
gard to it. 

“You have here a concrete explanation of the dif- 
ference in the positions of the opponents and the 
adherents of the Stevens bill. The opponents con- 
tend that it is a good thing for the public that a 
store on one side of the street should be permitted 
to charge $4.69 for an article which a more enter- 
prising purchaser can buy on the other side of the 
street for $3.75. There you have the essence of the 
price maintenance principle.” 


How the Price Cutters Reduce the H. C. of L. 


During his attack on the Stevens bill Mr. Straus 
dipped into his grocery department and fished out 
a package of farina made by the Hecker Cereal 
Company, which he presented as an illustration of 
a trademarked article sold at a high price as the 
result of national advertising. Holding up another 
package sold by his store at a much less price, Mr. 
Straus declared that it was the identical goods pur- 
chased in bulk by the Macy store of the Hecker 
Company and sold at a price which meant money in 
the consumer’s pocket. 

This interesting statement received a solar plexus 
when Secretary Whittier of the American Fair 
Trade League read to the committee the following 
brief but pungent communication from the Hecker 
Company : 

“We are advised that at a hearing on the Stevens 
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bill, Mr. Percy S. Straus testified in part as fol- 
lows: 

“ ‘Here I have farina, which is purchased in car- 
load lots and is then put up in packages by our- 
selves. This is the identical merchandise bought 
by us from Hecker.’ 

“R. H. Macy & Co. do not buy bulk farina from 
this company; our business is confined wholly to 
the sale of package cereals.” 


Not the Same Starch 


Mr. Straus’ grocery department also furnished 
another item for the head demonstrator. This was 
Kingsford’s starch, which Mr. Straus said he bought 
from the manufacturers in bulk and sold at a lower 
price than the trademarked package article. His 
statement regarding this item was clear and un- 
equivocal. He said: 

“Here we have, gentlemen, an advertised brand, 
Kingsford’s corn starch; here we have our own corn 
starch. There you see, gentlemen, the same identi- 
cal article, the same amount of it, a pound in each 
case; one costs our store department 31, cents, the 
other costs our store department 7 cents. Our own 
is sold for 7 cents, the advertised is supposed to be 
sold for 10 cents. The quality is the same in all 
cases I have mentioned, because they came from 
the same factories.” 

A few hours later the committee received a 
tersely worded telegram signed by E. T. Bedford, 
president of the Corn Products Refining Company, 
as follows: 

“You are at liberty to use this telegram in any 
way you desire to refute the statement that has been 
made that our Kingsford’s or Duryea’s starch is 
purchasable in bulk so that it be repacked and sold 
under other labels at a less price. These starches 
are only sold in packages. We sell no starch of 
equal quality in bulk.” 

The Science of Price Cutting 

Here you have the price cutters’ business meth- 
ods in a nut-shell. Standard price-protected mer- 
chandise is sold at cut rates in small lots to assist 
the dealer in marketing large quantities of inferior 
goods at a handsome profit. 

They don’t want the Stevens bill because it would 
put an end to this method of exploiting the buying 
public. 

Startling revelations concerning the business 
methods of certain of the individuals who have or- 
ganized the movement against price maintenance 
were made to the committee during the rebuttal 
testimony. Considerable interest has been excited 
in Congress concerning the so-called National Trade 
Association, the president of which is George B. 
Caldwell, head of the Sperry & Hutchinson green 
trading stamp concern, the vice-president of which 
is Percy S. Straus, and the treasurer Harry B. 
Haines, editor and publisher of the Evening News 
of Paterson, N. J., a journal that has strongly op- 
posed the Stevens bill. 

How Champions of Price Cutting Boost Circulation 

In testimony before the House Committee Mr. 
Haines said that he was a member of the Audit 
Bureau of Circulation, a co-operative organization 
that examines the books of newspapers and other 
publications and certifies to their circulations. Mr. 
Haines added that the auditors had visited his office 
and had certified to a circulation of his paper of 
between 9000 and 10,000. John F. Barry, manager 
of the New York office of the Audit Bureau, ap- 
peared before the House Committee under instruc- 
tions from the bureau and stated that when the 
bureau’s auditors visited the office of the Paterson 
News last November they discovered an elaborate 
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system of falsification of books and records which 
made it appear that the paper had a circulation of 
approximately 2500 a day in excess of its actual cir- 
culation. Mr. Barry added that the publisher had 
been cited to appear in Chicago Jan. 19 to show 
cause why he should not be expelled from the bureau 
and that already the News had been suspended 
from membership. The official bulletin issued by 
the bureau was offered in evidence and made a part 
of the record. 

The friends of the Stevens bill are jubilant as 
the result of the hearings and predict that the bill 
will be favorably reported at an early date. Repre- 
sentative Stephens of Nebraska, the present sponsor 
of the measure before the House Committee, is 
quoted as declaring his belief that the measure 
will be called up and sent to the House with a favor- 
able recommendation before the end of the present 
month. 


Stevens Bill Makes Substantial Progress 


There can be no question that the bill has made 
distinct progress as the result of the hearings. The 
rebuttal testimony has seriously damaged not only 
the opponents of the bill, so far as they constitute 
a general class of business men entitled to consider- 
ation, but especially their organization perfected 
for the purpose of fighting the pending measure. 
They have been treated to a dose of what President 
Wilson calls “pitiless publicity” and the medicine 
has put them out of business so far as the Stevens 
bill is concerned. 

There are, however, serious parliamentary diffi- 
culties in the way of the passage of the price-main- 
tenance measure and it will take little short of a 
miracle to put it through both houses at the present 
session, which expires by constitutional limitation 
in little over six weeks. Assuming that the bill 
can be favorably reported and passed by the House 
early in February, it will reach the Senate at so 
late a date that the objections of two Senators will 
serve to prevent its consideration even should it be 
reported by the Senate Committee with no more 
than a day’s consideration. 


Du Pont Offers $5,700,000 
for Harrison Bros. & Co. 


A T a meeting of the directors of Harrison Bros. & 
*“™ Co., Inc., Philadelphia, Pa., held on Jan. 10, the 
principal business considered was the approval. by 
the directors of an offer from E. I. du Pont de 
Nemours & Co., of Wilmington, Del., of the sum of 
$5,700,000 in cash with the further understanding 
that the du Pont Company will assume all outstand- 
ing indebtedness and obligations of the Harrison 
Company, the offer covering the sale of the entire 
assets, franchises and good will of Harrison Bros. 
& Co. This sum of $5,700,000 is sufficient to pro- 
vide funds to pay to the preferred stockholders par 
and accrued dividends, and to the common stock- 
holders about $200 a share after payment of com- 
missions and legal and other expenses incurred in 
the carrying out of the negotiations and the liquida- 
tion of the company. 

According to the report of President Russell S. 
Hubbard submitted to the board of directors on 
Wednesday last, the past year has been by far the 
most successful in the history of Harrison Bros. & 
Co. The profits for the year have been $2,233,371.- 


Hardware Age 


Senator Borah of Idaho, who is the leader of the 
opposition to price maintenance in the Upper House, 
has spent a considerable part of his spare time dur- 
ing the past year whetting a snickersnee for the 
Stevens bill and has brought it to so fine an edge 
that he shaves with it every morning. 

But we will soon have a new Congress with us 
and the Stevens bill will make a running start. 


Webb Bill’s Prospects Brighten 


Things are looking much brighter for the Webb 
bill legalizing combinations of American manufac- 
turers and shippers for the development of the ex- 
port trade. The Senate Committee has heard from 
a great many earnest business men since the hear- 
ing on the fifth instant and as a result it has been 
decided to refer the bill to a sub-committee to whip 
it into shape for a favorable report to the Senate. 

That the House blundered when it undertook to 
amend the original draft of the Webb bill as pre- 
pared by the Federal Trade Commission is now gen- 
erally conceded. The measure was rushed through 
the House under whip and spur and those having 
charge of it were so anxious to secure its passage 
that they accepted modifications without due con- 
sideration. 

As a result the bill does not say what it means 
and, as pointed out by Secretary Patchin, of the 
National Foreign Trade Council, and other wit- 
nesses at the recent hearing, its provisions are 
practically nullified by an amendment to Section 2, 
which provides that export combinations “shall not 
restrain the export trade of the United States.” 
This reduces the bill to rubbish. 


Some Teeth That Must Go Back 


The sole object of the measure is to permit, in 
the export trade, combinations which, if organized 
for domestic commerce, would be held under the 
Sherman and Clayton Anti-trust acts to be “‘in re- 
straint of trade.” 

This is an illustration of congressional dentistry 
with a vengeance. It will be the duty of the Senate 
sub-committee to put these teeth back into the bill. 


47, out of which the full 7 per cent dividend has 
been paid on the preferred stock, regular dividends 
have been inaugurated on the common stock on the 
basis of 8 per cent per annum, and the sum of $1,- 
683,746.47 has been added to the surplus. 

In addition to the main plant of the Mantua 
Chemical Works at Paulsboro, N. J., a $500,000 
subsidiary of the company, Harrison Bros. & Co. 
own a plant at Sixth and Jackson streets, Camden, 
N. J., purchased last April as a going lithopone and 
white lead works. During the year the company 
has also acquired the minority interest—and now 
own the entire capital stock—in the National Baux- 
ite Company, operating bauxite mines from which 
the company is drawing supplies of this important 
raw material for the manufacture of aluminum 
salts. 

At the directors’ meeting the fuflowing officers 
were elected: 

President, Russell S. Hubbard; vice-president, 
Henry C. Esling; secretary and treasurer, William 
Richter; directors, James Dobson, Thomas S. Har- 
rison, Francis L. Higginson, Jr., Henry C. Esling, 
Russell G. Hubbard, John P. Reynolds, W. Frederick 
Snyder, W. P. Barba and Clement B. Wood. T. J. 
Armstrong gave up the secretaryship, but will re- 
main with the organization. 








Market Conditions 


By THOMAS E. OLIVER 
President Oliver Brothers, Inc. 


NEw YorK, Jan. 11, 1917. 


E have a firm conviction that it will be many 
months before the belligerent nations can mu- 
tually agree upon the terms to be discussed 
at a formal peace conference, and that many months 
more will elapse before the peace treaty is signed 
and the troops disbanded, and that the industrial 
situation will change but slightly in the meantime. 

Nothwithstanding the more serious internal situa- 
tion in Germany and Austria, it is commonly be- 
lieved that the Central Powers are capable of con- 
tinuing the war for several years, especially so 
should they change from an aggressive to a defen- 
sive policy in a more general way, and since the 
commercial outlook is governed largely by the dura- 
tion of the war, it behooves us to give serious 
thought to the possibility of the war continuing far 
beyond the year 1917, a more pronounced shortage 
of commodities, and a continuation of abnormally 
high prices for a long time to come. 

We have some important English, French and 
Russian connections, for which we have purchased 
very large quantities of iron, steel and metal prod- 
ucts, both for government and industrial pur- 
poses, and, furthermore, we are the American pur- 
chasing agents for a number of large mercantile 
houses in other foreign countries, and our position 
as resident buyers for a large number of whole- 
salers who are situated in all parts of the United 
States and Canada is well known, therefore we are 
in a far better position to obtain an intelligent view 
of the market outlook than the average merchant, 
especially the domestic jobber whose dealings are 
restricted to narrower limits, and in this respect 
we place some little value upon our close business 
relations with Government officials, foreign and 
domestic buyers, bankers, shipping merchants and 
manufacturers. 


Higher Prices Probable 


There are many jobbers who have recently ex- 
pressed a determination to pursue a very conserva- 
tive policy from now on, “to get from under before 
the crash comes,” by sacrificing a good part of their 
large stocks on hand or unfilled contracts, and 
while we cannot reasonably criticise them in view 
of the limited scope of their observations, and the 
abnormally high market prices now prevailing, we 
disagree with their views, nevertheless, and believe 
that they will find themselves short of materials as 
the year advances, and that there is a strong prob- 
ability of having to pay still higher prices on the 
average for such materials that they can obtain, 
and that they will experience greater trouble in 
obtaining their supplies in 1917 than they did in 
1916, as strange as it may seem. 

From our viewpoint, the jobbers are taking com- 
paratively little risk in holding their surplus stocks 
for the full benefit of the market resale prices, and 
anticipating their requirements for the balance of 
this year at the prevailing market prices. 

It will be recalled that following Germany’s peace 
note about December 15, and President Wilson’s 
note of December 18 to the belligerent nations, the 
listed securities on the stock exchanges depreciated 
substantially, whereas, by contrast the prices of 
commodities have since advanced materially, espec- 
ially steel products, all of which again demonstrates 


the unreliability of the stock market as a trade 
barometer. 
Basic Materials Needed 


There is now a greater shortage of basis mater- 
ials, those needed by the finishing plants, such as 
steel billets, sheet bars, merchant bars, rods, tubing, 
wire, etc., than at any time since the war started, 
the market prices being firmer and the products of 
the mills being contracted for well into the future, 
in many instances six months, others twelve to eigh- 
teen months, and we believe the only reason for 
the products of many mills not being sold up well 
into the year 1918 is their unwillingness to contract 
so far ahead. 

In a large measure, the same is true of the metal 
mills, those making copper and brass sheets, rods, 
wire, tubing, etc., for we must still go begging 
among the manufacturers to accept ordinary specifi- 
cations for shipments within a few months’ time, in 
many instances export orders at premium prices. 

The average jobber cannot comprehend the im- 
mense tonnage of foreign business constantly being 
rejected for the products of iron, steel, wire and 
some of the metals, notwithstanding the fact that 
the majority of our manufacturing plants are not 
operating above 60 to 70 per cent capacity, princi- 
pally because of a shortage of the basic materials 
such as we have alluded to in this letter. 

No matter when the war ends, whether it be this 
year or five years from now, the American steel 
mills, and to a lesser degree the metal mills, will 
have on their books enough tonnage to take up their 
full plant capacity for months ahead, if not in 
finished products then in the basic materials which 
place a limit upon finished products, and in this 
connection it is well to remember that the nations 
at war must necessarily anticipate their require- 
ments by many months, even on the eve of a peace 
conference and during the peace negotiations, as a 
matter of precaution, and all of this business, aggre- 
gating an immense tonnage, is irrevocable as far as 
the American mills are concérned, although the 
foreign buyers reserve the privilege of taking out 
the tonnage from the one mill in finished materials 
other than those originally specified. 

As to the falling off in orders for munitions of 
war as reported in the newspapers, we can see but 
little evidence of it, notwithstanding the great in- 
crease in manufacturing facilities at home and 
abroad, yet even though the foreign demand for 
our finished products should decline substantially, 
which is not likely (on the average) while the war 
lasts, the nations at war and the neutral nations 
of the world, in a large measure, must look to the 
United States for basis materials, steel billets, bars, 
rods, etc., etc., also copper, spelter, lead, etc., and 
we know for a fact that they will pay any prices 
necessary to obtain them, especially England, 
France, Russia and Italy; otherwise why are so 
many of our manufacturing plants being operated 
at 60 to 70 per cent of capacity when they could 
readily dispose of their full plant capacity if they 
could obtain the basic materials? 

We are in the market, and have been for some 
time past, with bona fide orders for large tonnages 
of steel billets, bar steel, tin plates, steel tubing, 
tack plates, wire rods, music wire and various other 
grades of wire, which we are unable to enter at 
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any price for shipments within reasonable length 
of time. It is true that they are for export, yet the 
high premium prices offered would command the 
materials if they were more plentiful in proportion 
to the demand. 

The prices of ingot copper and spelter have 
declined since December 15, but not the prices of 
finished products consuming these materials, such 
as copper and brass wire, rods, sheets, tubing, etc., 
and notwithstanding the radical price movements of 
metals, up and down, during the past two years or 
more, the prices of finished materials have not 
receded in the slightest degree, whereas in ordinary 
times very slight changes in the prices of ingot 
copper, spelter and other metals are immediately 
reflected in the market changes of the finished pro- 
ducts we allude to. 

Of late, the greater scarcity of fuel, labor, ma- 
terials, freight cars and other transportation facili- 
ties have combined to make the industrial situation 
more acute at home, and steamship transportation 
is now scarcer than at any time in the past. 


Future Conditions 


So much for the present and the near future. 
Now let us consider the more distant future, the 
market situation at the end of the war. 

Whatever the situation may be two or three years 
after fighting ceases, some time will certainly be re- 
quired to get Europe’s industrial plants in good 
working order again, and during the reconstruction 
period our greatest industrial rivals, England and 
Germany, will have their resources overtaxed, the 
same being true of France, Belgium and other in- 
dustrial countries, so much so that it is commonly 
conceded that the demand upon America for iron, 
steel and engineering products will continue heavy 
from Europe and other countries, and it is more 
than probable that we will not only retain the foot- 
hold we have made for our manufactured products 
in the markets of the world, but that our exports of 
manufactures will grow steadily, independent of 
war supplies. 

Britain, France, Germany, Austria and Belgium 
in particular have undoubtedly turned the majority 
of their industrial plants into munition factories 
consequently they are in poor condition for their 
original uses, and according to reports many of the 
plants in Belgium and Northern France have been 
looted of machinery, others hastily converted into 
munition factories, so that destruction and deter- 
ioration of industrial plants in these countries must 
count for very considerable at the close of the war 
as far as the demand for supplies is concerned. To 
put these plants back in shape for peace purposes 
will undoubtedly require considerable time and some 
billions of capital. 

Agriculture 


Viewing the matter in a broader light, the world’s 
agriculture, which is the chief industry, employing 
more people than all the manufacturing trades put 
together, is enjoying unprecedented prosperity, 
which is likely to continue over a period of years, 
especially for the United States, because of the 
world shortage of foodstuffs, and this prosperity 
will be reflected in a huge demand for all kinds of 
iron and steel materials in particular, and, aside 
from Europe’s industrial plants, there will be much 
damage and destruction to make good in steamships, 
bridges, buildings, etc. 

Before the war the necessary railroad extensions 
were behindhand in nearly all parts of both North 
and South America, and it may,well be imagined 
that the necessary demand for railroad extensions, 
improvements and equipment in these countries will 


Hardware Age 


be far greater still at the end of the war and in Agia 
especially in China, India and parts of Russia, vast 
railway extensions will be undertaken, India alone 
requiring another seventy thousand miles of rail- 
road, and the prosperous agricultural conditions wil] 
mean the opening out of new areas, consequently 
railway building in many other paris of the world. 

The shipbuilding industry in the United States 
has improved to a remarkable degree, and there can 
be no doubt but that the present great demand for 
steel and other materials used in shipbuilding wil] 
continue for years to come, and unquestionably 
England must uphold her power at sea, replenishing 
her losses, which must be very great, for owing to 
her isolated position on the map and her great 
possessions all over the world, her very existence 
depends on supremacy at sea. 

France and Germany will also have their hands 
full rebuilding ships destroyed by the war, as will] 
the other belligerents to a lesser degree, and the 
situation may be augmented at any time by a more 
active submarine warfare or a great battleship con- 
flict. 


Preparedness a Trade Stimulant 


It seems reasonable to assume that the present 
preparedness movement in the United States and 
other neutral countries will be an added stimulant 
to trade in steel and metal products, although the 
terms of peace may place a check on armament 
among the countries at war. 

This is the idea we mean to convey; that as an 
offset to the war-time demand for iron, steel, and 
metals, and which is responsible for our manufac- 
turing plants operating under 70 per cent of capa- 
city on the average, and our inability to come any- 
where near meeting the demand for materials from 
foreign countries, our steel mills, and to a lesser 
degree our metal mills, will obtain a far larger 
volume of business from our manufacturing and 
other consumers, and a far larger volume of export 
business than they are now able to care for, and 
it stands to reason that the country at large will 
prosper more under such conditions, although a 
few interests will be made to sacrifice the abnor- 
mally large profits they are now making, profits 
quite out of proportion to those realized in many 
other industries, or other sections of the country. 

Before the war, America, Great Britain and Ger- 
many produced fully 80 per cent of the world’s steel 


‘ goods, and the demand for steel goods increases 


more rapidly than the demand for any other im- 
portant class of commodities, and while England’s 
steel production has increased about 33 1/3 per cent 
since the war started, and very likely Germany’s 
increase is fully 3831/3 per cent, and the United 
States about 30 per cent, it seems to us, from an 
economic standpoint, that the United States will 
find large markets abroad for its surplus products 
following the war, not only because of Britain, Ger- 
many, France, Belgium and other European coun- 
tries needing all the iron and steel they can produce, 
and considerably more, during the reconstruction 
period, but also because of the probability that 
production costs in Britain and Germany will be 
so enhanced by the war, that, contrary to the condi- 
tions existing before the war, their selling prices 
must necessarily be as high, possibly higher than 
America’s. 

It seems to us, that, of the three great steel pro- 
ducing nations, England, Germany and the United 
States, Germany is bound to suffer the most indus- 
trially after the war, for her exports were very 
large to the countries that will hereafter come 
pretty close to boycotting German products, and 
Germany’s colossal losses in men, killed and inca- 
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pacitated, will make a big difference to her indus- 
trial powers, whereas England's losses have hither- 
to been comparatively small, but whether this will 
be so by the end of the war obviously depends upon 
the duration of the war and the part England will 
be compelled to play in military operations of the 
future. 

Under normal conditions we would have grave 
fears as to the industrial effects of the present tariff 
on imports, and under normal conditions we would 
regard Germany as our greatest commercial com- 
petitor in that respect, yet we now feel that for 
years to come we have but little to fear from Euro- 
pean imports of iron and steel products, and, to 
repeat, on account of Europe’s demand for all the 
iron and steel it can produce for years to come, 
the United States manufacturers are likely to find 
larger and larger markets for their products 
throughout the world. 

We must made due allowances for a readjust- 
ment of values at the end of the war, yet we scarcely 
anticipate any radical decline in the prices of iron 
and steel products, and while we look forward to a 
substantial decline in the market prices of metals 
such as copper, spelter, lead and antimony, we do 
not anticipate any such prices as those ruling in 
1914, at least not for years to come, for if copper, 
for instance, should decline to 18 or 20 cents per lb., 
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the decline will be radical as compared with the pre- 
vailing market prices, yet the advance very substan- 
tial as compared with the 1914 prices. 


Uninterrupted Prosperity Ahead for Iron, Steel and 
Hardware 


In conclusion, we have the impression that the 
wholesalers of iron, steel, hardware and kindred 
supplies have several years of uninterrupted pros- 
perity ahead of them, and that they will experience 
an agreeable surprise when they balance off their 
year’s business following the end of the war, if 
they are reasonable enough to make comparisons be- 
tween the profits obtained in normal times, before 
the war and after the war, rather than the abnor- 
mally great profits realized during the war, and 
provided they have priced their inventories during 
war times at their lowest purchase prices, rather 
than marking them up to the prevailing market 
prices, and we are quite sure that there are few, 
if any, jobbers among our clients who are doing 
this. 

This letter was dictated before the publication of 
the Entente Allies’ reply to President Wilson’s peace 
note, and we see nothing in their note to alter our 
expressed views in any way; in fact it rather con- 
firms our oft-stated belief that the end of the war 
is still a long way off. 





The Pratt & Lambert Salesmen’s Convention: In the center of the first row is W. H. Andrews, president, whose 
twenty-fifth year with the company has just closed. At the right is J. H. McNulty, treasurer, and at the left 
F. W. F. Clark of London, England, vice-president 


Pratt & Lambert Convention 


RATT & LAMBERT, INC., Buffalo, N. Y., re- 
cently held its largest and most successful con- 
vention. From practically every part of the United 
States and from across the Canadian border the 
members of the Pratt & Lambert sales force gath- 
ered for this biennial four days’ meeting. F. W. F. 
Clark, vice-president of the company, arrived in 
Buffalo from London, England, in time to partici- 
pate in the.convention. The meeting had double 
Significance in that it marked the completion of 
President W. H. Andrews’ twenty-fifth year with 
this concern. The whole spirit of the convention 
was to do honor to the man at the firm’s head who 
had been so largely instrumental in its success. 
Under the direction of J. H. McNulty, general 
Manager, the proceedings moved quickly and 
smoothly. The four days were crowded with fea- 
tures of vital interest to the men who sell the firm’s 
line. There were trips through the factory, lunches, 
dinners and addresses by prominent members of the 
organization. Various selling and distribution prob- 
lems were taken up and studied in detail. 


The message of the Pratt & Lambert, convention 
of 1917 was expressed in the words of President An- 
drews when he said at the banquet: “The greatest 
thing in life—greater than money, honors or worldly 
success—is the sense of achievement.” 


Sheet Metal Men Elect 
Officers 


TM’ HE Cincinnati Association of Sheet Metal Con- 

tractors held its annual meeting Jan. 9. F. 
William Stechow, who has served as president for 
two terms, presided. 

The following officers were elected to serve dur- 
ing the ensuing year: President, Edward F. Ans- 
pach; vice-president, E. L. Gibson; secretary, John 
S. Henggler; treasurer, Charles Kobmann; trustees, 
John Steigel, Ferdinand Doepke and A. Fahrle; pub- 
licity chairman, C. L. Smith. 

A committee composed of John Weigel and C. L. 
Smith has been appointed to arrange for the annual 
dinner to be held in March, at the Cincinnati Busi- 
ness Men’s Club. 








The Freedom of the Salesman 


To Be Master of One’s Own Time a Goal That 
Appeals to Many 


By EARL D. EDDY 


untold thousands of youths and young men. 

That occupation has a glamour around it 
which other lines of endeavor find difficulty in 
competing against. Ask the average clerk in the 
stores you visit what he would rather do if he had 
his choice, and a, most extraordinary percentage 
of the replies will select the job of traveling man. 
Did you ever stop to figure out the reason for this? 
Perhaps you have regarded it as merely the desire 
to earn better wages and thus enjoy the better 
living which a larger compensation permits. Or 
possibly you have credited this widespread ambi- 
tion to the desire of most young men to see the 
world, or at least a larger part than a store job 
permits. Without a doubt, these are contributory 
reasons and have a good deal to do with the desire 
to carry a grip and sign hotel registers. 


The Shackles of Routine 


The big reason is none of these. They are 
merely incidental along with quite a few others 
which may be counted as factors. The great fasci- 
nation of the job of the traveling salesman and 
that which makes men so keenly anxious to follow 
that line of effort is to be summed up in one word— 
freedom. We all seek emancipation. Some of us 
attain it in one way, some in another, while others 
remain in bondage until the end. The man who 
sells goods in the store has a set hour at which he 
must be on the job; he has a set lunch hour; his 
quitting time is also definitely laid down for him, 
all of these comings and goings being frequently 
registered by the inexorable time-clock. Such 
regulations gall the ambitious man. They sug- 
gest limitation, indeed they assert it. Can it be 
wondered then that those fellows who have snap 
and get-up in their personailty diligently seek the 
opportunity to loose their handcuffs by turning 
their ability to selling from the other side of the 
counter? 

The salesman’s freedom of his own time is a 
state of happiness observed by the shackled with 
longing. The idea that, for weeks at a time, there’s 
no one to keep tab as to when you go to work or 
when you quit, no one to frown or voice a repri- 
mand if you spend a few minutes longer at lunch 
than you should; these privileges are the sort 
looked upon so enviously by the fellows who stand 
behind the counter selling the merchandise you 
have previously sold the boss. You’ve had these 
boys come up to you at the hotel in the evening or 
even in the store, when opportunity permitted, and 
question you as to the chances of getting a job 
with your house. Lots of times you’ve discouraged 
them in the idea for fear they might become too 
much discontented with their present lot and 
might perhaps land a place in your organization 
for which the merchant would hold a grudge 
against you because he had lost a good clerk. I’ve 
known sales managers to take the stand that they 
would not employ a clerk or a salesman who hap- 
pened to be working for one of the customers of 
the house. I have no patience with such narrow- 
mindedness. I have too much respect for the fair- 
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mindedness of the average merchant to believe 
that he is going to carry a grudge against either 
house or salesman because one of his clerks suc- 
ceeds in landing a better job. As a matter of fact, 
it is a compliment to the merchant for such a 
thing to come about. Had it not been for his 
training of the youth and man, certainly he (the 
man) could not have taken the step forward which 
the better job signifies. 


Freedom Rarely Abused 


This freedom which the traveling salesman is 
permitted is a remarkable evidence of confidence, 
and one, be it said to the credit of the profession, 
which is only abused in occasional instances. A 
few weeks ago one of the Episcopal bishops in 
the course of an address in St. Louis made a point 
which seemed to me to apply with particular em- 
phasis to the case in hand. “Emancipation,” said 
he, “is not freedom. Freedom is the capacity to 
make yourself do what you ought to do.” The ex- 
ercise of the freedom which the average salesman 
is permitted as he travels over the country in the 
interests of his house give a wonderful oppor- 
tunity for him to make himself do what he ought 
to do. There are, unfortunately, a few men on the 
road who do not seem to have a proper conception 
of their freedom. Their chief idea seems to be to 
“get by.” What their employer expects them to 
do is to give good conscientious labor for the com- 
pensation allowed. Playing pool, throwing dice 
with a pretty little girl behind the cigar counter, or 
matching for drinks with the bartender, are, of 
course, occupations and time-killers which the 
freedom of his time permit the traveling salesman 
to indulge in, but they are not contemplated in the 
contract made with the boss. 

As a matter of fact the employer buys the sales- 
man’s time and then lets him go out and use it 
in his (the salesman’s) own way. I, of course, 
appreciate the fact that some of the time thus 
purchased must be used for the purpose which the 
employer intended when he made the deal; enough 
to enable the salesman to get away with it. There 
are too many fellows who have a limit set in their 
mind as to what constitutes a good day’s business. 
When they get into the neighborhood of that 
amount they figure that the rest of the day is 
theirs to do with as they please. That is perhaps 
the chief reason why commission contracts have 
become the rule. Employers have learned that it 
is only the occasional man who may be relied on 
to work without that close supervision which the 
time-clock typifies, if they are compensated on a 
straight salary basis. This is not meant to be a 
wholesale indictment of the profession of sales- 
manship. It’s a phase of human nature. It is in 
the inability of many of us to exercise our free- 
dom conscientiously. As the Bishop said, it is cer- 
tainly a fact that doing what you ought to do in- 
stead of perhaps what you would prefer to do 
constitutes the true exercise of freedom. 

The salesman who sets a limit on the amount of 
business he thinks is sufficient for the amount he 
receives imagines that he is doing something 
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clever. He does not call it cheating. He does not 
figure that any moral law is broken. He argues 
that he only gets paid for so much work and when 
that work is accomplished he has the right to loaf. 
Of course, he does not so express himself to the 
boss. He permits the boss to believe that he re- 
quires a full business day in which to secure the 
business he sends in. He takes pay for full time 
and then works half or three-quarter time. That’s 
cheating. Cheating the employer? Obviously. 
But what money he takes from the employer for 
the time he fails to work isn’t a marker to the 
amount he takes from himself. We may say very 
truthfully that he cheats the man who pays him 
his wages, but he cheats himself not only of wages 
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but of honor. It may be put down as a certainty 
that the man who works for full time in return for 
what he is paid, granting that he is underpaid per- 
haps, must finally get that which is his. In the 
meantime he is “on the square” not only with the 
man he is working for, but also with his own con- 
science—and that’s the best answer always. “It’s 
a long lane which has no turning” is a good thing 
to remember—when the turn comes the fellow who 
has been on the job full time will be there to make 
it whereas the “wise guy” who thought to profit by 
taking it easy by sneaking home or loafing at the 
hotel, will have only the discomfiture of seeing the 
“square” man make the turn without even the 
danger of an upset. 





A white goods window display made by the Nicholas Hardware Company, that made the dry goods merchants 


of Oak Park, Iil., 


A White Goods Window in 
the Hardware Store 


HORTLY after the first of the year the dry goods 
stores in all parts of the country blossomed out 

with January white-goods sales, the show windows 
being trimmed exclusively with white merchandise. 
Not to be outdone by the other merchants of his 
community, Mr. Nicholas of the Nicholas Hardware 
Company, Oak Park, IIl., decided to show the pur- 
chasing public that a hardware store could also 
exhibit a line of snow-colored wares. 

The largest show window was cleaned out and the 
background enameled in white with panels to har- 
monize. It was then trimmed with articles in which 
white was the predominating color. A white-enam- 
eled gas range was placed at one end and a kitchen 
cabinet of the same material at the other. In the 
center a white-enameled kitchen table was used to 
display kitchen accessories, with white refrigerators 
at each side. Over the table a small shelf carried 
samples of white granite ware and similar items 
were arranged on the floor of the window. Two 
bathroom mirrors finished in white were hung on 
the rear wall and various other articles of bathroom 
equipment were arranged in other parts of the win- 
dow. The display created much favorable com- 
ment from Oak Park matrons and was directly re- 
sponsible for many sales in the firm’s housefurnish- 
ing department. 

The idea is one that can be used to advantage by 
other hardware dealers in calling attention to a line 
that is not usually given enough display space. The 
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novelty of the display and the attractiveness of the 
clean, white ware on exhibition will prove a stimulus 
to trade during the so-called dull period of the win- 
ter season, and will act as a sort of advance agent 
for spring sales in the housefurnishings line. 


Cleveland Dealers Elect 


Officers 


HE annual meeting of the Cleveland Retail Hard- 

ware Association, Cleveland, Ohio, was held Jan. 
12. In connection with the meeting the members 
had a supper at the Colonial Hotel. Officers for the 
ensuing year were elected as follows: President, 
Frank M. Potter; first vice-president, J. C. Murphy; 
second vice-president, F. A. Selzer; secretary, P. H. 
Wuertz; treasurer, W. H. Schaefer. 

Directors, A. E. Auerbach, R. W. Paterson, E. N. 
Heiser, George Wehrle, W. L. Bullard, O. Wilke, and 
E. Fischer. 

The coming State convention was discussed, and 
a move started to secure the attendance of a large 
delegation of Cleveland members. Other topics 
taken up during the meeting were the proposed 
changes in the Ohio Workmen’s Compensation Law, 
mutual insurance, condition of the hardware mar- 
ket and prices, and the campaign against trading 
stamps and coupons which is being conducted in 
Ohio by hardware and other associations. Four 
new members were admitted to the association. The 
new Officers will be installed at the regular meeting 
in February. 
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Randall Rider Killed 


HERE has just been a funeral in Wash- 

ington, D. C. The Randall rider has just 
been laid to rest. There were no banks of 
floral offerings, no muffled drums and no en- 
graved messages of condolence sent to the 
bereaved. 

Postmaster Burleson’s Post-Office Appro- 
priation bill received the official O. K. after 
Randall’s ridiculous reforms had been wisely 
and completely pruned. 

The day the death-knell rang Washington 
refused to put on mourning; in fact, the 
general atmosphere of the National Capital 
seemed to reflect joy and happiness. The 
Congressmen who so overwhelmingly de- 
feated Randall’s tax on intelligence were 
walking about with a spring in their steps, 
with shoulders thrown back and heads in the 
air. In fact, they looked like what they are 
—regular bona fide, honest-to-goodness rep- 
resentatives of a thinking people. 

HARDWARE AGE hastens to congratulate 
Uncle Sam on the brand of men who put the 
official kibosh on Randall’s folly. These Con- 
gressmen have their ears to the ground. 
They paid prompt and vigorous heed to the 
enormous number of letters on Randall’s bar- 
rier to intelligence which came from their 
constituents. We know something of what 
those letters demanded. We have on file in 
the office of HARDWARE AGE hundreds and 
hundreds of letters from subscribers to this 
publication, together with copies of the let- 
ters they wrote their Congressmen, and with 
but six exceptions the hardware merchants 
and manufacturers in no unquestionable 
manner requested their representatives to 
defeat the Randall rider. 

HARDWARE AGE is very glad of this oppor- 
tunity to announce our victory. It means 
much not only to the hardware business of 
this country, but to specialized business, and 
to the skilled men who use and believe in the 
constructive work being done by business 
and technical magazines. The defeat of this 
rider has shown plainly that the citizens of 
the United States will stand for no monkey- 
work that interferes with the free flow of 
educational matter through the United States 
mails. 

Mr. Randall has been well advertised. The 
publicity he has received has undoubtedly 
broadened his vision. It was compulsory 
education, and we regret that the pills could 
not be sugar-coated. Our Washington re- 
port in this issue tells the full story of the 


70 


vol UUNAPOOOOOU DASSAULT 0 


result of the effective work and accomplish- 
ment of HARDWARE AGE and the HARDWARE 
AGE subscribers. 


Business Co-operation of 
the Future 


HERE are signs that the word co-opera- 
tion has not been altogether banished 
from the government’s vocabulary of busi- 
ness. It was so recently as the regime of 
the last Administration at Washington that 
a request from a corporation or an associa- 
tion of business men for advice as to the per- 
missibility of a contemplated step was met 
with the reply in substance that the way to 
find out was to take the step; if prosecution 
followed that would be the government’s 
way of saying that the action was not ap- 
proved. To-day the prosecutions are fewer 
but the situation as to advice on a legal 
question is about the same. 

Retiring Chairman Hurley of the Federal 
Trade Commission takes the ground that if 
the work of the commission goes to the 
length it should, it will be possible to know 
in advance what co-operating business men 
may and may not do. In his address before 
the Commercial Club of Chicago on Jan. 13 
he said on this point: 

“Successful co-operation requires a 
friendly spirit on both sides [government 
and business] if we are to accomplish real 
constructive work. When business men re- 
quest advice in advance on some particular 
step they wish to take, they should present 
to the Government an intelligent statement 
of the facts; then Government should give 
advice in advance as to what business men 
should or should not do. This applies to 
legal questions as well as to economic ones. 
Many times business men feel that the ques- 
tions they want answered are legal when in 
reality they are economic.” 

There is now no machinery for any ade- 
quate advice in advance and the difficulties 
of providing it are obvious. The Federal 
Trade Commission might, indeed, as it has 
done in some instances, indicate lines on 
which manufacturers might profitably work 
in association, in studying cost accounting, 
standardizing of processes and products, or 
even certain phases of trade practice. But 
there has not been any encouragement—and 
under the Sherman act there could not be— 
to trade agreements which involved price 
maintenance. That the work of the Federal 
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Trade Commission in insisting on real cost 
finding has accomplished in a sound and con- 
structive way a part of what has been aimed 
at in the price agreements of the past is 
highly significant. The price associations 
brought together the sheep and the goats. 
The price was made high enough to give a 
profit to the least efficient organization and 
the poorest plant, and the consumer paid the 
bill. What the Trade Commission has most 
agitated is such a knowledge of costs as will 
prevent cut-throat prices, with their trail 
of bankruptcy and in the end full compensa- 
tion, taken from the consumer, for a tem- 
porary demoralization of prices that seemed 
to be in his interest. 

It is to be noted as a sign of the times 
that Mr. Hurley points to a day even though 
it be distant, when business in the United 
States can “take the progressive step which 
German industry has already taken: 

“There is no question that when competi- 
tion fails to regulate, the Government should 
step in and lend its assistance in helping 
business out of difficulty. I am, therefore, 
in sympathy with the referendum of the 
Chamber of Commerce of the United States, 
which recommends ‘that there should be 
remedial legislation to permit co-operative 
agreements under federal supervision in 
those industries. which involve primary 
natural resources.’ But where business 
men cannot present true balance sheets, they 
certainly cannot expect the Government to 
allow them to get together. If a group of 
manufacturers, say 160, representing a 
given industry show a condition where only 
ten of all the firms in that industry know 
their costs, and if they were to come to the 
Government and ask for permission to form 
a combination or cartel, I am sure that there 
is not a man here, if he were in a govern- 
ment position, who would not refuse to give 
such permission.” 

There need be no haste in acclaiming an 
era in which business will enter into a new 
freedom from destructive competition. The 
Congress that will so modify the Sherman 
act is a long time removed; there may never 
be such a Congress. But that does not mean 
that business, with the intelligent co-opera- 
tion of more friendly government agencies, 
may not do much to work out its own salva- 
tion. Chairman Hurley strangely sets up 
combination as a reward of virtue, shall we 
say, when he points out that “before we are 
ready to combine in this country, we must 
first learn to co-operate in elementary and 
fundamental matters, such as cost account- 
ing, standardization and the like,” and adds: 

“These are things that are in line with 
sound business, and they are of sufficient im- 
portance to occupy the manufacturers and 
merchants of this country for a number of 
years. If our business men know their true 
costs, and if they have an intelligent grasp 
of business methods, competition will be 
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fairer, and we shall get better prices—prices 
based on efficiency.” 

The prediction is not altogether clear, 
since “better prices” resulting from “fairer 
competition” are generally reckoned to be 
more remunerative to the producer, while 
“efficiency” stands for economies that lower 
the price to the consumer. With fairer com- 
netition and prices based on efficiency, a 
combine of the old type would be wellnigh 
impossible, 


Right Buying 


,,EW of us realize to what extent careless- 
i‘ ness and waste on our own part add to 
our living costs. 

The guarantee on good goods has an effect 
in offsetting the higher prices. While it is 
not good salesmanship to emphasize the guar- 
antee to such an extent that people will buy 
with the expectation of coming back on some- 
body to make good, still the fact that the 
goods bear a reliable guarantee will be an 
added service to counterbalance the price and 
often the discreet mention of guarantees will 
quiet price complaints. 

Make the terms of the guarantee plain 
enough always so that there will be no ex- 
cuse for a subsequent misunderstanding. 
The guarantee is worth more to the customer 
now than ever before, but it should not be 
abused, and the retailer owes it to the house 
behind the guarantee to make its terms plain. 

Under the present price conditions, you 
will have more customers who will be anxious 
to buy economically. Many of them will be 
people who have previously bought without 
considering price very much. It is up to the 
salesman to do and say everything he can to 
make such customers feel comfortable. 

Unfortunately there are hardware stores 
where once in a while a clerk seems to feel 
more or less scorn for the customer who has 
to consider prices closely in his buying. If 
there ever was any excuse for that position, 
it long ago ceased to exist. 

This is a time for our salespeople to-do all 
they can to help their customers to buy eco- 
nomically and satisfactorily. It is by work- 
ing hard to make the customer see that we 
are on his side, that we don’t like high prices, 
that we are willing to do everything in our 
power to help him offset them; it is by this 


position that we are going to hold our trade 


and keep it satisfied that the cause of the 
high prices is not ours, but that of conditions 
beyond our control. 

It is a time to buy well in advance of needs. 
Shipments have been slow coming through in 
the past. Goods have been unobtainable in 
some lines. This condition is not likely to 
improve right away. 

The existing conditions are unique and the 
wise dealer is going to plan and figure fur- 
ther ahead than he has generally done, buy- 
ing early and having shipments made early. 





Coming Conventions 


MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT DEALERS’ ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. Louis Coli- 
seum, St. Louis, Jan. 23, 24, 25, 26, 1917. F. X. 
Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Wheeling, W. Va., Jan. 23, 24, 25, 
1917. Headquarters, Windsor Hotel. John H. 
Morgan, secretary, Morgantown, W. Va. 

MOUNTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Denver, Col., Jan. 23, 24, 
25, 1917. J. H. Jenkins, secretary, Pueblo, Col. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Dallas, Tex., Jan. 24, 
25, 26, 1917. Headquarters, Adolphus Hotel. B. 
D. Tingle, secretary, Chamber of Commerce Build- 
ing, Dallas, Tex. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND NEW YORK STATE RETAIL 
HARDWARE ASSOCIATION JOINT ANNUAL CONVEN- 
TION AND EXHIBITION, New York City, Feb. 6, 7, 8, 
9, 1917. Headquarters Hotel Astor, for both as- 
sociations. Exhibition in Madison Square Garden 
auditorium. W. P. Lewis, Huntington, Pa., secre- 
tary-treasurer Pennsylvania and Atlantic Seaboard 
Hardware Association, and John B. Foley, Kirk 
Building, Syracuse, N. Y., secretary New York 
State Retail Hardware Association. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Springfield Auditorium, Springfield, 
Mass., Feb. 6, 7, 1917. George A. Fiel, secretary, 
Rice Building, Boston, Mass. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
VENTION, Springfield, Feb. 6, 7, 8, 9, 1917. 
D. Nish, secretary, Elgin, III. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ ASSOCIATION CONVENTION, Louisville, Feb. 13, 
14, 15, 1917. Headquarters, Tyler Hotel. J. M. 
Stone, secretary, Sturgis, Ky. 

IoWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 13, 14, 15, 
16, 1917. Exhibit in Des Moines Coliseum. A. R. 
Sale, secretary, Mason City, Iowa. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Detroit, Feb. 13, 14, 15, 16, 1917. Official 
headquarters, Hotel Statler. Exhibits will be held 
at a separate hall to be announced later. Arthur 
J. Scott, secretary, Marine City, Mich. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Fargo, Feb. 14, 15, 
16, 1917. C. N. Barnes, secretary, Grand Forks, 
N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 23, 1917. H. O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 

THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James B. 
Carson, secretary, Dayton, Ohio. 

CONNECTICUT HARDWARE ASSOCIATION CONVEN- 
TION, Bridgeport, Feb. 27, 28, 1917. Headquarters, 
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Hotel Stratfield. Henry S. Hitchcock, secretary, 
Woodbury, Conn. ; 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald, 
Arthur H. Chamberlain, secretary, Marbridge 
Building, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSocIaA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel, F. D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CoN- 
VENTION, in conjunction with the AMERICAN Harp- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 


That Metropolitan Dinner 


TICKETS have been going at such a lively rate 

for the annual dinner of the Metropolitan Hard- 
ware Dealers’ Association of New York City and 
vicinity, to be held in the grand ballroom of the 
Hotel Astor on Wednesday evening, Feb. 7, that 
it bids fair to be the biggest association dinner 
that hardware men have ever seen. There is a 
limit to the number of people that can be seated 
comfortably even in a room as large as the Astor 
ballroom, and, though the men in charge of the 
affair estimate, from the unprecedented demand 
that has been made for reservations, that 1200 
tickets can easily be sold, the number will be lim- 
ited to 1000. This will insure the placing of each 
person in a position where he can see and hear 
everything with comfort. 

Mathias Ludlow, chairman of the entertainment 
committee, has gone on record as personally guar- 
anteeing that the speakers who have been secured 
and the other entertainment features that will be 
held between courses and after the dinner will pre- 
vent the occurrence of a single dull moment. 

Last year, with only the Metropolitan district on 
which to draw, there was an attendance at the 
annual dinner of nearly 500. This year there will 
be a great many visiting hardware merchants, man- 
ufacturers and salesmen in town on account of the 
joint convention of the New York State Retail Hard- 
ware Association and the Pennsylvania and Atlan- 
tic Seaboard Hardware Association that will be 
held in Madison Square Garden Feb. 6—9. This 
number will be further increased by a body from 
the New England Retail Hardware Association. 
This condition and the fame that has spread from 
previous dinners has resulted in a flood of early 
reservations. 

Tickets for this banquet are $5 each, and can be 
secured from the chairman of the banquet com- 
mittee of the Metropolitan Hardware Dealers’ As- 
sociation, H. A. Cornell, 121 Court Street, Brooklyn, 
N. Y., or from any other member of the associa- 
tion. Unless reservations are made very promptly 
the chances are that a great many who would like 
to attend this biggest of all big hardware dinners 
will have to be satisfied with reading or listening 
to a report of it afterward. 








The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Justructor in Business Method at Boston University 


Twenty-fifth Section 


IDAY, December 17, 1915. Poor old Diary! 
| as afraid your writer is in a blue mood to- 
day. 

Betty is seriously ill. The doctor says she ought 
to go South until spring, and then take a sea voyage. 
I told him I didn’t know where the money was 
coming from to do it; but the mater reminded me 
that Aunt Hannah lived in Birmingham. The doc- 
tor said that would be better than up here for the 
time being, so the mater is writing to Aunt Hannah 
to-night to see if Betty can come and stay with her 
for a while. I shall probably shut up the house and 
live with the mater until Betty comes back. 

I haven’t been able to pay all the monthly bills 
yet. I bought those toys in New York on a ten-day 
cash basis, and I’m hard up. I went into the bank 
yesterday to try to borrow $500, but Blickens turned 
me down. He said: “You’re right in the busiest 
time of the year now. A few days should give you 
all the money you need. If you can’t carry yourself 
without the aid of the bank now, you never can.” 
Then, to cap the whole thing, I had a letter from 
Barrington saying he’d like me to pay that $1,250 
note secured by a mortgage on my farm. I’ve just 
come from his office, and he wants the thing closed 
up right away.’ It was a demand note, because 
when we fixed it up Barrington said he wanted it to 
run an indeterminate time. I expected he would 
carry it indefinitely, but there it is—he says he 
has a sudden call for the money and wants me 
to pay it off. : 

I have a very bad cold myself and a violent head- 
ache, and if I weren’t boss I’d take a good vacation. 
I was in the store to-day, but had to come home 
early, I felt so sick. Jones was out to-day, too— 
worse luck. His mother called up this morning, 
saying he had caught a bit of a cold, and she thought 
it would be much better for him to stay home till 
he was well. I almost wish I were a clerk for a 
little while, then perhaps I could stay at home and 
get a rest. I really feel very ill. My head is split- 
ting. 

I wonder if clerks realize how often the Boss has 
to work when he feels sick? Most bosses, I guess, 
have that feeling of responsibility for the business 
and the employees that I have that keeps them 
working when they’d be at home if they didn’t 
have that responsibility. I remember one of the 
fellows who worked for me at Barlow’s used to 
complain that Barlow got all the profit while we 
got all the work—and I agreed with him at the 
time, poor fool that I was. We never thought that 
Barlow had all his money invested in the business 
that was providing us with a certain living. We 
hever stopped to think that we were sure to get our 
money every week, whatever happened, but that 
Barlow had to take a chance on anything that was 
left. We never thought about the worry and re- 
sponsibility. 

I don’t want to forget the workers’ side of a 
business deal, but I never realized so much as I 
do now how unjust most employees are to their Boss. 
I know many bosses are unjust to their employees, 
and perhaps the Boss is principally to blame for it, 
but just take my case: Here is Jones threatened 
with a cold, so he is staying home when he could 
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be working just as well as not. He knows he’s 
going to get his money on Saturday, anyway. But 
[I am that sick I can hardly think logically, and I 
have to go down to the store and work. 

Stigler has put on a big sale of Christmas novel- 
ties. He bought a lot of indoor parlor games. I 
didn’t buy any of those; and he has a line of calen- 
dars and Christmas cards. I never thought of put- 
ting them in. The drug store has a big stock of 
them, though. Stigler is advertising extensively, 
and his five-and-ten-cent store is crowded every day. 

I guess, little Diary, that I’m a failure in busi- 
ness. I’ve been at it nearly a year, and here I am— 
hard up. I made a bungle when I came into it, 
and I’ve done nothing but blunder and bungle ever 
since. I wish I were dead. No, I don’t, though— 
for Betty’s sake. How well a man can lie at times! 
I’ve just been telling Betty how busy we are, and 
how good business is. Of course we are busy. She 
says she’s worried over my cold. I told her it was 
practically well now; and then I had to go out of 
the room, or I’d have shrieked with my nervous 
headache. 

Stigler is pretty busy at both the five-and-ten- 
cent store and at the hardware store opposite. He 
seems to be doing more business lately. Since we 
had the scrap in the Elite Restaurant he has been 
quite polite, but somehow I fear him more than I 
did. He seems to have a cold hatred of me, and 
is going out of his way to spoil any adventure in 
special sales that I make. 

Toys have gone very slowly so far. I wanted to 
get Fellows of the Flaxon Advertising Agency to 
write up some ads on toys for me, but he’s in the 
hospital, being operated on for appendicitis. I 
don’t know what to do. 

Here’s the mater come in with a glass of hot 
milk for me, and wants me to go to bed and have 
the doctor see me later in the evening after he 
has seen Betty. 

Sunday, December 19, 1915. Had a telegram to- 
day from Aunt Hannah saying she’d be delighted 
to have Betty visit her, and asking if Dawson 
couldn’t come as well. No, Aunt Hannah, Dawson 
can’t “come as well,” but the doctor says that Betty 
is well enough to travel, and the mater is going 
down with her to stay for a week or-so while I 
look after the house. 

I’m going to have all my meals at the Elite Res- 
taurant. I called up Hans Grimm, and he’s going 
to give me a special rate by the week until the 
mater comes back. 

I had a fearful day yesterday. Had to spend the 
whole day in the house. Larson came around at 
lunch time and said he’d written up an ad on toys 
and had put it in the papers. “We can’t afford any 
money for ads,” I said peevishly. 

“Done now, Boss, anyhow. Don’t you worry— 
we had quite a good day yesterday. Going to have 
another one to-day. You stay right in bed until 
you are well. We’ll look after things there.” 

Larson is a good sort. I saw his ad in to-day’s 
paper. It reads like this: 


SOMETHING THAT MOVES 


Every youngster likes a toy that moves. Get 
him one for Christmas! We have a large 
variety of moving and other Christmas toys. 





They are toys that will fascinate the young- 
ster. They are strongly built toys, too, that 
will last. 
Railroads, 50c. to $4. 
Constructor outfits, 25c. to $6. 
Bamboo, the wonderful tumbling clown, 50c. 


Automobiles, moving animals, juvenile tool 
outfits—hundreds of other things the children 
will like. 

Bring the youngsters in and let them enjoy 
the fun of our toy bazaar. 


Larson told me that he had cleared away two 
long tables, placed them together, covered them 
with cheap oil cloth, and filled them up with toys, 
arranged in such a way that they could all be 
worked and handled easily. “I have Jimmie keeping 
’em going all the time. He is working harder play- 
ing with them things than he ever did in his life,” 
he said, with a chuckle. I couldn’t help smiling 
at Larson’s cheeriness. He certainly has been dif- 
ferent since we had that dinner at home and we 
made Mrs. Larson realize that I was looking after 
his interests as well as my own. 

I think Larson did quite well on that ad, although 
there are some things in it I'd like to change. 

He said that a lot of toys had been sold because 
he had them working. I had intended to do some- 
thing of that kind myself, only I felt so sick the 
last two weeks. I remembered the big success we 
had with electrical appliances when we demon- 
strated them in actual use. 

Only six days to Christmas now! Still, if we have 
a good week we ought to clear those toys out yet. 

Larson told me Stigler’s five-and-ten store was 
packed just the same. He thought it was a good 
thing for us. “Lots of people go in there,” he said, 
“for 5 and 10 cent things, and as we are next door 
they come in to us for better things.” Perhaps 
there’s something in that, after all. 

The New England Hardware Company open their 
store on Macey Street Jan. 1. I know because I 
received the following letter from them, which evi- 
dently they sent to every house in town: 


Dear Sir: 

The New England Hardware Company open their 
Farmdale store Jan. 1, at 62 Macey Street. This 
store will be in charge of Mr. Roger Burns, who 
for many years was in charge of the kitchen goods 
department at the Bon Marche. 

We earnestly solicit your patronage at our new 
store—not because by so doing you will he)Jp Mr. 
Burns (who has an interest in the profits of the 
company), but because you will get the best in 
kitchen hardware at cut-rate prices. 

You will readily appreciate that an organization 
like ours can give you greater value than the usual 
hardware store, where the goods are bought in 
small lots by the proprietor or manager, who has 
many other duties to attend to. Our buyers are 
experts, who devote all their time to the study and 
search of markets; buying in tremendous quanti- 
ties (for twenty-seven stores), and paying spot 
cash. We are thus able to get the best of goods 
and sell them for less than usual prices. 

Mr. Burns hopes to meet all his friends on the 
opening day, Jan. 1. He has a surprise gift for 
every visitor to the store on that day. 

Respectfully yours, 
NEW ENGLAND HARDWARE COMPANY. 


That struck me as being a pretty good letter. It 
certainly was-a clever idea to get Burns as their 
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manager, because he was very popular in the town. 
When the Bon Marche failed, he came to me, but 
of course I couldn’t use him. Then he told me that 
the chain-store people had made him an offer, and 
he went to work in their Hartford store. At that 
time he didn’t say anything about the possibility 
of coming back to Farmdale as manager of a store 
for them here. I don’t think, as a matter of fact, 
that he had any idea they were going to open a 
new store. Burns is a bully good fellow, and I 
can say I hope he’ll be successful, although I hope 
the new store doesn’t hurt us much. 


Monday, December 20, 1915. I’m still home to- 
day, feeling somewhat better. I’m spending the 
day puttering around helping Betty and the mater 
get ready to leave for Birmingham. 

I had a telephone call to-day from Burns. He’s 
come into town to take charge of getting the new 
store ready. He and I are going to have Christmas 
dinner together. During the conversation he prom- 
ised to tell me how his firm went about opening 
the new store in Farmdale. If he tells me any- 
thing worth while, I’ll tell you all about it, little 
Diary. 

I think I’ve got a nature like a rubber ball. Two 
days ago I was in the depths of despair, but to- 
day, somehow, I seem to have got my grip on things 
again. Larson was here. He tells me Jones is 
at the store again to-day, and that business is 
good. 

I’ve been doing a little figuring. I don’t know 
whether we'll do our $30,000 this fiscal year or not. 
I notice that up to the end of November—that is, 
for six months, our business amounts to $13,872 
— $1,128 below our quota. I see the last two days 
we took in $345. I am going to pay off the last 
few of our monthly accounts. Barrington has told 
me he’ll wait till the first of the year, and I’ve got 
to tell him what I can do then. 

I wish I could increase the business a bit more, 
for my expenses are still high, and we are all of 
us feeling fagged through being under-staffed. We 
could do with another clerk well, but we just can’t 
afford it. However, while Betty is away I can work 
day and night if necessary, and then perhaps by 
the time she gets back we’ll have things in such 
shape that I can afford another one. Gosh, but I 
have been working hard! I never knew what work 
was till I bought this old store. 

Here’s a team coming to the door. It’s Hay- 
wood’s Express! I know if I keep old Haywood’s 
horse waiting long it will drop dead at my door- 
step. It’s a wonder how that old horse lives. There’s 
a joke about town that Haywood has to keep him 
thin because his wife is a dishwasher at the Elite 
Restaurant and he takes his horse around there 
every night so that his wife can use its ribs as a 
plate rack! 

(To be continued) 


GeorcE H. Court, who was formerly connected 
with Topping Brothers, heavy hardware merchants, 
122 Chambers Street, New York City, but for the 
past 10 years has been the export sales represent- 
ative of the American Iron & Steel Mfg. Company, 
has resigned from the latter connection to rejoin 
Topping Brothers in the capacity of sales manager, 
effective Jan. 1. 


A. R. GIFFIN has been appointed production and 
factory manager for the Kellogg Mfg. Company, 
manufacturer of air pumps and automobile acces- 
sories, Rochester, N. Y. He was formerly with the 
Timken interests at Detroit. 








Winter Sales of Ice Cream Freezers 


Ice Cream Is a Winter as Well as a Summer Dessert—The 
Doctors Vouch for It and the Public Falls for [i—There 
Is Money to Be Made in the Winter Freezer Sales 


By L. S. SOULE 


IME was when old King Winter promptly put 
his veto on ice cream sales as soon as the in- 
auguration ceremonies were over. The man 

who had tickled his palate for months with sherbet 
and ice cream, and who had worked up a chronic 
appetite for frozen dainties, suddenly found himself 
shunted onto a forced diet of plum pudding and 
mince pie. The fact that he was dyspeptic had 
no bearing on the change. If his patient stomach 
rebelled at the “hot mince” of his ancestors, he was 
pitied or censured according to the lights of his 
family circle. Ice cream was out of season, said 
the great unwritten law, and there were always 
plenty of self-appointed game wardens to see that 
man struck strictly to the trodden pastry paths. 
The hardware dealer considered himself a com- 
mittee of one to stop the source of supply, and as 
soon as the leaves in the park began to turn red, 
he hustled his freezers to the warehouse and 
rushed his meat choppers to the front. He abso- 
lutely refused to be a party to any movement tend- 
ing to lead his fellow men away from the old 
“Colonial Specialties,” even though he sacrificed 
a golden profit by so doing. What is profit to a 
man of strong convictions and lengthy traditions? 


The Caterer Was First to See the Light 


The caterer was the first to realize that appetite 
is not a matter of seasons and that the home can 
be kept at summer temperature even when the 
blizzards howl around the outside. Tradition had 
no hold on the vendor of ice cream, and convictions 
were to him merely the logical results of being 
caught “doctoring” his product. He could see no 
reason for spending half the year creating a desire 
for ice cream and the other six months in attempt- 
ing to switch that desire to beef tea and bouillon. 
His (narrow?) mind simply refused to overlook 
the profit side of his business. Possibly mince pie 
did not agree with him. More probably he decided 
that if Roosevelt and Taft could be made to shake 
hands for the benefit of politics, ice cream and 
winter could be forced to work in harmony for the 
sake of profit. He began pulling the wires and his 
little dream came true. 


The Family Doctor Backs the Caterer 


The dealer in ice cream freezers was shocked at 
the caterer’s heresy. He was doubly shocked when 
the staid old family doctor patted the heretic on the 
back and said, “Go to it, old man, I’m with you!” 
It had been confidently expected that “Doc” would 
stick to the brand of dessert that boosted his winter 
practice. However, it seems that the man of medi- 
cine really preferred to see his neighbors on the 
active list. He went on record about as follows: 
“Ice cream has a real food value and is more easily 
digested than most other forms of dessert. It is 
strengthening, has nourishing qualities, and re- 
quires but little energy to digest. It is readily as- 
similated by the human system. If pure, it can be 
eaten with perfect safety at any time, even when 
other foods would be dangerous.” 


Mothers fell for the medical opinion at once and 
the children immediately lined up for ice cream as 
a holiday dessert. Then the younger set got wise to 
events and demanded frozen desserts for parties, 
dances, etc. Finally the whole family united on the 
proposition and ice cream came into its own as an 
all-year-round palate tickler. Hardware dealers are 
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The patient stomach rebelled at the “hot mince” of his 
ancestors 


beginning to heed the call. You see, there are some 
really logical reasons for a change of opinion. 
Legitimate profit is one of them. 


A Basis for Winter Sales of Freezers 


A meal at any fashionable hotel to-day would not 
be complete without some sort of frozen dessert, 
winter or summer. Why shouldn’t the home diner 
have the same privilege as the one who dines out? 
When a man is cozy and warm in his little home 
there is nothing like a well-rounded dish of ice 
cream or sherbet to add zest to his evening meal 
and put him at peace with the world in general. 
There is no longer any question of his ability to get 
the frozen dainties he desires. The corner drug 
store, the confectioner and the caterer are ready 
with the goods to meet the demand. However, many 
of the places where ice cream is manufactured for 
commercial purposes are not as sanitary as could 
be desired. There is always a suspicion that some 
dirt may have gotten by the censor. This very 
suspicion is one of the big reasons why the dealer 
can sell ice cream freezers in the winter months. 
In fact, the freezer is just as important a factor in 
the home as the pie tin, the egg beater, or any other 
kitchen utensil. That is a point that the dealer 
should drive home in his advertising and sales talks. 
It is the foundation of winter freezer sales. 


Making a Real Bid for the Freezer Business 


Do your customers know that dangerous coal-tar 
dyes and other adulterations are sometimes used in 
commercial ice cream to improve the appearance? 
Do they know that imitation fruit extracts are used 
to mask disagreeable flavors and odors? Have you 
told them that they safeguard their health by own- 
ing an ice cream freezer? Are they informed as to 
the ease of getting out frozen desserts in the home? 
Do they realize that home-made desserts are more 
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economical than those purchased from the caterers? 
If not, you have been asleep at your post. Get out a 
pamphlet embodying a number of tested recipes 
for frozen desserts and mail a copy to every family 
on your mailing list. Let the folder carry an ad- 
vertisement for your line of freezers, with the 
prices. Give it a title such as “Winter Desserts and 
Dainties,” or “Frozen Delights.” After every recipe 
give an estimate of the cost to make a quart or 
half-gallon, aiso the prices charged by the caterer. 
A prelude to the recipes should call attention to 
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“The children immediately lined up” 


winter as the social season of the year, and to the 
appropriateness of frozen desserts. It should also 
contain a warning against commercial ice cream and 
should urge the use of a freezer in the home. 

Have the window trimmer put in a good trim 
of freezers and accessories at different times dur- 
ing the cold months. The novelty of such displays 
will insure some good advertising and will also 
result in sales. A show-card in the window should 
read something like this, 


ICE CREAM 
is a 
WINTER 
as well as a summer 
DESSERT 


Make your own and have it always pure 


It might also be a good plan to work up a special 
“Freezer Day,” at which time you could have dem- 
onstrations of the various types of freezers in your 
stock. A good-looking young lady could be em- 
ployed to serve small portions of ice cream or 
sherbet to all who visited the store on that day, 
and the salesmen could be ready to follow with a 
good selling argument. Many freezer orders have 
been taken by this method at other seasons of the 
year and the novelty of a winter “Freezer Day” 
should attract a large number of people to the 
store. A taste of some nicely frozen dainty in 
January may also drive away some cold weather 
delusions and pave the way for freezer sales. 

The ice cream freezer offers many good mer- 
chandising possibilities to the dealer who in the 
past has found the winter his dull season. The 
person who does not like ice cream is a rarity, so 
scarce as to be almost a freak. Get this fact lodged 
in your head also: The general public is going to 
eat ice cream regardless of time, place or season. 
If you doubt it, let me take you to some busy ten- 
cent store in any large city where you can watch 
the crowd munching their ice cream sandwiches 
any day, winter or summer. This almost universal 
demand for frozen dainties means profits for some- 
body. Is it the caterer or the hardware dealer? 
The answer is up to you. 
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Manufacturers’ Mailing Lists 
Need Revision 


ALBUQUERQUE, N. M. 
To the Editor: 

We desire to call the <ttention of the manufac- 
turers of the country to the necessity of revising 
their present mailing lists. The high cost of paper 
and the necessity for the saving of it, besides the 
additional expense for postage, it seems to us, makes 
this a necessity. 

Our particular attention is directed to this at 
this time on account of the mail that we receive in 
this city from concerns that have been out of busi- 
ness for many years. We recently kept tab for one 
week at the instance of Bradstreet’s representative 
on the amount of mail that we received at this office 
in one week’s time, which amounted to over $1 for 
postage, not taking into consideration the cost of 
mailing this material and printing it. 

The Whitney Hardware Company as it is at pres- 
ent constituted is successor to the Whitney Com- 
pany, the McIntosh Hardware Company, E. J. Post 
& Co., Albuquerque Hardware Company and The 
Wagner Hardware Company. All of the above 
names still appear on many of the prominent man- 
ufacturers’ lists, and we constantly receive a com- 
plete set of quotations, etc., addressed to these com- 
panies, and the purpose of this letter is to have you 
call this to their attention in some manner if pos- 
sible. We feel quite sure that this, if followed up 
all over the country, would result in quite a saving 
in both paper and postage. 

We recently wrote you requesting information as 
to when our subscription to HARDWARE AGE ex- 
pired, as we were under the impression that it 
expired Jan. 1, and we desired to renew this, as we 
do not like to miss a copy of your valued paper. 


Yours very truly, 
WHITNEY HARDWARE COMPANY. 
R. F. MEAD, Manager. 


Advances in Metals Since 


July, 1914 


N response to an inquiry on the subject of in- 
creases in metals since 1914, the following table 
of advances which are both instructive and inter- 
esting, has been prepared by one who is conversant 
with past market conditions in copper, brass and 
other allied metals used commonly in manufactures. 
This schedule was made to cover a few leading 
items carried by hardware men generally, and 
graphically indicates the abnormal increases in a 
few important basic materials as here reproduced: 
Brass 
Cop- and 
Cop- 

Cop- Cop- Sold. 


T 
Brass _per r  Cop- Brass Sheet Wire 
Chain Tacks Nails pers Rods Brass (loth 


Tr 
Rivets Brass 
and Eset. 
Burs Pins 

Advancedfrom 

July, 1914, to P 

o 58% 53% 50% 25% 98% 9% 28% 


Dee., 1916. . 50% 

Total advance 
from July, 
1914, to Dec., 
1916. 


59% 67% 69% 47% 


125% 178% 181% 142% 150% 105% 183% 


A Sure Result 


“If a farmer sold 1479 bushels of wheat for $1.17 a 
bushel, what would he get?” 
“An automobile.”—Exchange. 








Publicity for the Retailer 


Getting People Acquainted with Aluminum Ware Through 
Special Price Offers—Featuring a Range Week in Ef- 
fective Fashion—Other Publicity That Is Paying 


By BURT J. PARIS 


It Will Stimulate Aluminum Ware Sales 


No. 1 (2 cols. x 9 in.) The Newman Hardware 
& Supply Company, Sedalia, Mo., sent us this ad. 
It will certainly help greatly in spreading the pop- 
ularity of aluminum ware. Many housewives will 
get this kettle and thereby have their first experi- 
ence with the delight of using aluminum ware and 
it follows naturally that they will desire other 
pieces of the ware from time to time. The bargain 
flavor of the ad is a great inducement to quick 
action and the offer is made strictly bona fide by 
the time limit and the coupon which must be 
clipped. Incidentally, an ad of this type is a good 
way to get a line on the pulling power of the dif- 
ferent newspapers you are using, although the re- 
sults are not to be taken as an infallible comparison 
of papers. When this ad is used again on some 
other piece of ware, we suggest that a small block 
of text be displayed outlining briefly the advant- 
ages of aluminum ware with especial stress on its 
sanitary qualities. This is perhaps the strongest 
aluminum ware selling point and it should always be 
featured. The Newman Company needs a new elec- 
tro of its firm signature cut; this one seems to 
be badly worn. 


Interesting Talk on Stoves 


No. 2 (2 cols. x 834 in.) This ad was sent us by 
W. J. Pettee & Co., Oklahoma City, Okla. Leading 
off with a brief resume of what Pettee has to offer 
in stoves, the ad features three interesting types of 
gas heaters and the old-fashioned andirons for wood 
burning. The gas log panel is particularly inter- 
esting. There are many prospects for gas logs and 
all that is needed to change them into customers is 
a little publicity of this sort. To make the ad itself 
more representative of the stove department, it 
would have been well to have used one of the gas 
heater panels for featuring a coal heater. The ad 
18 very neatly laid out, the illustrations being es- 
pecially clear and bright. Note the Pettee directory 
at top of the ad and two items from the store 
policy at the close of the ad. Delivery paid on 
mail orders is a mighty good argument against cata- 
log house buying. Note the store slogan, “The 
Most Interesting Store in Oklahoma.” 
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LIMITED 
Special ofer expireg on date ni 


Get this $1.95 ae A 


“Wear-Ever’ 


ALUMINUM FIVE-QUART KETILE 
For Pot-Roasting, Preserving, Stewing, Etc. 


“Usefal Every Day” 
Please note 
new adjust. 7) 
able bail. 





For ONLY 


and the coupon if presented. 
on or beforé December Ist 


‘NN = Replace utensils that wear out 


iB with utensils that “Wear-Ever” 
‘WRAQE Mamie 


$1.37: 


'WEAREVER 


Clip the Coupon! 
Get Your 
KettleTomorrow 


This Coupon and $1.37 ac- 
cepted as’ payment. for one 
5 quart Wearevar Windsor 
Kettle if presented before 
Nec Ist, 1916. 





We have a” complete = 
stock of Wear-Bver . 
Aluminum Ware at 

lowest prices. 


WMAN H. & &. CO. 





No. 1—Effective method of introducing aluminum 
ware 
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| GIFT SHOP, FIRST FLOOR 


AB Box | | Cabeza? 


TOY SHOP 
THE MOST INTERESTING STORE IN OKLAHOMA 


Stoves! Stoves! Stoves! 
Great-Quantities of Them 


The most complete stove department, by all odds, that is shown in 


Oklahoma. 
Every need has been prepared for here—Gas: Heaters, Coal Heaters, 
Wood He Heaters, Gas Logs, Gas Grates, Coal Oil Stoves and Electric, 


ce Delivery. Stove Department, Second Floor 


Utility ae 


Heaters { 


With open front, 
copper reflector 
back, from $2.50 
up. Asbestos back 
with closed front, 








CHINA SHOP 
SECOND FLOOR 



































Very efficient and economical. 
Three attractive styles in differ- 
ent sizes. Prices— 

RUBY GARLAND 
$11—$13—$15 
GEM GARLAND 


$12—816—419 
DIAMOND GARLAND 
$26—$30 


Symyh 


ANDIRONS 


A great assortment of these ~ 

many sizes and kinds — andirows 

| in wrought iron or plain black, 

antique finish and solid brass.— 
Second Floor. 








GAS LOGS 


For the Open Fire 
Place 
—Just like the old fire-log 
—only minus the dirt and 
ashes. Makes the room 
warm and cheerful. All 
a i sizes in stock 


"Second Floor. 
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R. R. FARES 
REFUNDED 


PHONE 
PBX-94 


| w. J. PETTEE & co 
OKLAHOMA CITY, OKLA. 











No. 2—The possibilities of gas for heating definitely 
illustrated 


Announcing An Interesting Stove Week 


No. 8 (4 cols. x 17% in.). This ad was sent us 
by the A. S. Bloedel Company, Tabor, Iowa, and 
every dealer thinking of giving special prominence 
to his range line should read it carefully, through 
and through. The opening paragraphs feature a free 
set of aluminum ware. It is pointed out that this is 
heavy ware and not the thin pieces which are some- 
times offered in conjunction with a range sale. But 
this free offer is not the strong part of the ad. 
The ad makes a convincing selling appeal because 
it really shows the definite superiority of the range. 
Run your eye down the side columns with their 
attractive illustrations and you will see that the 
range’s constructior.al points are thoroughly gone 
over. The main panel illustrates the method of 
building the range and convinces one of the superi- 
ority of copper for use as a range building material. 
The argument on asbestos sweating is one that will 
appeal to the reader a thousand times more forcibly 
than general statements and large claims unsup- 
ported by argument and reason-why text. The fine 
points of the range are made clear in the side col- 
umns. For instance, the illustration of the ash 
pan with the carrying bail is one that will make a 
decided appcal to both the housewife and the man 
of the house who has had to carry an ash pan under 
his arm when dressed for the street. And then the 





COPPER-CLAD WEEK| 
NEXT WEEK ALL WEEK 
FREE 


Aluminum Ware! | 


Each buyer of a Copper-Clad Range 
next week will receive free of any cost a set 
of heavy aluminum ware—with the compli 
ments of the manufacturers. 








Come and see the Copper-Clad Range 
and see this ware. Notice that it is not a lot 
of thin, light pieces of no particular service, 
but that every piece is usable and is the pure 
aluminum that lasts years longer than the 
usual kind. 

If you can use a Copper-Clad Range in 
the next year—come next week and secure 
this free ware at the manufacturers’ expense. 
Money saved is money made. 





A solid chony her) ly 
framed in si niek, 


THE FOUR WALLED COPPER-LINED 
RANGE 


NO OTHER RANGE IS CLAD WITH REAL COPPER 
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The Copper Cla | beck 
si 


Count the Walls—1, 2, 3, ¢ 
One of Pure Copper. 

First is the outer wall of Alleghany iron, second the 
pure copper wall, third the thick asbestos wall, fourth 
the warpless gray iron wall that clamps the asbestos to 

splace and never burns out 
‘Why Not One Thick Wall ? 

Beeause such walls waste too much beat by radia- 
tion. Asbestos dées not radiate and waste the beat, but 
it does ‘*sweat"’ an it cools off. 


te the lever 
end shift from the heat 


For long years no one understood why malleable 
ranges rusted oat from the inside. No one thought of 
asbestos swealing—bdut it does, and to separate the outer 
wall (body of Range) from the sweaty asbestos was 
bocessary 

Separate with something that will never rust [+ 
“Copper is the thing,"’ said the originator of the Copper. 
Clad Range. So betwoen the asbestos and outer wall he 
put » sbect of pure copper—and aot one Copper Clad 
Range bas ever rusted out. 

This Copper wall saves the price of » new range 
every 10 years, and while it costs much more to make, it 
is well worth the mobty The CopperClad Range is 
conesded the best range mace anywhere at any price 


A.SBloedelCo 


TABOR, IOWA 


The carrying bal wo a 
part of the ash pan—nev. 
er loses—-it sets so that 
the pon hangs with open 
end tilted up—no spilling 

you earry 





Here is a close-np new 
of the Copper Clad lnvis 
thle Hinges. Are pot seen 
when doors are 
No dirt catehing devises 
Strongest binge known. 
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No. 3—This kind of publicity makes stove sales 


double-walled door which prevents spilling of 
ashes is another strong point. Likewise the sani- 
tary construction of the range doors and the ease 
with which a fire is made. It is this kind of talk 
that interests people in a stove and gets them in- 
side the store. Typographically the ad is a fine 
piece of work, easily read and attractive at first 
glance. The Bloedel Company is to be congratulated 
in running this ad. 


Help of Hardware Age an 


Incentive to Work Harder 
NoRTH ADAMS, MASS. 
To the Editor: 


Kindly accept my sincere thanks for your recent 
nice article in Publicity for the Retailer in HARD- 
WARE AGE. It makes the writer feel more like work- 
ing harder toward the top of the ladder of success 
to know the HARDWARE AGE staff is always willing 
to help the ambitious along. 

Please accept my sincere wishes for a happy and 
prosperous year. Yours, 

P. J. CUMMINGS, 


Carlisle Hardware Company. 








Trade Conditions and [ron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, Jan. 18, 1917. 

ANUFACTURERS find no dearth of orders, and 

price advances still continue in numerous lines. 
Deliveries are hampered by lack of material and 
scarcity and an increasing inefficiency of labor, which 
is made worse by clogged transportation facilities on 
land and sea, 

One company, with several factories and a business 
nearly a century old, is accepting orders for some of its 
goods to be delivered between Feb. 1 and April 1, or 
generally an average of about six weeks. At intervals 
the president of the company discusses the volume of 
production with department heads, drawing attention 
to the considerable falling off in percentages of output, 
to which superintendents and foremen reply that many 
of their trained employees have long since accepted po- 
sitions with makers of munitions and other war mate- 
rial, usually at greatly increased wages. Naturally 
these places have been taken by new men unaccustomed 
to the work, and this slows down the rate of production. 

Then, the mere hardling and shipping of goods after 
manufacture has its difficulties. For instance, with a 
Slovak marking goods for, say, export, there are fre- 
quent lapses in transcribing arbitrary shipping marks, 
where the omission of numbers, letters or characters, 
for transportation abroad, causes endless confusion. 
These and endless other complications are affecting 
output. Another development in these times is that of 
the re-education of the veteran buyer, whose practice 
in years past was first to get quotations, then sit tight 
and wait for the seller to become hungrier for orders. 
Then, there is the buyer who demands that he be noti- 
fied in this feverish and erratic market of changes in 
price and seems to expect the same prices as given on 
preceding orders, unless otherwise notified, placed per- 
haps one to three months before, although the harassed 
manufacturer often doesn’t find time to keep his own 
records straight. Many such buyers are gradually 
learning to listen to the advice of traveling salesmen 
who not only do not desire to overload him but usually 
cannot because of a pronounced shortage of merchan- 
dise. The clever buyer is learning to anticipate his 
requirements in many necessary lines by at least two 
months, thereby saving loss and avoiding much trouble. 

The leading establishment making a universally used 
household article marketed all over the world is having 
a large trade, notwithstanding that its foreign business 
is almost at a standstill, yet the year is opening for the 
firm in excellent shape. This is despite the fact that its 
goods and other merchandise cannot be shipped to the 
Central Empires because of the blockade, nor to the 
United Kingdom and elsewhere because of govern- 
mental embargoes last May forbidding entree to certain 
articles that in emergencies can be dispensed with. 
Some of these include carpet sweepers, clothes wring- 
ers, sewing machines, etc. 

In France the importations from the U. S. A. of one 
of these items have fallen off 70 per cent; but tools, 
agricultural implements and various kinds of machin- 
ery, together with other staples, are being taken in 
good volume. 

German merchants, we are informed, are beginning 
to anticipate their wants for after the close of the war, 
and for the past two months advices from Berlin and 
other markets have arrived asking manufacturers to 
be prepared to ship promptly goods ordered on the first 
steamers sailing after hostilities cease. 

A salesman lately returned from New England tells 
us that Boston jobbers say that their salesmen are get- 
ting better orders now and for a while back than they 
received during the corresponding period a year ago. 


Wire Naits.—There is not much active business yet 
in store trade on nails, either wire or cut, but jobbers 
are not tempted to shade prices because they have only 
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scant supplies of goods. Quotations have been asked 
on many orders for domestic and foreign consumption. 
Some of the quotations for overseas business result in 
orders, and in other instances buyers have deferred 
placing them because quotations must first be submitted 
by cable to their clients abroad. 


Wire nails, in store, and carted by the jobber, 


$3.65 base per keg. 


are $3.60, 


Cut Naits.—There is a fair market in cut nails, but 
more orders could be booked at concessions, which job- 
bers will not make. Store business is about the same 
as it usually is from the middle of December to the end 
of January. 

Cut nails, in store, are $3.60, and delivered in carting limits 
by the jobber, $3.65 base per keg. 

LINSEED O1L.—There has been a reasonably good 
trade passing between sellers and manufacturing con- 
sumers who buy large quantities for use in their prod- 
ucts. The jobbing and retail trade continues very dull. 
Price indications are upward, as the cost of flaxseed 
is becoming stronger and the value of linseed oil cake, 
which is a considerable factor in determining the cost 
of linseed oil, is declining; this automatically forces up- 
ward the price of linseed oil. There is an excellent 
market for oil cake abroad and at very profitable prices, 
but the obstacle is ocean freight space, not to mention 
high freight rates, but the main difficulty is the lack of 
deep sea tonnage available to carry the cakes. 


Linseed oil, raw, city brands. is unchanged at 95c. for 5 
bbl. and 96c. per gal. in less than 5 bbl. lots. 
State and Western oil, raw, in carloads is 93c. and in 


smaller quantities, 94c. per gal. 


Ropre.—Manila rope prices were advanced 1c. base 
per lb. Jan. 13, on first, second and third grades; no 
recent change as yet has been made in sisal rope. 
Manila bolt rope has been advanced 6c. base per lb. and 
yacht and lariat rope has also moved up considerably. 
This is because of the scarcity of high-grade Manila 
hemp, which is said to be practically unobtainable. Oc- 
casionally there is an offer of, say, 50 bales, which is 
almost negligible. We are also told that none of the 
extra high-grade Manila hemp stock can be had at any 
price. 

The sisal situation is very precarious with no price 
on the raw material at present, but which may be 
higher when it comes out for the February allotment. 
A principal cause for the high price of Manila hemp is 
the scarcity of ocean tonnage from the Philippines, 
which in turn reacts on sisal as a reason for increasing 


the price. 

Manila rope, first grade, is now 23c., second grade 22c. and 
third grade 20c. base per lb. 

Manila bolt rope ranges from 31 to 35c. 
yacht and lariat rope is 45c. base. 

Sisal rope, first grade, is 17c., and second grade 16%c. base 
per Ib. 


base per Ib. and 


Winpvow GLass.—Business is progressing satisfac- 
torily, considering the usual dull post-holiday period, 
with jobbers and others executing orders received ‘last. 
year when sufficient goods were not available for ship- 
ment, so that the trade has been kept quite busy on 1916 
orders. Buyers are not grumbling about prices, but 
frequently a customer will say or write, in transmitting 
an order, that he figured on the job several months ago, 
just as architects make plans which are often delayed 
in putting through. 

Window glass prices are unchanged as follows: 


AA picture glass, single thick, is 75 per cent, and AA, 
double thick, 78 per cent discount. 

A, single thick, first three brackets. is 86 per cent, and B, 
single thick, first three brackets, 88 per cent discount. 

All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets, A grade, 
double thick, is 86 per cent, and all larger than first three 
brackets, B quality, double thick, is 87% per cent discount 
from jobbers’ lists. 
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NAVAL Stores.—Buyers for domestic consumption are 
waiting and demand from manufacturers is not as good 
as was looked for. The fading of peace prospects is 
also an unfavorable factor, as the opening of European 
markets would make a much larger opportunity for the 
sale of rosins and turpentine. Receipts at Southern 
points are smaller, but this is offset apparently by the 
prevailing high prices. 

Turpentine, in yard, is quoted at 56 to 564%4c. per gal. 

Rosins are practically unchanged but on actual orders some 
concessions can probably be obtained. Common to good 
strained, in yard, on the basis of 280 Ib. per bbl. is $6.65 and 
D grade $6.70 per bbl. 

CopPER.—Some of the manufacturers of copper say 
as far as new demand is concerned, they are marking 
time, but have orders booked sufficient to keep them busy 
for several months yet, which is doubtless quite gener- 
ally true. Producers of raw copper are sold up for the 
first half of 1917, and there is likely to be a big demand 
for copper materials regardless of what happens in 
Europe. Ordinarily when there is new installation of 
copper in various forms the old material is remelted and 
again used, but so much of it has been exploded into 
infinitesimal fragments during the long war that it 
cannot be retrieved as it is practically out of existence. 

Copper sheets are 42c. base at mill and 44c. base per Ib 
for out of store deliveries. 

Bare copper wire, for electrical purposes, 
shipments, is nominally 36%c. base per Ilb., 
lots this probably can be shaded. 

ATHOL MACHINE COoMPANY.—The Athol Machine 
Company, Athol, Mass., has revised some of its dis- 
counts as follows: Iron grindstone frames to 10 per 
cent, bench grinders 25 per cent, domestic presses 10 
per cent, hand vises 20 per cent, wood workers’ vises, 
Simpson and Standard patterns, 25 per cent, and com- 
bination pipe vises to 50 per cent discount. On parallel 
vises the prices are now as follows: Simpson and Stand- 
ard 25 per cent, Starrett improved 15 per cent, and 600 
Line, stationary jaw, 25 per cent, and 600 Line, swivel 
jaw, net list. Rapid Transit wrenches are now 15 per 
cent discount from list. 

PAINT AND VARNISH.—The Montauk Paint Mfg. Com- 
pany, 170-172 Second Avenue, Brooklyn, N. Y., is now 
quoting a flat price uf $10.80 per gross, each, on Di-mel- 
ine aluminum, enamel, gold and prepared paints and 
Di-mel-ine stove pipe and screen enamels; also on 
Di-mel-ine furniture varnish and varnish stain. 

Birp Caces.—O. Lindemann & Co., 35-37 Wooster 
Street, New York, have revised their prices on bird 
cages and kindred goods as follows: Japanned canary 
cages to 15 per cent, brass canary cages 35 per cent, 
and parrot cages, aviaries and cage stands to 35 per 
cent discount. 

HycGia CaAns.—The Hygeia Can Company, Inc., Duane 
and Elm Streets, New York, has advanced the price of 
its Hygia cans to $30 per dozen, owing to the exhaus- 
tion of its supplies of lower priced raw material. This 
is effective from Jan. 15, and the price is not guaran- 
teed against further advance. 

BLIND HINGES.—The Parker Wire Goods Company, 
Worcester, Mass., has advanced its price on blind hinges 
from 20 per cent discount from list to list plus 25 per 
cent. 

STANLEY Works.—The Stanley Works, New Britain, 
Conn., have made several advances as follows: Stan- 
ley’s pressed-steel brackets to 50 and 12% per cent, and 
Stanley’s folding brackets, 35 and 5 and 5 per cent dis- 
count; corrugated fasteners, saw edge, are now 60 and 
10 per cent, and plain edge, 70 and 10 and 5 per cent 
discount. 

Boring Tooits.—The Lebanon Machine Company, 
Lebanon, N. H., is quoting as follows: Machine bits, 
reinforced, combination point and screw point, each, 
50 per cent discount. 


carloads, mill 
but for round 
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GRIFFIN MrG. Company.—The Griffin Mfg. Company, 
Erie, Pa., is quoting as follows: Fleur de Lis surface 
hinges, per dozen pairs, $1.45 to $1.75; Griffin's pressed- 
steel brackets, 50 and 10, and Griffin’s folding brackets, 
40 per cent discount. Griffin’s security hasps are 50 
and 5 per cent off, and barn-door track XXX, per 100 
ft., 1 x 3/16 in., $6, and 1% x 3/16 in., $7. 

BUILDING PaPeR.—The Berlin Mills Company, Port- 
land, Me., is quoting on Bermico building paper, car- 
loads, per ton, $60, and less than carloads, f.o.b. mill, 
per ton, $75. 


AUGERS AND Bits.—The Snell Mfg. Company, Fisk- 
dale, Mass., has advanced some of its prices as follows: 
Augers and bits, Bates brand, to 70 per cent; extra, 60 
per cent; Jennings’ pattern, blued, 60 per cent, and ship 
augers and solid center augers, each, 33 1/3 and 5 per 
cent. 

MEASURING TAPES.—Wiebusch & Hilger, 106 Lafay- 
ette Street, New York City, have advanced Chester- 
man’s steel tapes, No, 1038L, etc., to 30 and 5 per cent 
discount. 

Jos T. PuGH.—Job T. Pugh, Philadelphia, Pa., is now 
quoting Pugh’s auger bits at 20 per cent discount. 

AUTOMOBILE CLEANER.—The Wonder-Mist Company, 
1789 Broadway, New York City, is quoting its Wonder- 
Mist automobile cleaner at 331/3 per cent discount to 
dealers in case lots. This commodity is put up in 1-gal., 
%-gal. and 1-qt. with sprayer and without sprayer in 
1-pt. and %4-pt. cans. 

PAINTS.—The Moller & Schumann Company, Marcy 
and Flushing Avenues, Brooklyn, N. Y., has made its 
Hilo Molmanite white enamel per gal. $6, and Hilo 
Compo coating (flat wall enamel) per gal. $4. 

Horse Rasps.—The Heller Bros. Company, Newark, 
N. J., is quoting horse rasps at 70 to 70 and 10 per cent 
discount. 

ANKYRA BoLts.—The Ankyra Mfg. Company, 149 
West Berkley Street, Wayne Junction, Philadelphia, 
Pa., is quoting Ankyra anchor bolts at 35 per cent dis- 
count. 

PuncHEs.—Charles Morrill, 100 Lafayette Street, 
New York City, quotes Morrill’s No. 1 punches at 20 
and 10 per cent and Hercules punches, 1 die, 20 and 10 
per cent discount. 

TIPS AND BuMPERS.—The Elastic Tip Company, Bos- 
ton, Mass., is quoting tips and bumpers, box complete, 
each, at $11. 

CHARLES PARKER COMPANY.—The Charles Parker 
Company, Meriden, Conn., quotes blind and shutter 
hinges at 50 per cent discount; coffee and corn mills, 
box and side, net prices; parallel vises, Victor, net list; 
regular vises at 10 per cent discount; Eclipse, 25 per 
cent; Trojan, 40 per cent and oval slide vises, net prices. 
Pipe vises, Parker’s 87 series, are 50 per cent and 
Parker’s No. 7 series or Trojan, 60 per cent discount 
from list. 

TOGGLE AND EXPANSION BoLTs.—The Parker Supply 
Company, 785 East 135th Street, New York City, is 
quoting toggle bolts at 65 per cent and expansion bolts 
at 75 per cent discount. 

Spring Hinces.—Bommer Bros., 270 Willoughby 
Avenue, Brooklyn, N. Y., has made some advances in 
their lines of spring hinges as follows: Lavatory hinges 
10 and 7% per cent; engine house hinges and latches 
25 per cent; non-holdback screen door hinges, No. 2000, 
35 and 5 per cent; non-holdback screen door hinges, No. 
900, 10 and 7% per cent and holdback screen door 
hinges, No. 999, 10 and 7% per cent discount. 

ScaLes.—The Jacobs Bros. Company, Inc., 78 War- 
ren Street, New York City, is quoting as follows: Port- 
able platform and Union scales at 30 to 40 per cent 
discount. 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Jan. 17, 1917. 
HERE is no doubt but that conditions in the steel 
market are quieter, and there is already some mis- 
giving in certain quarters as to whether the present 


high prices that have ruled for months on pig iron, 
semi-finished steel in the forms of billets, sheet bars 
and ingots, will hold. In finished steel there is not 80 
much doubt on this point, due largely to the fact that 
on nearly all kinds of finished iron and steel, the mills 
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are filled up for practically first half of this year, and 
in the case of the Carnegie Steel Company and several 
other large steel concerns, for almost the entire year. 

‘ Another strong factor present in the steel market is 
that exports of pig iron, steel billets, munitions and 
other forms of steel are likely to fall off very materially 
in the near future, due to the scarcity of bottoms, but 
more to the inability of shippers to get cars from the 
railroads for moving export products. This condition 
is likely to intensify, and is certain to throw more ma- 
terial, destined for export, to domestic consumers. Al- 
ready in the wire and wire nail trades several large 
makers that have had heavy contracts for barb wire 
and wire nails have pretty well cleaned these up, and 
are now in position to take more business from domestic 
consumers than for a long time. 

While exports of steel have fallen off slightly, the 
export demand for pig iron, steel cars and steel rails 
is very heavy. An inquiry is in this country for 4000 
ears for Italy and 2100 for Spain. France has just 
placed in the United States a contract for 3000 20-ton 
cars, and has inquiries out for a much larger number. 
The fact that Canadian steel works are filled up with 
orders for munitions for the Allies is forcing Canada 
to come to the United States for her supply of rails. 
The Grand Trunk Railroad is in the market for 50,000 
tons, part for delivery for the road in this country and 
part in Canada. Other foreign contracts for rails 
placed include 9000 tons for Peru and 5000 tons for 
Chile. There is some falling off in demand for pig iron 
and semi-finished steel, but prices continue to rule very 
firm, and as yet show no signs of going back. 

In the general hardware trade there is seasonable 
dullness on some lines, due to the cold weather, heavy 
snows in this district in the last week or more, and the 
almost impassable condition of some of the country 
roads. On the other hand, the volume of business in 
seasonal goods is quite heavy, jobbers placing large 
orders with manufacturers and retailers stocking up as 
much as possible to be in position to meet spring trade. 
There is talk of advances on nearly all lines of hard- 
ware goods during this month, and there is a shortage 
in supply among manufacturers who are not able to get 
goods fast enough to supply their retail trade. 

AMMUNITION.—Local hardware stores have received 
the new lists on ammunition sent out recently by several 
large manufacturers, in which metallic cartridges and 
shells have a standard discount. Prices were not ad- 
vanced, but ammunition makers are very slow in filling 
orders, and say they are held up in receipts of raw 
material, which is cutting down their output very ma- 
terially. 

FuRNACES.—Manufacturers of hot-air and steam- 
heating furnaces report having had a very satisfac- 
tory volume of business this fall, a very large number 
of furnaces having been installed to use coal, on account 
of the high prices and scarcity of natural gas. The re- 
tail price of natural gas in the Pittsburgh district for 
domestic use is 30c. per 1000 cu. ft. Prices of coal 
have been very high, but it is claimed that a well-built 
and well-installed coal furnace will give fully as much 
heat, and at a lower cost than is secured from natural 
gas. Several makers of furnaces have had a good deal 
of trouble lately in getting deliveries of galvanized 
sheets used in making the drums for heating furnaces. 
The average advance in prices this past season in the 
well-known makes of heating furnaces over last year 
has ranged from 15 to 20 per cent for the furnace alone, 
while installation costs have gone up probably 25 per 
cent. 

WrouGut Pipe.—The new demand is abnormally heavy 
and several of the larger pipe mills report they have 
their entire output on lap weld sizes of both iron and steel 
Pipe well sold up over all of this year. On butt-weld 
Sizes, running up to 3-in., deliveries are made in from 
30 to 60 days from date of order. The Sinclair Oil & 
’ Refining Company, a very large oil interest operating 
in Texas and Oklahoma, has placed an order with a 
local pipe mill for 500 miles of 8-in. pipe, deliveries on 
which are to start next April and run over two or three 
months. The Sinclair Oil & Refining Company is 
going to parallel several of its present oil lines running 
from the Oklahoma and Texas fields to the Gulf, and 
has placed a contract for the laying of this line with 
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the Flinn Construction Company of this city, of which 
George H. Flinn is president. To show the scarcity in 
the supply of large sizes of line pipe, we can state that 
a mid-continent large oil concern has been trying to 
place for some time 100 miles of 12-in. pipe. The con- 
cern offered this order to one mill and agreed to pay a 
premium of $7 a ton over the list price for 12-in. pipe 
if assured deliveries in 90 days, but the mill turned the 
order down, claiming it was filled up so far ahead it 
could not possibly fill it. It is said the order was then 
offered to another mill with a premium of $10 or $11 
attached to it, but it was also turned down, and the 
line has not yet been bought. 


WirE NAILs.—No announcement has yet come of an 
advance in prices in wire or wire nails, and the belief 
is growing that probably prices will be allowed to re- 
main where they are. Wire nails at $3 per keg in car 
loads and larger lots to jobbers afford a very large 
profit to the wire nail mills, and the conservative ele- 
ment in the trade believes that if prices were put any 
higher, it might have the effect of shutting off demand 
to some extent. It is known positively that several of 
the larger makers of wire nails are absolutely opposed 
to any further advances in prices. Official prices in 
effect at this writing, but on which premiums of 15c. to 
25c. per keg and more are readily paid to get fairly 
prompt deliveries of wire nails, are as follows: 

Wire nails in large lots to jobbers at $3 base; in carload 
lots to retailers, $3.05 to $3.10 base; less than carload lots, 
3.25 to $3.35: galvanized nails, 1 in. and larger, $2 extra 
shorter than 1 in., $2.50 extra 

WINDow GLAss.—Jobbers and retailers are placing 
orders freely with manufacturers of window glass in 
anticipation of the heavy spring demand just as soon 
as the building season opens. There has been a very 
heavy demand in the Pittsburgh district for months for 
medium-sized dwelling houses, and some of the larger 
building contractors in this city are planning to start 
the erection of a very large number of tenement houses 
having four to six rooms and which will rent from $20 
up to $30 per month. By building such houses in blocks 
the cost per house is very much reduced, and they will 
no doubt rent readily and afford a fair return of inter- 
est on the investment. This will mean an active de- 
mand for window glass, bath-room supplies, heating 
furnaces and other equipment. One leading manufac- 
turer of hot-air furnaces in this city now has over 200 
such houses rented, and claims that for some years they 
have netted from 12 to 14 per cent interest on the in- 
vestment. Prices on window glass are very firm, and 
an advance in the near future is not unexpected. Job- 
bers report that the following discounts are being 
quoted by leading makers: 

AA, picture glass, single thick, is 75 per cent, and AA 
double thick, 78 per cent discount. 

A, single thick, first three brackets, is 86 per cent, and B 
single thick, first three brackets, 88 per cent discount. 

All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets, A grade 
double thick, is 86 per cent, and all larger than first three 
brackets, B quality, double thick, is 87% per cent discount 
from jobbers’ lists. 

All window glass terms are now 30 days net or 1 
per cent discount for cash in 10 days, instead of the 
former 60 days net and 2 per cent for cash in 10 days. 

NuTs AND Bo.Lts.—Makers of nuts and bolts are en- 
joying a very heavy demand for their products, but 
are handicapped in making a full output of goods on 
account of the shortage in steel. The car situation is 
very bad and thousands of kegs and boxes of nuts and 
bolts are piled up in warehouses awaiting cars for 
shipment. The new discounts are as follows, delivered 
in lots of 300 lb. or more where the actual freight rate 
does not exceed 20c. per 100 lb., with terms 30 days net 
or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 40 and 10 per cent 


small, cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent. Machine bolts with h. p. nuts, small, rolled thread, 5 
per cent; small, cut thread, 40 and 10 per cent; large, 35 and 
5 per cent. Machine bolts with c. p. c. and t. nuts, small, 40 


per cent; large, 30 per cent; bolts ends with h. p. nuts, 35 and 
5 per cent; bolts ends with c. p. nuts, 30 per cent; blank 
bolts, 35 and 5 per cent; lag screws (cone or gimlet puint). 
50 per cent; h. p. sq. nuts, blank, $2.50 off, tapped $2.30 off 
h. p. hex., blank, $2.50 off, tapped $2.30 off; c. p. c. and t. sq 
nuts, blank, $2.10 off; tapped $1.90 off; c. p. c. and t. hex 
nuts, blank, $2.25 off, tapped $2.00 off; semi-finished hex 
nuts, 50, 10 and 5 per cent: finished and case hardened nuts. 


50, 10 and 5 per cent; rivets, 7/16 in. diameter and smaller, 
45 and 10 per cent. 
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BOSTON 


Office of HARDWARE AGE, 
Boston, Jan. 17, 1917. 


(THOSE retailers who have been fortunate enough to 

secure a copy of Associated Advertising have been 
keenly interested in the statistics obtained from retail 
hardware dealers the country over in relation to the 
business of last November as contrasted with the busi- 
ness of the same month in 1915. 

The figures given below show the changes in volume 
in terms of percentages. The figures are gleaned from 
reports made by advertising club committees and come 
from cities representative of large districts. The work 
is made possible by voluntary information furnished by 
business houses and no figures appear in the tabulations 
unless there are reports enough available to make the 
figures truly representative. 

In the first form of report the country is divided 
into federal reserve districts, the New England dis- 
trict being reported under the name Boston. The other 
districts are all named after the city in which the fed- 
eral reserve bank of the district is located. 


HARDWARE SALES.—AI]I sections show an increase, the 
general average for the country being 21.5. Boston 
and Philadelphia are tied for fourth place with a per- 
centage of 22.1. Dallas leads the country with 37.1 
and San Francisco is last with 16.1. 

HARDWARE StTocks.—The general average of stock 
increase is 13.7. Boston is fifth with 15.9. Atlanta 
shows the largest stock increase with 23.8 and San 
Francisco the smallest, 7.5. Dallas, the leader in sales, 
shows a stock increase of only 7.7. 

HARDWARE PrROFIT.—The general average of increase 
of profit is 8.4. Boston is ninth of the twelve federal 
districts with 5.5. Dallas leads with 16.5 and Kansas 
City brings up the rear with 2.4. 

Some interesting figures are found in the reports 
from the cities of Boston, Brockton, Worcester and 
Springfield, Mass., Burlington, Vt., Providence, R. I., 
and Hartford, Conn. In the following paragraphs the 
cities are ranked according to the percentage of in- 
crease or decrease. 

SALES.—Worcester, 42; Springfield, 33; Hartford, 
21; Brockton, 20; Boston, 18; Burlington, 11; Provi- 
dence, 10. 

ADVERTISING EXPENDITURE.—Springfield, 5; Boston, 
2; Worcester, —3; Hartford and Providence, —5; 
Brockton, —10; Burlington, —17. 

Stock.—Worcester, 24; Springfield, 22; Providence, 


20; Boston, 18; Brockton and Hartford, 12; Burling. 
ton, 4. 

Prorit.—Hartford, 12; Brockton, 10; Boston, 4; Bur. 
lington, 2; Springfield, —2; Worcester and Providence, 
no report. 

COLLECTIONS.—Boston, 75; Brockton, 67; Worcester 
and Providence, 55; Hartford, 35; Springfield, 33; Bur- 
lington, 22. The percentages of collections show the 
amount actually collected in November of al! outstand- 
ing book accounts of Oct. 31. They do not show com- 
parisons with the preceding November. 

There is no evidence of a lower general price level or 
any recessions in individual products during the first 
quarter of 1917. The month of January is showing to 
date a very real increase in volume of business over the 
corresponding month last year. All reports indicate, 
however, that practically all the business is on goods 
for immediate consumption and practically none is for 
stock increase. In fact there are several indications 
that there is a general inclination not to add to stocks 
at the prevailing abnormally high prices. One of the 
notable changes that can be observed in retai] purchas- 
ing at this time is that retailers are not ordering as 
much from the factories as in normal times which, of 
of course, usually meant quantity purchases, but are 
picking up more small lots from the jobbers in order 
to keep stocks at their present level. To many this 
looks like good judgment until the business situation 
is a little more clarified. 

All prices were withdrawn on wringers in December, 
and the new list has not been issued. Builders’ hard- 
ware is constantly climbing, the changes occurring so 
frequently that it is practically impossible to guarantee 
a price over night. The Stanley Works have advanced 
barrel, square and cellar-window bolts 10 per cent. 
Ames shovels have moved upward about 2% per cent 
and Manila and New Zealand rope have advanced one 
cent a pound, sisal not participating in this advance. 
Maydole hammers have advanced, the new prices being 
from 16 2/3 to 30 per cent on different items. Hatch- 
ets are now 20 per cent and padlocks 10 per cent more. 
Gilt furniture nails are another product taking the 10 
per cent advance. 

Loaded shells have advanced about 10 per cent, but 
there has been no change on metallic cartridges. Both 
now take the same discount, 30 per cent off out of stock; 
83 1/3 per cent off, f.o.b. factory. 

Empire tire bolts are now 45 per cent off list and 

' Norway iron rivets are 35 per cent off list. 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, Jan. 16, 1917. 


LARGE number of retailers and jobbers are now 
taking stock and are having more trouble than in 
The phenomenal advances in prices on 


A 


former years. 
practically everything carried causes this trouble. Part 
of the stocks was naturally bought at lower prices than 
now prevail, and if the present valuation is taken it is 


feared that a fictitious paper value would result. A so- 
lution of the problem was made by one firm by simply 
endeavoring to strike a general average. While no 
changes are expected anywhere in the near future, it 
is generally conceded that there will come a time for 
price recessions, especially on articles where iron and 
steel are component parts. 

The year 1916, as far as statements already made 
up, show it to be far ahead of 1915, although the exact 
average percentage cannot yet be ascertained. The 
volume of business in dollars and cents will run fully 
25 per cent ahead, although, on account of the high 
costs that prevailed in the last half of the year, net 
profits will not figure out anywhere near that percent- 
age of increase. 

In spite of the severe weather that has prevailed the 
past week the city merchants report that the cash trade 


was especially good and that charge accounts also 
showed an increase. Dealers carrying mill and factory 
supply lines report that there was a let-up during the 
holiday period, but that orders are now coming in at a 
satisfactory rate. As a rule the factories are buying 
for only near-by requirements, although this can be at- 
tributed to no misgivings as far as the future is con- 
cerned but mainly to the inability of the jobbers and 
retailers to get shipments from the mills, which are 
now overcrowded with orders. Jobbers’ stocks as & 
consequence are running low, especially on such articles 
as stove bolts, carriage bolts, machine and lag screws, 
twist drills, files, etc. 

The present high cost of both black and galvanized 
sheets has to some extent cut into the business of hard- 
ware merchants who have sheet-metal shops, although 
there has been no great change to substituting compo- 
sition roofing, as prices on it have advanced almost in 
proportion with different kinds of metal roofing. 

It is generally reported by all retail merchants that 
there is now less difficulty in obtaining prices on all 
staple goods handled that are more in line with present 
costs. The public has been educated by the trade pa- 
pers and newspapers, as well as by the hardware mer- 
chants themselves, and as a general rule customers de 








January 20, 1917 


not now expect to buy goods at prices that prevailed 
jast year and understand, provably as well as the dealer 
himself, the reason for the advances made. 


Jobbers’ prices are as follows: 


Machine bolts on the smaller sizes, 50 and 5 per cent off 

The larger sizes, 40 and 10 per cent off; carriage bolts, 

sizes, 50 and 5 per cent off; larger and longer sizes, 

35 per cent off. Stove bolts, 65 per cent off; rivets 45 per cent 
off. 
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Manufacturers’ prices on roofing to jobbers are as 
follows: 


One-ply, $1.30; two-ply, $1.55; three-ply, $1.80; medium 
grade, one-ply, $1.05; two-ply, $1.30; three-ply, $1.55 per 
roll of 100 sq. ft. The cheaper grades, one-ply, $1; two-ply, 
$1.20; three ply, $1.25. Tarred ready roofing, two-ply, 85c. ; 
three-ply, $1.20. Tarred felts, $2.80 per 100 lb. Rosin-sized 
sheathing, $2.50 per 100 Ib. 

The mill price of No. 28 galvanized sheets ranges from 
6.90c. to 7c., Cincinnati or Newport, Ky., and No. 28 black 
sheets 5c. a Ib. 


MINNEAPOLIS 


MINNEAPOLIS AND St. Pau, Jan. 15, 1917. 


, annual meetings of jobbers’ salesmen are over 
and the past week has seen the usual exodus of 
salesmen to their respective territories. The mails are 
already bringing evidence of their efforts. 

Prices which advanced in November and December 
are maintaining their high levels and further advances 
are being made. Rope has shown the effect of shortage 
of supply, and reports of an advance of a cent per 
pound brings the long-expected rise. The market in 
general is strong and evidences an upward tendency, 
with no relief in shortages of material and finished 
product. It looks as though “futures” would again be 
in order, as items are changing so frequently as to tax 
the capacity of clerical help in jobbing circles. There 
is a feeling, however, that preparation for adverse con- 
ditions is the only logical move at this time, and every- 
one seems to believe that such conditions are apt to 
come at any time. One very prominent man in the 
wholesale end of the game very aptly puts it, “We must 
all remember that ‘lightning strikes sudden’ and be 
prepared for anything that comes.” 


Minneapolis is reported as buying her share of luxu- 
ries the past year, the increase in both necessities and 
luxuries ranging around 20 per cent. Viewed from the 
angle of advanced prices, this is not a great enough in- 
crease to rightly satisfy the up-to-date retailer. Hard- 
ware holds second place (jewelry first) with an in- 
crease of 21.5 per cent over 1916. (Some people begin 
to believe hardware and jewelry should be classed to- 
gether, in view of the rapid advances in price of the 
former.) 

The per cent average of collections was better in this 
section than the average by about 9 per cent, in No- 
vember, at the beginning of the holiday trade. This 
bespeaks a prosperous condition and should be an indi- 
cation of good spring business. The new farmers’ loan 
bank in St. Paul is announced as being ready to accept 
subscriptions to its capital stock of $750,000. 


Wire NAILS.—The expected advance in nails did not 
develop. Quotations are the same as before. 

We quote from local jobbers’ stocks f.o.b. cars, standard wire 
nails at $3.60 per keg base and coated nails at $3.50 per keg 

FENCE WIRE AND STAPLES.—The market is still sta- 
tionary and orders for immediate delivery are few. We 
quote from local jobbers’ stocks, f.o.b. cars, as follows: 

Galvanized Glidden cattle wire, $3.55 per 80-rod spool; 
galvanized Glidden nog wire, $3.70 per 80-rod spool. Painted 
Glidden cattle wire, $3.00 per 80-rod spool; painted Glidden 
hog wire, $3.15 per 80-rod spool. No. 9 galvanized smooth 
wire, $4.25 per cwt.; No. 9 black annealed wire, $3.55 per 
ewt. Polished fence staples, $3.75 per cwt.; galvanized fence 
staples, $4.45 per cwt. 

Wire CLoTH.—Local markets have advanced as to 
price, but there is no prospect of. a relief from the 
shortage of material. 

We quote from local jobbers’ stocks 12 mesh black wire 
cloth at $2 per 100 sq. ft., and 12 mesh galvanized wire cloth 
at. $2.50 per 100 sq. 

PAINTS.—An upward climb of 15 cents per gallon on 
ready-mixed paints puts this lowly weapon of defense 
against decay in the truly decorative class. As the 
spring season opens up it would not be surprising to 
see further advances. 


TURPENTINE.—A steady market has left this item 
with no changes to record. 

We quote from local jobbers’ stocks, f.o.b. cars, turpentine 
at 64c. per gal. 

LINSEED O1L.—Continual cold weather prevents to a 
great extent any real demand in a retail way for oils, 
as the painters in general are taking their arnual in- 
voluntary vacation. 

We quote from local jobbers’ stocks boiled ofl at 99c, per 
gal. and raw oil at 98ec. per gal. 

Rope.—This commodity has at last felt the effect of 
continued demand and short supply, but the advance 
very modestly confines itself to 1 cent per pound. 


We quote from local jobbing stocks best grade Manila rope 
at 23%c. per Ib. base, and sisal at 19c. per Ib. base, and cot- 
ton rope at 25c. per Ib. base. ’ 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Jan. 17, 1917. 

THE volume of retail business in the hardware trade 

is satisfactory, although possibly not as heavy as 
during December. Local retailers generally are follow- 
ing the policy recently adopted of buying only to cover 
their early needs because of the high prices. However, 
in spite of this jobbers are getting a very good volume 
of business from the Cleveland retail dealers. Much 
of this is in small-lot orders to replenish depleted stocks. 
While retailers think the top of the market has been 
reached in prices, jobbers are inclined to the view that 
prices will not. be lower for a long time and are likely 
to go higher. Taking this view of the market, some of 
the jobbers are buying heavily for delivery during the 
first half of the year or longer.’ Jobbers report their 
country trade somewhat better than that in the city. 
Some future business is being placed by country deal- 
ers for spring and fall delivery. Price advances since 
the first of the year have not been as numerous as they 
> agg advances have been made on quite a number 


The delivery situation shows no improvement and is 
causing considerable anxiety among buyers. Cap and 
set screws are among the hardest goods to get, and de- 
liveries are from six to twelve months behind on all 
sizes. Twist drills are somewhat better, but some of 
the makers require from five to six months to fill an 
order. Deliveries on wrenches are very unsatisfactory 
and the supply is low. Orders placed last March are 
now being shipped. ‘Chisel makers are three months 
behind on shipments. -Files are also in bad shape. A 
Cleveland jobber who ordered 500 doz. last October se- 
cured 8 doz. during the week, with no promise of fur- 
ther shipment. .The demand for mill supplies continues 
very heavy and dealers are having trouble in getting 
stocks.in as fast as needed. 

The unusual cold weather and snow has resulted in 
a heavy demand for skates and snow shovels. The bet- 
ter grades of skates for which the demand is most ac- 
tive are scarce. Some retailers state that the demand 
for sleds has been less than was expected, and say this 
is probably due to the fact that parents are afraid to 
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allow their children to coast because of the increase in 
the number of automobiles. 


SHOVELS.—Following the recent withdrawal of prices, 
the shovel manufacturers have made advances in prices 
amounting to about 10 per cent on the cheaper goods 
and somewhat less on the higher price goods. 

HorsESHOES.—Jobbers have advanced prices to $5.25 
per keg to retailers because of the advance in makers’ 
prices. Deliveries by manufacturers are very slow. 


Botts, NuTs AND Rivets.—The demand for bolts and 
nuts is fairly heavy and manufacturers are from three 
to four months behind on deliveries. Cold-punched nuts 
are very hard to get, and practically none is to be had 
in the smaller sizes under 1% in. We quote prices as 
follows: 

Machine bolts, small sizes, 40 and 10 per cent off list, large 
sizes, 40 per cent off; carriage bolts, small sizes, 45 and 5 off, 
large sizes, 35 off; rivets, 40 per cent to 40 and 10 per cent off. 

SHEETS.—The demand is rather light and deliveries 
are still slow, mills being six to eight weeks behind on 
shipments of galvanized sheets. Galvanized sheets are 
firmer. We quote jobbers’ prices as follows: 


No. 28 black sheets, 5c. ; 
blue annealed, 4.75c. 


No. 28 galvanized, 7c.; No. 10 
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NAILS AND Wire.—The demand for nails is heavy 
and deliveries by the mills are slow. One local jobber 
who has large stocks is reported to be shading the 
regular prices. We quote to retailers: 


Wire nails, $3.40 per keg; 
per 100 Ib.; galvanized bar 
annealed wire, $3.40. 

Jobbers quote retailers 3.75c. for steel bars: 3.95¢ for 
structural material; 4.60c. for plates and 4.75¢. for hoops 


No. 9 galvanized wir 
wire, $4.25 per 100 Ib. : Fe 


BrusHEs.—A local manufacturer reports the demand 
for brushes of all kinds heavier than ever before. The 
hardware trade is now buying its spring stock and de 
liveries are fairly good. A price advance in wire 
brushes is expected within ninety days. 


VARNISHES.—Price advances of about 10 per cent on 
varnishes have been made by some of the manufae- 
turers who did not put their prices up when the gen- 
eral advance was made in December. A further ad- 
vance is expected before long. It .is stated that the 
ingredients of varnish, outside of linseed oil, are 115 
per cent higher than a year ago. This is due partly 
to the fact that they come from the Orient and are paid 
for in silver, which is very high at the present time, 


A group of Boston Varnish men 


Boston Varnish Salesmen 
Enjoy Convention 


(THE salesmen of the Boston Varnish Company 

held their annual convention recently. The meet- 
ings covered a period of three days, and were 
crowded with more solid business entertainment 
than any one of the 40 or more salesmen assembled 
thought could be possible. Thé meetings were held 
at the Boston City Club, Boston, Mass., and on each 
of the three days a luncheon and a dinner were 
given at which J. B. Lord, general sales manager, 
presided. 

Many speeches were made by officers of the com- 
pany and others who touched upon points vital to 
the interest of the concern. 

Probably the most amusing and at the same time 


the most instructive part of the convention was the 
selling contest. Some of the hardest tests imagin- 
able were brought forward for the star salesmen of 
the company to surmount, and each in turn was suc- 
cessfully combated with the well-founded selling 
arguments brought up. Among those present were: 

James B. Lord, William H. Gerk, Charles H. 
Tewksbury, William H. Ennis, A. L. Greene, Walter 
A. Putnam, W. S. Hannan, Gardner H. Moise, 
Charles H. Hall, Harry B. Winne, Edward Healey, 
Harry H. Little, Fred B. Keene, Arthur G. Balles- 
ter, Albert P. Ballard, K. M. Lyon, Bentley Gardner, 
George H. Gardner, A. M. Elliott, E. M. Hook, J. D. 
Hopkins, J. F. Hughes, W. B. Stout, Fred F. Logan, 
F. C. Libengood, O. H. A. Gocke, F. J. Ward, A. J. 
Johnston, Charles L. Wood, E. F. Schwab, A. N. 
Sorensen, G. O. Rouse, W. W. Knott, G. N. Breit- 
schuh, Charles G. Barkley, E. N. Kent, Fred Mal- 
cher, W. H. Ennis, Jr., and J. M. Fraser. 
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Selling Planet Jr implements is more 
than a profit-producer; it is a 


Dealer’s prestige-bringer. 













Prestige makes you a leading mer- 
%, chant in your community. lt 


increases your trade in all 
branches of your 
business. Get 
prestige, then 
profits take care 
of themselves. 


No. 17 





Planet Jr 


Farm and Garden Implements 


bring you prestige because their quality and ability are fully 
recognized. Thousands of farmers and gardeners have found 
that a Planet Jr outlasts two or three “cheap” implements. 
They know it saves two-thirds of their time and energy, and 
produces bigger, better crops. The reputation of Planet Jr imple- 
ments is firmly established, and is spreading everywhere through 
our nation-wide campaign of advertising every season. 


Planet Jr dealers share Planet Jr reputation, and cash in 
on the efforts we exert in their behalf. It is simply a question 
of letting customers know you have the goods. And the best 
way is to display the goods early where they can see them. 

There is no time to be lost! Write us for prices, 


terms, discounts, new 1917 catalog, and full informa- 
tion. Do it today! 


S.L. ALLEN & CO. :x7w Philadelphia | 


ESTABLISHED OVER 40 YEARS 















Manufacturers of 
Hill and Drill Garden Seeders 
eel Hoes Horse Hoes 
One -_ Two Row Riding Cultivators 
Two and Four Row Beet Cultivators 
rd Cultivators 
Celery Hillers Potato Diggers 


Warehouses: 


Milwaukee Minneapolis 
Saginaw Los Angeles 





NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


“BB” Fly Swatters 


The Bouquet-Brownson Company, 
St. Paul, Minn., has recently placed 
on the market a new line of “BB” fly 
swatters. 

Fly swatter No. 5 is 14% in. long. 
It has a tinned, wire handle that is 
attached by means of four wire 
staples and that, according to the 
company, will not become loose. It 
is made of heavy-grade, narrow- 
weave wire cloth with selvage on both 
edges. The weight is 14 oz. per doz. 
One dozen is packed in a box; twelve 
boxes in a case. 

Fly swatter No. 10 is 17 in. in 
length and like the other members of 
the line is flexible. It is made of 
heavy grade black screen wire cloth, 
completely bound with black felt. The 
base is neatly folded over the shank 
of the handle and is held by means 
of four wire staples. It will not come 
loose. The handle is made of 13 gage 
bright tinned wire 10 in. long. One 
dozen of the No. 10 fly swatters weighs 
1 Ib. One dozen is packed in a box; 
12 boxes in a case. 

Flay swatter No. 15 has a length 
of 24 in. The blade is 7% x 4% in., 
is made of heavy-grade, black-screen, 
wire cloth, selvage on both edges, and 
is completely bound with black felt, 
securely fastened to the handle. The 
handle is made of 12 gage tinned wire. 





fe eae ate 











The “BB” line of fly swatters 


The weight is 1% lb. to the dozen. 
One dozen is packed in a box; 12 
boxes to the case. 

No. 5 retails for 5c., No. 10 for 10c. 
and No. 15 for 165c. 


Improved Champion 
Register 


The Champion Register (Company, 
Cleveland, Ohio, has recently placed 
upon the market a new Champion 
register with double walls of fire- 
proof construction. 

This construction consists of an 
outer, a central and an inner wall of 
cold-rolled steel. Between the outer 
and central walls is an inch of cor- 
rugated air-cell asbestos. Next to the 
central wall is a %-in. dormant air 
spate. Heavy millboard asbestos is 
built against the inner wall of steel. 
All the surfaces and grooves where 














The ae Champion register, Model 
"4" t is shown closed in the lower 
part of the illustration 


the floor, door and sides come into 
contact with each other are lined with 
flexible asbestos packing. The sys- 
tem is equipped with a strong auto- 
matic lock, but in order to secure a 
more perfect exclusion of air and fire 
it is further reinforced by two lever 
locks on the sides. Thus, the com- 
pany states, when the system is closed 
and the side locks are clamped down, 
the floor, cover and side walls are 
pressed rigidly together against the 
asbestos. 

The Champion ‘register at the pres- 
ent time is made in more than 180 
models and sizes. 


“Ezy-Out” Screw 
Extractor 


The Cleveland Twist Drill Com- 
pany, Cleveland, Ohio, has placed on 
the market the “Ezy-Out” screw ex- 
tractor set. As its name implies, this 
tool is designed to provide a quick 














The “Ezy-Out” screw extractor in use 


method for removing broken set 
screws, cap screws, studs, etc. The 
extractor operates on a principle simi- 
lar to that of a cork screw. A shal- 
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low hole is drilled into the broken 
screw, the extractor is inserted and 
given a slight twist to seat it 

in the hole. At the same time the 
left hand spirals grip the sides of the 
drilled hole. When a wrench is ap- 
plied the screw can readily be turned 
out of its hole in the same manner 
as an unbroken screw is turned out. 
The more pressure that is placed on 
the extractor the harder it grips the 
broken screw. The whole operation 
is said to consume but a fraction of 
the time and labor required by the old 
method and is accomplished without 
endangering the threads. 

The extractor is made of 
steel especially treated to withstand 
the strains to which it is subjected. 
It is furnished in sets consisting of 
three tools of sufficient variation in 
size to care for the needs of almost 
every machine shop, garage, ete. 
Each set is packed in a neat wooden 
box with directions for use. The list 
price per set is $1.75. 


“Little Giant” Nut 
Cracker 


The B. L. Fry Mfg. Company, St. 
Louis, Mo., has recently added to its 
line of products the “Little Giant” nut 
cracker, with which, the company 
states, a nut can be cracked with ease 
and without crushing the kernel. The 














The “Little Giant” nut cracker 
screw drive gives great power and ab- 
solute control at the same time. It is 
very neat and powerful and is practi- 
cally indestructible. The cracker +s 
finished in black enamel. The retail 
price is 50c. 


The Lakeside Forge Com- 
pany Makes Eye-Bolts 


The Lakeside Forge Company, Erie, 
Pa., has recently made announcement 
of a new line of eye-bolts. These are 
drop forged without weld from an ex- 
tra quality steel made for the purpose 
and are said to be particularly 
adapted for use where a high-grade 
eye-bolt is required. They are car 
ried in stock in standard lengths, 
either blank or threaded. Eye-bolts 
can be furnished in bronze or other 
metals from these same dies. 
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Richards Wilcox 


Building a barn, a 





garage, a house or any 
structure is an event 


in that particular 





builder’s life; he No. 31 R-W Trotrey 


Track 





rr — - wishes to get the best 
for his money and to 

No. 421 equip the building 
R-W Corn Betr 


Hoos Hanon with hardware and 







fixtures that will give 
service and avoid fu- 
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ture trouble. 


When it comes to 


No. 321 
slidi , R-W Tip Tor 
sliding door hardware wa 
he can find the kind to For doors 1% 

e ° ° to 2% _ inches 
suit his requirements thick, weighing 
approximately 400 
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thick, weighing ible joint giving 

mg swing out feature, 
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Door-Hanger 
Line 
The two best styles 
of door hanger track pw i eas 


to use are No. 31 HANGER 
For doors 1% to 


R-W Trolley Track 2% inches thick, 
weighin approxi- 
and No. 35 R-W mat ely 300 pounds, 


Roller _bearings, lat- 
Trolley Track. These oe sens 






For doors 14% 





to 2. inches tracks are made of the 
me a2 thick, weigh- b d f if 
ing a proxi- 
Ap vera mate Y 300 est grade of steel for 
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“ell earings, coed the purpose and are 
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joint giving ice. 
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“Modern Leader” Paper 
Baler 


The Petroleum Iron Works Com- 
pany of Ohio, Sharon, Pa., has re- 
cently placed on the market the “Mod- 
ern Leader” all steel waste paper 
baler. Being of all steel construction 
it affords a positive fire protection 
and offers a quick, clean and sanitary 
way of caring for dirty waste paper 
and other material. 

There are several distinct features 
of this baler to which the company 
calls special attention. The doors are 
so constructed that when the bale is 
to be wired, three sides of the baler 
can be opened. The dead-center lev- 
erage system which is applied with 
a 4%-ft. lever is very powerful. For 
example, a 150-lb. man pulling on the 
lever can exert a pressure of 6060 Ib. 
on the bale. An automatic pawl re- 
lease prevents the lever from spring- 
ing back and striking the operator 
when released. 

While the baler has a capacity of 














The “Modern Leader” all steel paper baler 


from 50 to 200 lb. depending upon the 
substance being baled, it occupies a 
floor space of but 30x33 in. The ship- 
ping weight of the baler is 450 lb. 
The price is $55. 


“Aladdin” Percolator 


The Cleveland Metal Products 
Company, Cleveland, Ohio, has re- 
cently added to its line of “Aladdin” 
aluminum ware a new coffee perco- 
lator fitted with a patented valve and 
pumping device. 

The spreader plate, which is placed 
on the top of the coffee in the inset 
or basket, is said to insure even per- 
colation for the reason that it causes 
the overflow of water to run down 
outside the basket and then back into 
the vessel bottom. 

This percolator is made of heavy 
sheet metal drawn on big presses that 
make the metal hard, dense and last- 
ing. Because of its large and heavy 
base the percolator cannot upset 


easily. The spout is pure aluminum 
and is welded to the body. The handle 
is removable. Should it be burned or 














The “Aladdin” percolator 


broken off a new one can be purchased 
for a small sum and attached by 
means of a screwdriver. Both the 
valve and the coffee basket are at- 
tached to the tube in such a way, the 
company states, that they cannot work 
loose, yet the valve can be easily un- 
screwed from the tube for cleaning. 
The percolator is full six-cup size. 


Steel Machinists’ Case 


The Kennedy Mfg. Company, Van 
Wert, Ohio, and 14 East Jackson 
Street, Chicago, Ill., has recently 
placed on the market an _ all-steel 
machinists’ case. 

It is so constructed that, according 
to the manufacturer, it cannot swell, 
warp, split or come apart. It is rein- 
forced at all points of strain. The 
drawers run on separate tracking, are 
rigid and slide easily into place. The 
front drop slides under the lower 
drawer when open. It fastens at the 
bottom and securely locks to the upper 
cover when closed. The joints in the 
cover are electric welded and are 
strongly reinforced. 

This case is fitted with a brass two- 
key notch lock. Each case has a dif- 
ferent key. Brass corners are used 
and heavy catches on the end. A 
genuine cowhide handle with a steel 
core is provided. , All drawers are 
lined with good quality felt and fitted 
with solid brass pulls. The finish is 
three coats of high-grade enamel, 

















The Kennedy all-steel machinists’ tool 
case 


which can be had either in black or 
brown. 

Style No. 515 is 15% in. long, 7 in. 
wide and 12% in. high. The list price 
is $14. Style No. 518 is 38 in. long, 
8 in. wide and 12% in. high and lists 
at $15. 
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Dumb Waiter Circular 


The Sedgwick Machine Wor 
Liberty Street, New York Gite = 
recently published a new circular of 
dumb waiters which illustrates and 
describes many various types, ex. 
plains the various methods of instal. 
lation, gives complete Specifications 
diagrams, illustrations and other in. 
formation incidental to the purchase 
of hand or power dumb waiters. 


Double-Dial Ice Seale 


The Pelouze Mfg. Company, 232-242 
East Ohio Street, Chicago, Ill., has 
recently added to its line of products a 
Pelouze ice scale, which has a double 
dial that admits of greater distance 
between the graduations than is pos- 
sible on a single dial and which there- 
fore makes for easier reading. 

The scale is made of malleable iron 
throughout and is said to be unbreak- 
able. It cam be quickly adjusted, if 
necessary, by. removing the steel cap 














The Pelouze double-dial ice scale 


on the top and turning the screw 
slightly. 

A scale with a capacity of 125 lb. 
with graduations for each pound lists 
for $4.50; capacity 200 lb. by 2 lb., $5; 
capacity 200 Ib. by 5 lb., $4.50; capa- 
city 330 lb. by 5 Ib., $5.50, and 8 
capacity of 44 lb. by 5 Ib., $6. The 
weight box is about 7% Ib. 


IN AN ILLUSTRATED DESCRIPTION of 
the improved Grus leaf-spring oilers 
in the issue of HarpwARE Ace dated 
Dec. 16, 1916, the address of the Grus 
Leaf Spring Oiler Company was given 
as 1536 South Michigan Avenue, De- 
troit, Mich. The street address is 
correct, but the office of this concern 
is in Chicago, Il. 


THE Foster Bott & Nut Mrc. Com- 
PANY, Cleveland, Ohio, has increased 
its capital stock from $25,000 to 
$300,000. 





HARDWARE AGE 


89 




















Famous “Ten-Ten” 
Watershed T rack 
and Hangers 


ANOTHER INSTANCE OF A-P SUPREMACY 


The “Ten-Ten” door track is bird, ice, snow, dirt, rust. 
rain and weight proof. It is simple in design and strong, 
being made from one steel blank without rivets or welds. 
Because of the cylindrical wheel tread and watershed 
extension, the tandem-type hangers operate with least 
possible friction. No service too hard. No door too large 
or too heavy. The only perfect watershed providing the 
swingout feature by the frictionless tilting of the hanger 
wheels on the rounded tread of the track. Allows 4% 
feet swingout on a 9 foot opening. 


<€@That Old Trade Mark Stands for 


“Satisfaction in Hardware” 


No. ** Ten-Ten"™ 
Adjustable In 
and Out 


No. *““Ten-Twelve”’ Ad- 
justable, In and Out 
—Up and Down 


The Gigantic Press used: for making 
Famous 1010 Track . 


Since our first monthly shipment of 55,000 feet of 
No. “Ten-Ten” track, each month has witnessed an 
increase until we have been obliged to increase our 
capacity to an annual output of over four million feet. 

e now operate one of the largest power presses in 
the world. This wonderful press, especially constructed 
under the supervision of our engineers, is built of the 
highest grade steel and can produce 1500 feet per hour 
It is one of the huge presses behind the “Pen-Ten™ 
track. This track weighe 2\4 1b. per foot. Compare 
it with others. 
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“Sanitary” Tooth Brush 
Holder 


The Safety Wire Gas Globe Com- 
pany, Columbus, Ohio, has recently 
placed on the market the “Sanitary” 


The “Sanitary” tooth brush holder in use 


tooth brush holder. It is designed to 
hold a tube of tooth paste, a box of 
tooth powder, a bottle of mouth wash 
and four tooth brushss as shown in 
the accompanying illustration. 

The holder is made from one piece 
of special sheet steel. The bottom 
ledge is turned at right angles to the 
back. This holds the brushes, poyrder 
and the mouth wash. The curved 
ledge which holds the tube of paste 
is formed from the back of the holder. 

Each brush is held in a separate 
compartment. The holder can be fur- 
nished either in high gloss or satin 
white baked enamel. 


Pines Glass Roach Trap 


The Pines Mfg. Company, 56 East 
Randolph Street, Chicago, IIL, has 
placed on the market the Pines glass 
roach trap, which consists of a flat 
sided glass jar in which is a funnel- 
like metal tube. The trap is baited by 
placing in the glass jar a piece of raw 
onion or other article of food. 

The roaches are attracted by the 
scent. They enter this trap readily 
by running up the gradual incline of 
the tube and dropping to the bottom 
of the glass jar through the little 
opening in the end of the tube. Be- 
cause of the fact that the inlet is in 
the center away from the body of the 
trap the little insects cannot escape 














The Pines glase roach trap 


from the trap. They can crawl over 
the tube, but because of the stiffness 
of their bodies they cannot make the 
sharp turn over the inlet. 

The list price of the Pines glass 
roach trap is 25c. 


Copper-Clad Calendars 


The Copper-Clad Malleable Range 
Company, St. Louis, Mo., has recently 
sent out samples of four attractive 
calendars for 1918. These calendars 
are of good quality and are illustrated 
by attractive subjects in colors. The 
dealer’s business card is printed just 
above the calendar pad while the 
background reproduces a sheet of cop- 
per to bring out the Copper-Clad idea. 
These calendars are furnished the 
dealer in multiples of 100—25 of each 
subject to the hundred—and are sold 
at a low price. They are to be shipped 
and billed in December, 1917. 


“Lawco” Window 
Refrigerator 


The F. H. Lawson Company, Cin- 
cinnati, Ohio, has added to its line of 
products the “Lawco” all metal win- 
dow refrigerator. 

It is made of heavy, galvanized, 
sheet steel throughout, covered with a 
durable coating of aluminum bronze. 
Ventilation is provided and the entire 
refrigerator can be cleaned and 
scalded as frequently as required. 

The refrigerator rests on the win- 
dow-sill and is securely fastened by 
two wires to the window-frame. It 
is furnished with or without a swing- 











The “Lawco” window refrigerator 


ing hinge. When open the door rests 
on the inside of the window-sill, mak- 
ing a wide, steady shelf. 

The “Lawco” refrigerator is made 
in two sizes. No. 1 measures 12 x 
15 x 23 in. and lists at $3.50; No. 2 
measures 15 x 17 x 27 in. and lists at 
$4. 


Corbin Lever Handles 


P. & F. Corbin, New Britain, Conn., 
have recently issued an attractive lit- 
tle booklet describing Corbin lever 
handles for use on doors whose style 
does not provide ample hand room 
between the knob and the jamb, or 
where the knob would come near to 
the edge of the double doors. These 
handles can be used in practically any 
place where a knob is used and under 
many conditions are preferable to 
knobs. The illustrations in the book- 
let show the lever handles in conjunc- 
tion with suitable roses. The number 
of styles shown is very large. Com- 
plete numbers, specifications, prices, 
etc., are given. 
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“New Perfection” Stove 
Improved 


The Cleveland Foundry Com 
Cleveland, Ohio, manufacturer oh 
“New Perfection” oil cook stove, has 














mete the new reservoir on the 
“New Perfection” oil stove 


recently announced that these stoves 
in the future will be equipped with a 
new oil reservoir that is said to be a 
decided improvement over the old 
style. 

This reservoir consists of a glass 
bottle held in place by a metal frame, 
which is fastened to the side of the 
stove. The bottle is fitted with a wire 
bail or handle so that it can be easily 
filled without any of the oil coming 
in contact with the hands. After 
filling it is placed in the frame and in- 
verted into the correct position by 
means of a hinge. A valve is provided 
in the neck of the bottle to prevent 
the oil from spilling when the bottle is 
thus inverted and which releases the 
flow of oil when the bottle is again 
in position. 


New 1917 Tag for Dogs 


The Niagara Falls Metal Stamping 
Company, Niagara Falls, N. Y., has 
brought out a new dog tag for 1917, 
made in either brass or aluminum in 
the shape shown in the accompanying 
illustration. The tags are stamped 














1917 dog tag 


with the name of the town, numbered 
consecutively and marked with the 
words “Dog Tax, 1917.” Prices 
descriptive list No. 10 will be sent on 
request. 

















A. Baldwin & Co., Ltd., New Orleans, La. 
Julius J. Bantlin Co., Cincinnati, Ohio 
G. W. Barnett Hdwe. Co., Montgomery, Ala. 
Beck & Corbitt Iron Co., St. Louis, Mo. 
Geo. F. Blake, Jr., & Co., Worcester, Mass. 
H. F. Brownell Co., Sioux Falls, S. D. 
Burhans & Black, Inc., Syracuse, N. Y. 
P. Burns Saddlery Co., St. Louis, Mo. 
Canton Hardware Co., Canton, Ohio 
Capital Paper Co., Indianapolis, Ind. 
Central Rubber & Supply Co., Indianapolis, Ind. 
Cook Iron Store Co., Rochester, N. Y 
Andrew Cowan & Co., Louisville, Ky. 
Empkie-Shugart-Hill Co., Council Bluffs, lowa 
J. D. Grant, Fargo, N. D. 
Gray & Dudley Hardware Co., Nashville, Tenn. 
Hackett, Gates, Hurty Co., St. Paul, Minn. 
J.H. Haney & Co., Omaha, Nebr. 
Harbison & Gathright, Louisville, Ky. 
Harpham Brothers Co., Lincoln, Nebr. 
John J. Harrington, Richmond, Ind. 
Hercules Co., Westfield, Mass. 
Hibbard, Spencer, Bartlett & Co., > I. 
Fe Be Hutchisson & Co., Wheeling, W a. 
Indianapolis Saddlery Co., ow ee ty Ind. 
Inter-State Oil Co., La Crosse, Wis. 
Janney, Semple, Hill & Co.,Minneapolis, Minn. 
Kelley-How-Thomson Co., Duluth, Minn. 
oe Hardware Co., Atlanta, Ga. 

Bros. Hdw. Co., Atchison, Kan. 
Knee & Spencer Co., Sioux City, lowa 
Korsmeyer Co., Linceln, Nebr. 
Larson Hdwe. Co., Sioux Falls, S. D. 
LaSalle Light Co., Chicago, Ill. 
Lee-Coit-Andreesen Hdwe. Co., Omaha, Nebr. 
Lerch Brothers, Baltimore, M 
Lewis Bros., Ltd., Montreal, Quebec 
Logan-Gregg Hdwe. Co., Pittsburgh, Pa. 
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Matador Tire & Vulcanizing Co., Chicago, Ill. 
Miller-Morse Hardware Co., Winnipeg, Manitoba, Can. 
Moore-Handley Hardware Co., Birmingham, Ala. 

C. Neidhardt & Co., Rochester, N. Y. 

Northwestern Elec. Equipment Co., St. Paul, Minn. 
The Ohio Rubber Co., Cincinnati, Ohio 

Oskamp Auto Supply Co., Cincinnati, Ohio 

E. Scott Payne Co., Baltimore, Md 

John Pritzlaff Hardware Co., Milwaukee, Wis. 

W. E. Pruden Hardware Co., New York, N. Y. 
Richmond Hardware Co., Richmond, Va. 

Robinson Bros. & Co., Louisville, Ky. 

Robison Heavy Hdwe. Co., St. Joseph, Mo. 
Ross-Frazer Iron Co., St. Joseph, Mo. 

St. Paul Electric Co., St. Paul, Minn. 

Scheffer & Rossum Co., St. Paul, Minn. 

J. H. & F. A. Sells Co., Columbus, Ohio 


_ J.B. Sickles Saddlery Co., St. Louis, Mo. 


Simmons Hardware Co., St. Louis, Mo., Philadelphia, 
New York, Toledo, Minneapolis, Sioux City snd Wichita 

Sligo Iron Store Co., St. Louis, Mo. . 

Smith-Worthington Co., New York, N. Y. 

Stuart-Howland Co., Boston, Mass. 

Suelflohn & Seefeld, Milwaukee, Wis. 

Supplee-Biddle Hardware Co., Philadelphia, Pa. 

Sullivan Supply Co., Saginaw, Mich. 

H. C. Tafel Elec. Co., Inc., Louisville, Ky. 

Tool Specialty Co., Kansas City, Mo. 

Townley Metal & Hdwe. Co., Kansas City, Mo. 

Universal Accessories Co., Indianapolis, Ind. 

Van Camp Hdwe. & Iron Co., Indianapolis, Ind. 

Van, The Tool Man, Lansing, Mich. 

Wagner Hardware Co., Mansfield, Ohio 

James Walker Hdwe. Ce., Ltd., Montreal, Quebec, Can. 

Weed & Co., Buffalo, N. Y. 

Western Automobile Supply Co., Omaha, Nebr. 

W. R. Wheeler Co., Indianapolis, Ind. 

Wood-Vallance Co., Ltd., Hamilton, Ont. 


Manufactured 


by 
Eclipse Manufacturin 


Indianapolis, U.S.A. 
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“‘ Dynolite” 


The Detroit Starter Company, De- 
troit, Mich., has placed on the market 
a windshield electric spotlight known 
as the “Dynolite” which is designed 
especially for Ford automobiles. 

It is claimed that while this lamp 














The “Dynolite” spotlight for the Ford car 


throws a very strong light it can be 
focused, by means of a special de- 
vice incorporated in the handle of the 
lamp, to meet with the antiglare regu- 
lations of every State. This focusing 
device, it is said, gives positive con- 
trol of the beam of light. The cur- 
rent can be turned on or off by a 
simple switch in the handle. 

It is said that all the joints in the 
universal bracket with which the spot 
light is equipped are made water- 
proof and rust-proof. The “Dynolite” 
is equipped with a door that has a 
bayonet lock and with a spring that 
presses the lens against the reflector. 
The reflector is also fastened to the 
body of the lamp with another bayo- 
net lock that makes it rattle-proof 
and rigid. The door can be removed 
easily. 

The “Dynolite” reflector is made of 
fine: steel with a copper coat highly 
silverized. The “Dynolite” uses a 
6-v. 24-cp. bulb and is equipped with 
a patented regulator that is said to 
deliver the proper voltage to the lamp 
at practically all speeds. When the 
light is switched on the “Dynolite” 
automatically dims the headlights at 
any speed. 


THE Seiss Mrc. CoMPANy, Toledo, 
Ohio, maker of the Seiss automobile, 
motorcycle and bicycle horns, has pur- 
chased the large factory building fac- 
ing on Lake Shore Avenue, covering 
a floor space of over 52,000 sq. ft. 
The new building offers the company 
opportunity for a long-desired expan- 
sion, which is about triple the size of 
the present building now occupied. 
It is the intention of the company to 
transfer its manufacturing plant to 
the new building some time about 
Feb. 1, 1917. 
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Evinrude Motor Catalog 


The Evinrude Motor Company, Mil- 
waukee, Wis., has recently published 
an attractive 24-page booklet illus- 
trating and describing the Evinrude 
motor and its many uses. Reproduc- 
tions from actual photographs show 
Evinrude motors in operation on row- 
boats, canoes, tenders, dock boats, 
work boats, and other kinds of crafts. 
The various models of the Evinrude 
portable motor are fully described, as 
well as the Evinrude inboard motor 
for permanent installation. 


‘“Leb-Iron” Highway 
Guide Boards 


The Lebanon Machine Company, 
Lebanon, N. H., has recently placed 
on the market the “Leb-Iron” high- 
way guide boards which are made of 
cast iron, enameled in colors to give 
an attractive appearance and to re- 
sist the weather. Each guide board 
is a special casting and the charac- 
ters, letters, figures and arrows are 
separate castings appearing through 
apertures. The sign itself is made 
up by putting together units in the 
same manner in which a printer sets 











At the left the “Leb-Iron” highway guide 
board. The other illustration is of the 
“Leb-Iron” school warning 


type. The characters are removable. 
By taking away the rear board the 
characters may be removed and re- 
placed with little or no danger of 
them being confused. The letters stay 
firmly in place without screws, bolts 
or nails. They are enameled in white, 
blue, yellow or other color so that 
they will appear distinctly. The let- 
ters are raised in order that they may 
be visible in a dim light. They have 
rounded edges to prevent casting of 
shadows. 
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The Twitchell Gage 
Display Stand 


The Twitchell Gage Company, 1290 
Michigan Avenue, Chicago, IIL, has 
recently placed upon the market 
new display card for use with the 
Twitchell pneumatic tire pressure 











The Twitchell gage display stand 


gage. This card is handsomely litho- 
graphed in color and contains 1 doz. 
gages, each of which is packed in an 
attractive little carton. The gage 
itself retails for $1. 


101 Uses for Prest-O-Lite 


The Prest-O-Lite Company, Inc. 
Indianapolis, Ind., has recently pub- 
lished an 8-page booklet in which are 
illustrated and described 101 uses for 
Prest-O-Lite dissolved acetylene. In 
this new publication Prest-O-Lite is 
described as being used for emergency 
lights, for lead burning, welding, 
brazing, for dentists’ use, for heating 
asphalt, lead and solder pots for re- 
moving paint and putty, for soldering, 
for applying rubber tires. 


Lincoln Highway Offices 
in New Quarters 


Business was started the first of 
the year in the new offices of the Lin- 
coln Highway Association, located in 
the Garfield Building, 870 Woodward 
Avenue, Detroit, Mich., where all de- 
partments of the association’s work- 
ing force are now united. These in- 
clude the executive offices in charge 
of Secretary A. F. Bement, the field 
department and office of Field Secre- 
tary H. C. Ostermann, and the pub- 
licity and tourist information bureaus 
of the publicity director, S. A. Host. 

A more speedy and efficient han- 
dling of the many details of the as80- 
ciation’s activities will now be p0s- 
sible with all departments connected 
and working under one roof. Pre- 
vious to locating in the new offices, 
the staff of the association was dr 
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3-Point Spark Plug 


THE FIVE “POINTS’”’ 
That Make a Winner 


FIRST: Bethlehem Spark Plugs are made by a big sub- 
stantial, well-known organization, with unlimited resources 
and the physical and moral ability to keep its word. 





SECOND: Strictly highest grade product made to sell 


at a fixed price and allow a fair margin for profit to the 
seller. 


THIRD: Not built to land equipment contracts on a com- 
petitive price basis. 


FOURTH: The absolute efficiency of the five-point plug 
itself—which warrants the manufacturers’ guarantee for 
the life of the car on which it is installed. 


FIFTH: The elaborately planned national advertising 
“follow up” and dealer co-operation campaigns which will 
keep Bethlehem products moving and making quick 
“turn-overs.” 


GUARANTEED Write for new dealer data. 


for the life 
of your THE SILVEX COMPANY 


CAR BETHLEHEM PRODUCTS 


SOUTH BETHLEHEM, PA. 
E. H. SCHWAB, President 
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vided, occupying rooms in two sep- 
arate buildings in the heart of the 
business section of the city. 

A display of the most interesting 
photographs and maps and other data 
pertaining to the progress of the Lin- 
coln Highway work is offered and the 
touring bureau of the association is 
ready to furnish all information de- 
sired by those contemplating the 
cross-country drive during the coming 
season. 


«“Peteler” Foot Pump 


Moreau & Pratt, Inc., 1834 Broad- 
way, New York City, has placed on the 
market the “Peteler” foot pump for 
tires. 

The pump is constructed of steel. 
The barrel is nickeled and other parts 
are finished in black enamel. It is 
said that high quality plungers, cup 
washers, etc., are used throughout in 
order to insure high pumping ef- 
ficiency. 

A feature of the pump is that when 
the foot presses on the lever the bar- 
rel of the pump is brought forward at 
the same time as the piston is pushed 














The “Peteler”’ foot pump 


into the barrel, giving the pump a 
sort of double action and allowing it 
to be made much more compactly than 
would be possible were the barrel 
made stationary. It is said that even 
a woman or child can rapidly inflate 
a large-size tire with this foot pump. 

The retail price of the “Peteler” 
foot tire pump is $5. 


Junior Automobile 


The American Motor Vehicle Com- 
pany, Lafayette, Ind., has placed on 
the market the American Junior Au- 
tomobile for juvenile use. This is a 
gasoline propelled automobile that, 
according to the manufacturer, can 
be driven at any rate of speed up to 
20 mi. an hr. that will climb average 
hills and that requires very little at- 
tention. 

The American Junior is designed 
and built to carry two people. The 
manufacturer states that it will pro- 
pel 350 Ib. at a rate of 18 to 20 mi. 
an hour on a good road. It has a 
special carrying compartment under 
the hood which is operated by un- 
screwing the radiator cap. The radia- 
tor opens on hinges at the bottom. In 
this way the American Junior can be 
used for light delivery use, for mes- 
senger and newspaper boys and simi- 
lar purposes. 

The wheel base is 70 in. and the 
tread 38 in. This long wheel base and 
semi-elliptic spring suspension are 
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The American Junior juvenile automobile, which is propelled by a Smith motor-wheel 


said to give the car very easy riding 
qualities. 

The power plant is a Smith motor 
wheel and is situated in the rear of 
the car. It can be started from the 
seat by means of a half turn of the 
motor. 

The clutch is a hand-lever that is 
drawn backward to release and for- 
ward to engage. A foot brake is pro- 
vided with a ratchet to lock it. The 
ear is finished with four coats of red 
enamel hand striped. The weight is 
225 lb. complete with power plant. 
The price of the American Junior car 
complete is $160. 


“Oro” Steering Wheel 


The Au-To Compressor Company, 
Wilmington, Ohio, has recently placed 
on the market the “Oro” steering 
wheel for Ford cars. 

This is described by the manufac- 
turer as a high quality corrugated 
wheel with a malleable iron spider 
finished in black enamei. It is 17 in. 
in diameter instead of 15 in., which is 
the standard size for Ford steering 
wheels. This gives an increased steer- 
ing leverage. The wheel can be tilted 
back into the plane of the steering 
column when the driver is entering 
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The “Oro” tilting steering wheel 


or leaving the car. The tilting cor- 
rugated wheel lists at $5.50 complete. 
To meet the demands for a steer- 
ing wheel of large diameter but with- 
out the tilting feature this company 
has also placed on the market the 
“Oro” No. 326, which is also 17 in. in 
diameter. Like the No. 324 this wheel 
is interchangeable with the regulation 
equipment, the spider being machined 
to fit the standard steering column. 
This wheel complete lists at $4.40. 


“Relio” Spring Oiler 


The Brown Spring Oiler Company, 
6913 Carnegie Avenue, Cleveland, 
Ohio, has recently placed on the mar- 
ket a new oiler known as the “Relio,” 
It is said that the “Relio” oilers will 














The “Relio” spring oiler 
effectively and economically oil auto- 
mobile springs, reduce the shocks on 
rough roads and insure quiet, com- 
fortable riding. They can be applied 
without trouble to all types and sizes 
of leaf springs. They are accessible 
for quick and easy filling with oil. 

The “Relio” oiler is made to meet 
the demand for an inexpensive oiler. 
It is made to fit leaf springs 1%, 1%, 
2, 2%, 2%, 2% and 3 in. wide. The 
width should be specified when order- 
ing. Two oilers are needed for each 
spring. Four oilers of one size are 
packed in a carton. The price is 50c. 
for a set of 4 oilers. 


«Atlasta’ Puncture-Proof 
Tubes 


The Ten Broeck Tyre Company, 
Louisville, Ky., has recently added to 
its line of products a new automobile 
tube which is said to be practically 
puncture-proof. 

This tube is composed of a heavy 
armor on the exterior, covered with & 
pure gum compound, and likewise 4 
heavy flexible armor covered with the 
same pure gum compound on the in- 
side. These two sections hold in place 
the new compound and preparation 
that is said to prevent punctures. 
34 x 4-in. tube will carry a pressure 
of 55 lb. There is no chemical oF 
liquid on the inside of the tube. 
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Sell 4 


When your customer 
comes in and asks for 
one tire tell him of the 
advantage it will be to 
him to buy four Dia- 
mond Squeegee Tread 
Tires. 


One Diamond Tire 
will serve him _ well. 
Four will serve him 
that many times as well. 


No better fabric tire than 
the Diamond, with its black 
‘ tough tread and strong, red 
sides, is made. 


Diamond 


Nea 


You can give your 
customer the strongest 
possible assurance of 
that important fact. 


At the Fair-List Price, 
the Diamond Squeegee 
Tread Tire is the most 
economical tire that any 
man can buy any- 
where. 


Sell your customer four of 
these unbeatable tires and let 
him have four times the ben- 
efit he would have in buying 

one. 


ueegee 
read 


Tires 


For Automobiles, Bicycles and Motorcycles 


Factories: AKRON, OHIO 


Distributors Everywhere 
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Corning ‘“Conaphore” 


The Edward A. Cassidy Company, 
Madison Avenue and Fortieth Street, 
New York City, is marketing the 
Corning “Conaphore,” a new scien- 
tific device for use in connection with 
an automobile headlight which is said 
to give long range to the beam from 
the light and to eliminate glare. 

The Corning “Conaphore” is made 
of a special glass known as “Noviol,” 
which absorbs the blue and violet rays 
and eliminates back glare. The latter 
feature is such as to enable the motor- 
ist to drive rapidly with complete 
safety in fog or heavy dust. The 
“Conaphore” has a smooth outer sur- 
face and a series of patented horizon- 
tal corrugations on the inner face. 
These corrugations concentrate the 
light rays in a long intense beam 
which is never more than 42 in. 
above the road. It is said to give 
the headlight a range of at least 500 
ft. with a bulb of 21 c. p. or more if 
correctly focused. It also illuminates 
the road side. The beam passing 
through the special “Noviol” glass 
makes green easily discernible so that 
danger of mistaking ditches for 
bushes is said to be eliminated. It 
cannot clog with dust or mud in the 
summer nor with ice or snow in the 
winter. 

The Corning “Conaphore” is made 
to fit any automobile. Up-to-the-min- 
ute charts have been carefully pre- 
pared showing all headlight sizes for 
the standard makes of cars. The 
prices for “Noviol,” glass vary from 
$1.30 to $6 per pair according to style. 
The prices for clear glass vary from 
80c. to $4 per pair. 


“Answer” Spark Plug 


The Hilborn Company, Inc., 535 
Canal Street, New York City, has 
been appointed sales representative 
for the “Answer” spark plug manu- 
factured by the Hill Insulating & 
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Cross-section of the “Answer” spark plug 


Mfg. Corporation, 511-513 West 
Forty-second Street, New York City. 

The “Answer” is a one-piece, mica, 
spark plug made without gaskets or 
bushings. The center conductor is 




















Cross-section of a headlight equipped with the Corning ‘“Conaphore.”’ 


This lens i# 


illustrated at the right 


wedged into many thin sheets of mica 
which is said to prevent the possi- 
bility of a short circuit. These wrap- 
pings of fine mica sheets insulate 
every part of the center electrode 
from contact to sparking point. 

The company states that the wedg- 
ing of the electrode into the mica is 
done under such great pressure that 
no leak is possible. The electrodes 
are made of special alloy wire and 
according to the manufacturer will 
not burn, corrode or fuse. 

The retail price of the “Answer” 
spark plug is $1. 


“Hovey” Auto Jack 


J. H. Whetstone & Co., Lapeer, 
Mich., has recently placed on the mar- 
ket the “Hovey” garage jack. It is 














The “Hovey” garage jack 


mounted on wheels. The head is 
placed under the axle and raised as 
far as possible. Then the car is lifted 
by simply pressing down on _ the 
handle; the car is lowered by merely 
lifting the handle. Adjustments can 
be made with the foot so that stoop- 
ing is eliminated. The jack is made 
of malleable iron and open-hearth 
steel. The retail price is $6. 


THE A. B. C. STARTER COMPANY, 
Detroit, Mich., which manufactures 
a two-unit starting and lighting plant 
for Ford cars, is erecting a new fac- 
tory. It will be a two-story building 
60 x 200 ft. and will have 25,000 sq. 
ft. of floor space. The plant will be a 
modern one equipped with all the lat- 
est labor and time-saving devices. 


THE BRITTON CARBURETER COM- 
PANY, Cleveland, Ohio, has been incor- 
porated with a capital stock of $50,000 
by L. M. and A. C. Diehl, P. C. Jones 
and others. 


THE Hoop Tire Company, Water- 
town, Mass., has now under construc- 
tion a new building which will pro- 


vide 80,000 sq. ft. of additional floor 
space. The addition, now near com- 
pletion, will allow for a production of 
900 tires per day, but the plans call 
for four stories more on the founda- 
tions laid for the one-story extension 
64 ft. wide and 16-ft. square bays so 
that the capacity can be still further 
increased. The present capacity of 
the factory is 300 tires per day. 


Spring Display Rack 


The Tuthill Spring Company, Chi- 
cago, Ill., has recently originated a 
high-grade all-steel tubing display 
rack for Tuthill springs which is fur- 
nished to dealers, together with an 
attractive sign, with an initial order 
for a small stock of springs. This 
display rack is constructed of seam- 
less steel tubing and is enameled 
black. 

The company has announced a re- 
cent increase in its production by the 
use of new and unique fitting ma- 
chines which are said to give a more 
perfect fit of one leaf upon the other 
than has been possible heretofore. 

In order to give even quicker serv- 




















A display rack for Tuthill automobile 
springs 


ice than has been possible heretofore 
a new stock room has been con- 
structed in which will be ca 
springs for practically every make 
car that is sold in large quantities. 
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Firestone Cementless 


Tube Patches we will 
supply you or any car 
owner with one Free. 
Firestone Tube Patches 
are a good example of 
how much quality counts 
with us even in the little 
things. Let us send you 
one to test. 










Firestone Success Is Your Success! 


Two big, factors for every dealer to consider are the 
co-operative service given by the home office and 
the popularity of the line. 

Firestone products brin?, increased 300d trade. Our 
Firestone dealer co-operation back of your efforts is 
a leader competition can’t match. 

Write for the Book No. 82 It explains tHe Firestone 
dealer plan. 


" FIRESTONE TIRE AND RUBBER COMPANY 
\ AKRON, OHIO—BRANCHES AND DEALERS EVERYWHERE 
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BEARDEN, ARK.—The Bearden Hardware Company is 
erecting a new building. 


DERMOTT, ARK.—The Dermott Hardware & Furniture 
Company will move its stock of baseball goods, builders’ 
hardware, crockery and glassware, mechanics’ tools, etc., to 
an adjoining building. 


APLINGTON, IOWA.—Harken Bros. have succeeded 
Esslinger Bros. They will carry a complete stock of auto- 
mobile accessories, belting and packing, cream separators, 
gasoline engines, heavy farm implements, wagons and 
buggies, and lubricating oils. 


COLUMBIA CITY, IND.—Briggs & Foust have engaged 
in business here, carrying a stock of hardware and imple- 
ments, 


STONE BLUFF, IND.—The H. W. Clawson Hardware has 
opened a store here. 


ALBIA, IOWA.—D. Milton Jones has established himself 
in business, dealing in baseball goods, fishing tackle, builders’ 
hardware, mechanics’ tools, etc. 


ARMSTRONG, IOWA.—T. L. Thorson, owner of a hard- 
ware business for the past 25 years, has sold out to Johnson 
& Ersland, who request catalogs on bathroom fixtures, churns, 
cream separators, cutlery, dairy supplies, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies. prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing ma- 
chines. 


COLFAX, IOWA.—R. R. Kline has disposed of his stock to 
William George. 


HILLSBORO, IOWA.—C. L. Sanderson & Son are succes- 
sors to David Hixson. 


LYNNVILLE, IOWA.—G. B. McCay is purchaser of the 
hardware business formerly owned by B. T. Vestal. 


ABILENE, KAN.—H. R. Kugler, dealing in hardware, tin- 
ware, stoves, paints and oils, has purchased a building on 
West Third Street, adjoining his present store. 


CARROLLTON, KY.—Wood Brothers have commenced 
business here. They will occupy their new building about 
Mar. 1, with a complete stock of automobile accessories, belt- 
ing and packing, pumps, heavy farm implements, mechanics’ 
tools, ete 


SPRINGFIELD, MASS.—The Graves Building at 322-324 
Main Street is now being remodeled, and when completed will 
house the stock of the Graves Hardware Company. On Jan. 1 
the name of the concern was changed to the Carlisle Hard- 
ware Company in honor of its president and treasurer, Fred- 
erick E. Carlisle. The new front now being installed will 
be five stories and of terra-cotta construction, with large dis- 
play windows and offices. The Graves Hardware Company is 
among the oldest in the city, having been established in 1846. 


APPLEGATE, MICH.—Bryon Kelly has sold his harness 
stock to F. J. Holcomb. 


COLDWATER, MICH.—R. R. Kinney has opened a hard- 
ware store here 


KALEVA, MICH.—James McGuire has sold his hardware 
business. John E. Rengo & Co. are the purchasers. They will 
carry a stock of baseball goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness. heating 
stoves, heavy farm implements, heavy hardware, iron beds, 
kitchen cabinets, linoleum, lubricating oils, mechanics’ tools, 
oll cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tinware, toys, games, wagons, 
buggies and washing machines. 


RICHVILLE, MINN.—The J. M. Pettera Hardware Com- 
pany has bought a hardware business here. A stock of hard- 
ware, implements and furniture, etc., will be carried, on which 
catalogs are requested ; also catalogs on automobiles. 


WATSON, MINN.—Ole N. Aamot has bought the hardware 
and implement business of P. F. Bonde & Son, and requests 
catalogs on the following: Automobile accessories, baseball 
goods, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing ma- 
chines. 

GERALDINE, MONT.—Leet & Bergeson have erected a 
new building. 

ALBANY, MO.—Robert Funk and Fielding Pierce have 
purchased the interests of J. R. Ganote and George Walters in 
the Albany Hardware Company. No change will take place 
in the firm name. 


COWLES, NEB.—The hardware and furniture stock of S. 
D. Long has been bought by Welles & McTaggart. 


HOMER, NEB.—The Homer Implement Company is the 
new owner of the implement business of Bert Thacker. 


ORANGE, N. J.—William J. Becker, Jr., has engaged in 
business at 48 Main Street, dealing in hardware, oil, paints 
and automobile supplies, on which he requests catalogs. 


ELMIRA, N. Y.—The George W. Peck Company has pur- 
chased property on which it will erect a three or four-story 
warehouse in the spring. The .firm’s business is both whole- 
sale and retail. 


STANLEY, N. D.—The Northern Implement Company, pur- 
chaser of the implement stock of the Stanley Lumber & Im- 
plement Company, requests catalogs on the following: Belt- 
ing and packing, cream separators, gasoline engines, heavy 
farm implements, wagons, buggies and washing machines, 


NILES, OHIO.—C. H. Wiltsie, formerly manager of the 
Fruit-Ohl Hardware Company, has purchased the interest of 
J. W. Job, president of the Main Hardware Company. 


DYERSBURG, TENN.—The Forked Deer Hardware Com- 
pany, Inc., has recently made some improvements in its store, 
A new store front has been installed, and a tile entrance will 
be put in shortly. 


BEAUMONT, TEX.—The E. L. Wilson Hardware Company 
is erecting a new pe ggg es its wholesale department, 113 
x 300 ft., two stories. e structure will be of brick and 
concrete, fireproof, and contain all modern appliances for 
handling heavy hardware. The firm will continue to retain 
its present quarters for its retail business, offices and sample 
rooms for its wholesale department. 


EL CAMPO, TEX.—J. B. Peterson of Louise has leased the 
Gerst Building, which has been remodeled and stocked with 
a complete line of the following, on which catalogs are re- 
quested: Automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
home barbers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods and 
washing machines. 


GRANGER, TEX.—The Prewitt Hardware Company is 
purchaser of the hardware business, both wholesale and retail, 
of the Granger Hardware Company. 


HONEY GROVE, TEX.—The E. G. McKinney Hardware 
Company has bought from the Richardson-Blocker Company 
its stock of baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite 
electrical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, lu- 
bricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, wagons, buggies 
and washing machines. The stock will be consolidated with 
the present stock of the company. 


MOODY, TEX.—Denny & Witt are successors to Denny & 
Marshall. The new firm will carry a complete stock of auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, crockery and glassware, cutlery, dog 
collars, electrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen houseturpisning®, linoleum, lubri- 
eating oils, mechanics’ tools, plumbing department, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, wagons, 
buggies and washing machines. 


SCHULENBURG, TEX.—The Baumgarten-Matula Com- 
pany has purchased the stock of the Grant Lumber Company. 


RICHMOND, VA.—The old established firm of the A. B. 
Clarke & Son Hardware Company has moved to 510 East 
Broad Street. G. Harvey Clarke, president of the company, 
will continue as general manager. He’ has held this position 
for many years. 


RICHMOND, VA.—Arthur Tate has become manager of 
the Atlantic Auto & Accessories Company, at 808 West Broad 
Street. The firm does both a wholesale and retail business, 
and requests catalogs on automobile accessories and lubricat- 
ing oils, 


BECKLEY, W. VA.—J. G. Foster, for some time connected 
with the Beckley Hardware & Supply Company, has com- 
menced business here under the name of the Foster Hard- 
ware Company. He will deal in the following lines, on which 
catalogs are requested: Automobile accessories, baseball 
goods, bicycles, buggy whips, builders’ hardware, building 
paper, churns, cutlery, dog collars, harness, heating stoves 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, prepared 
roofing, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, wagons, buggies, and washing 
machines. 

SOUTH WAYNE, WIS.—Roy Dalrymple has opened 4 
hardware store here, dealing in baseball goods, bathroom fix- 
tures, builders’ hardware, churns, cream separators, cutlery, 
dairy supplies, dog collars, dynamite, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, and washing machines 
Catalogs requested. 
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APPROVED"! 
AND IMPROVED 


Here is the line for 1917— 


Retaining every quality characteristic which 








has made them nationally famous and pop- 


ASTER 


CALORITE SPARK PLUGS 


have been further improved in design—main- 


ular— 


taining their leadership in delivering maxi- 





mum spark plug service. The Master Calor- 


WBS. ite Insulator used in the 1917 models is ultra 






sturdy. It will not only endure the severest 

Adopted for entire requirements of requirements of legitimate service but also 
United States Post Office Department. Me waits ; 
anticipates the possibility of mechanical care- 


lessness— 


OUR PLANS FOR 1917 


are designed to assist jobbers and dealers to the utmost— 
Will you share in our efforts in your behalf? 








Master Calorite Spark Plugs are quality plugs at a reasqn- 
able price. You can take pride in recommending them 
unreservedly to your best customers, as we do to you— 
Every user is protected by the following: — 









‘‘We guarantee Master Calorite Spark Plugs against 
all defects of material or workmanship and will re- 
place free of charge any Calorite insulators broken by 
heat which are returned to us transportation prepaid.”’ 


Write us for full particulars. 
Six styles—Half Inch Regular—7,” 
Regular—Metric—7,” Long—Half 
Inch Long—Model F for Fords and 


Reos. 


Retail $1.00 and $1.25 Depending 
upon the type. 


MASTER CALORITE SPARK PLUGS 


Made in the U. S. A. Manufactured 
and Guaranteed by 


THE HARTFORD MACHINE 
SCREW COMPANY 


488 Capitol Ave., Hartford,Conn.  ‘““S$t2s™ *""Si.008" 























Metric $1.00 Model F. $1.25 
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THE STAMP OF APPROVAL 


of Twelve Great Automobile Engineers 
and What It Means to Dealers 


Since the last Warner-Lenz advertisement in Collier's Sack: 
and The Saturday Evening Post of January 6th, four new 
names have been added to the list of famous cars now 
using Warner-Lenz as standard equipment. These are 


White, Pathfinder, Doble Steam and Peerless. Previ- ‘ 
ously we had announced the Packard, Marmon, Stutz, STUTZ 


Singer, McFarlan, Hal, Ohio Electric and Daniels Eight. 
HAL 


_Over 300,000 pairs of Warner-Lenz have been sold through our TWELVE 
dealer organization to individual owners of cars. 


Warner-Lenz have been adopted by the big manufacturers for ah a 


one sole reason—this invention, to their minds, has solved night 
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driving problems. Ordinary lenses would and do cost less—but 


the engineers of these companies insist on the best. MeL 


S1x% 
NON-GLARE to get them locally. Hundreds come direct 


Drivers are equipping their cars with to us—some write for names of local 
Warner-Lenz so as to do away with the dealers. alll 
dangerous glare and the weak dimmer. YOU CAN WIN 


This popularity extends all over the United : 
Every owner of a car in your com- 


States. munity is a prospect. Warner-Lenz are 

em ene ans OF bound to be universal. 

THEIR CARS WITH ped It only takes a couple of minutes to DANIELS 

AND OVER 300,000 OWNERS HAVE insert Warner-Lenz in the lamps and there EIGHT 

ALREADY BOUGHT, ISN'T IT A FINAL is no future service necessary. Every sale 

REASON FOR YOUR HANDLING you make creates a booster. He tells 

WARNER-LENZ AND SHARING THE others. / 

PROFITS? All laws favor Warner-Lenz. Wherever Chit. 
For every month during the Spring and tested, they are given the O.K. of police Oo 

Summer we have planned big page adver- authorities. 

tisements in Collier's and The Saturday Warner-Lenz sales have just started. 

Evening Post. Their combined circula- We want good dealers in every city in the 

tion is nearly 3,000,000. We spent country who will help us in the distribu- 

$100,000.00 last year for advertising. tion. Let us tell you what some of our 

During 1917 we will spend $200,000.00. — are making. You will be sur- 

prised. 


eLectan 


Motorists all over the country have read 
and are reading of Warner-Lenz. Many Write for our proposition today. Full 


more would buy if they only knew where particulars will be sent by return mail. JOB BLE 


THE WARNER-LENZ CO. 


905 S. MICHIGAN AVE., CHICAGO 


STEAM CAR 
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OOO STOCK THE KOPPER KING—the most 
ee widely known and most successful carbon 
—— led and rustproof spark plug on the market 
8 


4 
he ee ee 
ae 


today. 


FULLY GUARANTEED—You may return 
any or all unsold Sharp Spark Plugs at 
any time and receive your full purchase 


price. To the consumer we guarantee, 
through you, free repair, replacement or 
the refund of the purchase price. 

THE FINEST MATERIALS and the highest 
grade workmanship go into the Kopper 
King. The solid-center electrode is of 
monel metal and the shell firing points 
are of meteor wire; heavy,copper-covered 
asbestos gaskets protect the porcelain: 
exposed metal parts are copper-covered or 
nickel-plated. 


Anti- fouling 


[NG 


Manufactured by 


The Sharp Spark Plug C 


Cleveland,O. 
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MES BYP 


When making an important purchase 
you endeavor to secure the most for 
the amount expended. Before it is 
possible for you to be sure of this point, 
however, it is necessary for you to 
take into consideration the element of 


QUALITY. 
Back of the name BOWSER stands 


an unquestioned reputation, not only 
for highest quality in material and 
workmanship, but also in service. This 
exceptional degree of quality insures a 
profitable investment to those purchas- 
ing Paint Oil Storage Systems or oil 
handling equipment of any kind. 


S. F. BOWSER & CO., Inc. 


Engineers, Manufacturers and Original Pat- 
entees of Oil Handling Devices 
FORT WAYNE, INDIANA 


Sales Offices in All Representatives 
Centers Everywhere 


Cellar Outfits (Tanks in Cellar) 











will make any car a more 
powerful and dependable 
car. Because Sootless 
multi-wound mica_insula- 
tion — Sootless patented 

construction — Sootless DOMINATION 
over-size and extra-strength 
— make Sootless Plugs BY ELBERT HUBBARD 
gas-tight, oil-proof, prac- 


. . . Read this inspiring 
tically indestructible. nee tx tee Weed 
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OAKES & DOW CO. NUMBER 
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BO3TON — published Feb. 3d 


Advertisers please note 
that forms close for press 
Wednesday, Jan. 24th 
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Turns Carbon 


Into Miles 
The Season’s Selling Sensation 


Carbonization, the bugbear of the 
automobile industry, and the torment of 
the motorist, is now practically abolished. 


And in its place has come 42% to 54% 
greater gasoline mileage—by actual, 
official tests of the American Automobile 
Association itself ! 


This new motoring efficiency is insured 
by the simple, scientific Wilmo Manifold, 
which replaces both regular intake and 
exhaust manifolds. 


The heat of the exhaust gases is util- 
ized to superheat and completely vapor- 
ize the incoming mixture so that every 
vestige of gasoline does full duty with 
the above astonishing results. 


Wilmo Wlanifold 


At the first few turns of the motor the 
Manifold is warm, insuring an immediate 
start, asmart pick-up, and a smoother running 
car under all road and weather conditions. 


Carbon troubles practically cease. Tests 
show virtually no carbon deposits around 
valves and pistons even after a year’s use. 


Tested and proven for over three years un- 
r every conceivable condition before being 
presented to the general public. Now being 
extensively advertised in national publications. 


The biggest selling sensation of the year. 
leader for every modern hardware and 
auto supply house. 


Price, $7.50 to $15, according to make of 
car. Attached in thirty minutes with a 
monkey-wrench. No holes to bore. Simplifies 

engine, 

We urge you to write promptly for full particulars 
covering official and other tests of this popular article, 
4s well as for sales data which means business for you. 


The Whittier Company 


First National Bank Building, 


hicago, Ill. 
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A Friend of Y ours 


Indeed, this attractive little Dutch girl can be a mighty 
good friend of yours! She can open your eyes to an opportu- 


nity that you probably never dreamed existed. Think of the 
many motorists and cyclists in your community, and every one 
a possible customer of yours. It pays to push DUTCH 
BRAND Rubber Cements and Chemical Specialties and this 
little “friend of yours” is ready to prove it. You certainly 
would feel proud of the attractive assortment of packages 
on your shelves and enjoy the substantial profit you make on 


each sale. Write your nearest jobber to-day. 


If you are coming to Chicago to attend the Auto 


mobile Show, visit the Dutch Girl at our booth 
VAN CLEEF BROTHERS— CHICAGO 
Manufacturers 
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One turn of the Motor— | , prorrraBLe SAFETY DEVICE 


i taiaeeneliicdeeiae 
even in zero weather—starts the The wind is treacherous. A swinging garage door 
is dangerous. 


car, when equipped with the 
A bent mud guard, a broken lamp or radiator hurts your 
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SAFETY F. must take certain precaution to protect 
PRIMING PLUG 


himself, and so he must do with his machine. 
“Ignition Absolutely Sure’’ 


The Griffin Garage Door Holder 
Abeubatety gas-tight—ineulation guaranteed 


to crack—Non-spreading electrodes— 
easy to clean. 
With thumb-nut terminal, shown here, 
$1.50 retail. 
ick turnovers—gvod profits for hardware 
lealers ! 
RAJAH AUTO SUPPLY CO., BLOOMFIELD, N. J. 
John Millen & Son, Ltd., 
Winnipeg, Vancouver 
Hughson & Merton, Inc. 
San Francisco, Los Angeles, Portiand, Seattle 








Imperial Auto 
Folding Steel Chair 


No. 211 


The frame is made of the very best 
oval steel and finished in rich black 
japan. 

The seat and back rest are padded 
with felt and upholstered in black 
waterproof art leather. 

Built for strength and safety as well 
as convenience and comfort, and 
when folded occupies less space than 
any other seat. 

Adult size, seat 16” high. 

Child size, seat 12” high. 


Manufactured by 


IMPERIAL BIT & SNAP COMPANY 
RACINE, WIS. 








No. 1914—Patented 
1s a simple, strong, serviceable article designed 
HOLD THE DOdk OPEN. The only ractical article ayes 
placed on the market. Just throw the 
dinary way and it stays there, firm. a oe 
Get ready to demonstrite; there’s money in it for you. 
Made by 


THE GRIFFIN MAN’FG CO. 


7 E. Lake 
ERIE, PA. 39 B, Lake Stren 


37 Warren Street 
New York icago 





SAMSON HORNS 


ELECTRIC AND HAND OPERATED 


Line Up That Profitable Auto Accessory Business by Pushing 
These High Grade Products 


Samson Tiger 


The only Shaft Driven Horn you can safely recommend to 
your trade. One of twenty models. 


ASK FOR LITERATURE AND DISCOUNTS 


‘7 State and 64th Sts. 


SA americate lect ic 9" wa sats 





BANTAM 
Panel Running Board Mat 


Fig. 1020 


Send for sample dozen of this Panel Mat. It is the 
last word in running board mats. Keeps car clean. 
Prevents accidents by slipping. Easy to clean. 
Packed in cartons of 12 mats. 


BANTAM MFG. CO., 64 Pearl St., Boston, Mass. 











KING 
“HANDY-CAP” 


FOR 
FORD RADIATORS 


ELIMINATES ALL 
CAP TROUBLES 
SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 


PALMYRA MANUFACTURING CO., INC. 
PALMYRA PENNSYLVANIA 
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Noahs Pitch 


will stop that leak 


In roof, gutter, chimney, flue, skylight 
or cornice 


Get Acquainted With It, Mr. Dealer, At Our 
Expense. Simply send your name and address. 
We'll forward free a liberal six-ounce can of 
this special plastic com- 
pound. A favorite Carey 
staple. Demand for it is 
growing. An easy seller. 
Satisfaction guaranteed. 
Comes in big-mouthed 
cans. One pound and up. 


The Philip Carey Co. 


222 Wayne Avenue 
Cincinnati, Ohio 
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Our complete manufac- 


MORE PROFITS 


FROM 
to offer SASH CORD of 
S A S H good finish and dependable 
uality at lower prices 
than other manufacturers. 
This is a broad state- 


ment to make—prove it by 
RD a trial order. 

“ALBA” brand, a ster- 
ling, high grade, unspotted 
cord, free from imperfec- 
tions and, by actual test, 
proven to be as durable as 
other brands that cost more. 

“STAR” brand, a more 
popular grade; our second 
quality but equal in 
strength and durability to 
many so-called ‘first qual- 
ity” brands. 

Won't fray, break or 
catch in pulley. 

Let us tell you more 
about our line and prices. 
A postal brings full infor- 


mation. 


Gil = GS 


ESTES MILLS 
FALL RIVER, MASS. 
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THE CHAMPION 
Acie Floor Hinge 


This handsome hinge of few parts has 
the “call,” and deserves it. 





The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 








WHITAKER -GLESSNER 
COMPANY 


Manufacturers 
BILLETS, SLABS, 
SHEET BARS, 
BLUE ANNEALED 
SHEETS, BLACK 
and GALVANIZED 
SHEETS AND 
FORMED ROOF- 
INGS. 

























PORTSMOUTH 
WORKS: 


PORTSMOUTH 
OHIO 
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= “PHILADELPHIA” 


VANADIUM CRUCIBLE STEEL BLADES 
THE MASTER ALLOY AND TOUGHEST STEEL KNOWN 
ORIGINATORS OF THE FIRST SIDE WHEEL LAWN MOWER IN 1869 
NEARLY A HALF CENTURY DOING ONE THING WELL 
BEARINGS BORED WITH RIFLE BARREL ACCURACY 
OUR SERVICE IS DISTINCTIVE 
OUR SHIPMENTS ARE PROMPT 
WORKMANSHIP AND MATERIALS 
HIGHEST GRADE 
GENUINE ‘*PHILADELPHIA” LAWN 
MOWERS ARE MECHANICALLY CORRECT 
SIMPLE, DURABLE AND THE BEST 
““GOOD WILL” ASSET FOR THE DEALER 


SEND FOR 1917 CATALOG 
The Philadelphia Lawn Mower Co. 


Makers of Hinh est Grade Style “K”’ Loe or roller bear- 
wn Mowers Exclusively | my Philadelphia roller bearings 


Style Oe ee Se 31st and Chestnut Sts., Philadelphia, Pa. ,U. S.A. are moved old style ball 











The “Atlas” — 


phcateae urges 
MLL GST a a 


Accurate in Capacity 


Better Service for the User 
mugs Better Business for the Dealer 


Capacities from 600 to 2600 gallons per 
hour. May be operated by hand, gaso- 
line engine or electric motor. If electric 


driven, may be automatically started Built on the 
ae foundation of 


For use in Hydro-pneumatic Water > 
Sonya and for general pumping ser- 50 years eCx- 
vice, where water is not more than 25 : 

feet not Oe ype ° The Mate pel isa perience. 
solendidly built, medium priced pump. : ° 
When desired, air can be pumped with Write for Catalog Ne. 18 j 


the water. Sturges & Burn 


Write for details about this and also ask 
for a copy of aeons ome tag wor fg. Co. 
Catalogue, which tells about more than 

a thousand styles and sizes of Deming 508 South Green St. 
Pumps. 


THE DEMING CO.,, Salem, Ohio 


GENERAL AGENCIES 
Chicago: Henion & Hubbell 
Pittsburgh: Harris Pump & Sunplv Co. 
Buffalo: Root, Neal & Co. Agencies in all Principal Cities . 


Chicago, Illinois 

















/ “The Shelby CHIEF,” (Reeds “The World’s Best \ 


9? 
loor Hinge 
Made at Shelby, O. Sold everywhere 
We stand back of every gpensse Shelby Chief you sell. 
Your customers want the Shelby Chief. hey want quality and peeeener- 
Why not? The ae ~igs no more than the so-called just as good kin 
ATTACHING 


$ Why waste 
S your time 
apungteteiee 
t, floor hin 
5 when sati 


Your rete Da 


asset? CONSTRUCTION OF. 
ALIGNMENT PLAI 


haven’ t Shelby Chiefs in stock tel! your customer that you 
get them for him. 


= TheShelby Spring Hinge Co., Shelby, 0. 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 
“Twelve Medals of 


<n WAR, 








INCORPORATED 1895 


Award at Special Grand Prize 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 
Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 























































T H FE B EF S T 20M aS 
= Your Trade = 
REASON = will value the features of = 
= Simplified- Reading and = 
Pu Senck: = Top Graduations which = 
: oy ee = are embodied into = 
: ’ = = 
e] 66 ’ = = 
| MORSE _ DIETZGEN — 
DRILLS 2 Measuring Tapes = 
= These practical and advanta- = 
= geous features will bring “re- = 
Lite ‘their ‘ability to = peat orders” on a profitable line. = 
do the work for which = ecusieebw sities bet = 
they are designed. The = Eugene Dietzgen Co. = 
accuracy of workman- = nr enenaere = 
ship and the quality of BB ne his eegdimetaresgiibenermncn = 
material used warrants = ‘ = 
satisfaction to the user = 26>. = 
and profit to the seller. = ; ’ = 
Si 2 
Morse Twist Drill & Machine Co. ee 
New Bedford Mass. 
BIFURCATED RIVETS 
Established Eighteen Eighty-four 








Main Office and Factory 
JUDSON L. THOMSON MFG. Co. PM g a 
. Waltham, Massachusetts ' : 
Bifureated and Tubular Rivets, Meta! Specialties and Rivet Setting Machines. 


ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- ° 
ery and are therefore umiform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U.S. A. 
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The Chest is Free 


We give it to you absolutely free with a 
moderate assortment of sockets, handles 
and accessories. 


That assortment relieves you of decid- 
ing just what you need because the quan- 
tities of each size are determined by the 
exact ratio of their demand. 


Write for Special Free Offer and ask, 
too, for our catalog of Socket Wrenches 








(The Field for Power Sie 4 


is Getting Bigger Every Day 


With the tremendously increased use of small en- 
gines and cheap-fuel power plants among farmers 
and mechanics, the demand for power tool grinders 


and other fast-selling Mossberg specialties. 


Frank Mossberg Co. 


Attleboro, Mass 


is growing in leaps and bounds. Prepare to cash in 
on this demand with 


LUTHER 


POWER—BENCH 
TOOL GRINDERS 


The last word in modern, adjustable for wear—special 
tool-grinding efficiency. Take attachments for different 
any form of power—above, jobs, Sickle and Disc Shar, 
below, or either side. Special ening Attachment clinches the 
adjustable tool rests—extra- farmer trade. 

large dust-protected bearings 


Write For The Famous Luther Catalogue. 


Luther Grinder Mfg. Co. 
\ 980 Point Street Milwaukee, a 

















Socket Chest No. 300 


























NTERESTING 
NSTRUCTIVE 
NSPIRING 


The world wide ‘‘Spring Buying Number” of 
Hardware Age will be published February 3d. 
It will contain among other things the great 
story on 


DOMINATION 
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K & E “Ready Reading” Tapes ‘ . 
| ‘ 314) | | 


t errors and save time. The foot numbers are in the most convenient position, 

beth horizontal and vertical measuring. 
a exclusive features, such as KECO finish (to guard against rusting), Patent 
(as Centers, etc., insure satisfied customers for the dealer handling K & E 
apes. 


Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
$16-20 S. Dearbern St. 817 Lecust St. 48-50 Second St. 5 Netre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 

















HERE THEY ARE 
The Cobbler Sets That Will Satisfy Your Customers 


=) 


cr 
' 


THE STEEL FRAME 


is designed to withstand the 
usual abuse that is so fre- 
quently applied to pipe 
wrenches, reinforced at the 
points where the strain is 
concentrated. The springs 
are full of life, permitting the 
wrench to release its hold 
quickly. 


F. E. WELLS & SON CO. 


Greenfield, Mass., U.S.A. Ta gg 
Economical 
Write for Catalog No. 14H 


STAR HEEL PLATE CO. 


Louis Sacks, Prop. ‘ 
NEWARK, N. J. U. S. A. 


EI i 


* 














“Modern business is the simple game of dominoes with a 
college education,” says Elbert Hubbard in the essay on 
DOMINATION to appear in the Spring Buying Number 
of Hardware Age, to be published Feb. 3. 


Advertising forms close Jan. 24. 
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Don’t Overlook No. 161 


This ADJUSTABLE GRINDSTONE TRUER is not a big 
seller but a dependable one, and at a mighty good margin of profit. 


At practically no trouble or expense, it keeps grindstones in 
the best condition with the absolutely true, even and gritty surface 
so essential for speedy, effective work. 


Prices and full particulars will be found in Catalog No. 31. 


ATHOL MACHINE CoO., 











Athol, Mass. 














HIGHEST QUALITY 


REASONABLE PRICES 


MAKES 


SATISFIED CUSTOMERS 
PROFITABLE SALES 


UNION 
Sr. etl 


2 





THE GLEN 
Scrapes Shoes Clean 








How Many Women 


do you suppose would continue to put 
up with tracked-up floors if they 
knew there was such an effective shoe 
scraper as the GLEN steel door mat? 


oS MASS 


This is the kind of door mat house- 
wives have been wanting for years— 
one that always scrapes the shoes 
clean. The GLEN is sanitary and 
self-cleaning, as the dirt falls 
through to the floor, where it can be 


Snecessors to , 
Union Caliper Co. 
Bates Mfg. Co. 





easily swept away. 


If you are not already a Glen mat 
dealer send for details of our co- 
operative plan now. 


McKinney Manufacturing Co. 


Pittsburgh, Penna. 


Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS x" 
CALIPERS DIVIDERS, AP WRENCHES, 
A ETS, CENTER PUNCHES 9 
' fEMPERED STEEL RULES 
vARES 


COMBINATION s 
HACK SAW FRAMES LOC 


KEY SEAT 
HREAD GAUGES, THICKNESS. GhUGE 


ees gy of Tool Holders for 
Turning, Pilani Shaping, Slotting, Cutting-Off, Side 
Outting, Threadhag, Ke c" Seating, Lathe Dogs, Drill Holders, 
Machine Vises and Screw Machine HON A 


Selling Agents—Surpless, Dunn 
N. Y¥. City; 84 N. Clinton Se 





74- g P aed 8t., 
"heres 1. 
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| NOV.22 1910 
CT. 
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Combi- 


nation 


Parker’s 


>: \ Te 

You can’t sell a more convenient, stronger, or more serv- 
iceable vise for pipe work. This one ‘has a Patented Expansion 
Ring Swivel, operated from side of vise, handy to the work. 


A great improvement. 
Made also with Parker’s Patented Solid Steel Bar running 


entire length of side. This feature gives greatest possible 
strength and makes the slide practically unbreakable. Has 
Semi-Steel Castings. The Steel Faces are milled, correctly 
fitted to jaws and renewable. Three popular sizes. All good 
sellers. Liberal profit. Send for Vise-Catalog No. 5. 


The Charles Parker Company 


N. Y. Salesroom, 32 Warren St. Factories, Meriden, Conn. 














Nails on 


RIB CENTER 


Can’t Slip 
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Order STANLEY No. 3000 '' 
*“Twinrold”’ Self-Tightening 


Coiled Double Box Strapping 


Nails driven 
obliquely on 
RIB CENTER 
Tighten Strap 


Nov. 6, 1912 


WORKS 


CHICAGO 
See pages 46 and 47 


Pat. Sept. 26, 1911; 


wav YURK 
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A NEW “YANKEE” TOOL for smaller screws. A quick and 
convenient driver for carpenters, cabinet makers, electricians and 
all mechanics who frequently have a large number of small screws 
to drive. The spring in the handle drives it back quickly for the 
next thrust and holds it extended, making it a very excellent tool 
for overhead work or in tight places where other screw drivers 


111 


A NEW TOOL 


YANKEE 
No. 135 





will not reach. Your jobber will supply you. 


A NEW TOOL |inorTH BROS. MFG. CO. 


YANKEE 
No. 135 


Philadelphia, 





Pa. 
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HARDWARE 
STORE 
FOR SALE! 














ERY simple matter—the 
Opportunity Exchange 
is read every week by 

men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
ecotfomical method of reach- 
ing them. 

50 words $1.00 





Opportunity Exchange 





Goes 80% Further 


When you can tell your customers 
that Hilo Flat Finish covers 80 per 
cent more surface, you have an un- 
usual talking point. 

Many dealers have played up this 
point with great success. 

Hilo Flat Finish is a specialty—and 
a profitable one. Ask for sample 
and proofs. 


Moller & Schumann Co. 


53 Years Making Hilo Varnishes 
Japans, Enamels 


BROOKLYN, WN. Y. 
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239 W. 39th St., N.Y. and the replies will follow. ee ee 
= pve ND The Cups 
EMPRESS roise'Y2rs ~ eel 
rv ¥ ie sent only a 
._i® 5 Spnng tom | Part of our 
Plain No. 299 Leather Packed Short Pat. Marine line. 
o BOWEN MFG. CO. 
AUBURN, N. Y. Write for fall 
Spring Lock CATALOGUE ON APPLICATION Wire Lock 
information. 
Fd an Ss 8 eons @ 9 Ask for 
[LRatcher “soc. SOC. woc. “WoC OC. “KOC. ~<oc. ort Oc Wing Top ( Catalogue L. 
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A Fourth Argument for J. B. Scales 


Some scales are built for temporarily correct weighing, and a 
short time sees their adjustment destroyed. Others are built 
of faulty material; more seek only to evade the rigorous exami- 
nation of the law. 


J. B. Scales are not 
only permanently ac- 
curate, but they are an 
ornament among the fix- 
tures of any store. 








SMELTO 


A man’s broom, heavy 
— Rc ad smelters, m.... 
wharts, ships and ind 

py te ndustries of 


Note the heavy wire bands and 
over-size Haroma Handle~ 
counter-sunk — made from ge- 
lected broom corn fibre and split 
rattan. 


This long wearing broom 
shipped to all parts U, g, 
Freight prepaid on 3 dozens, 
Price $9 dozen. 


ee Lee Broom & Duster Co. 
LINCOLN - NEBRASKA 




















Corrugated 
Joint Fasteners 


The keen saw 
toothed edge means a 
quick job—and solid 
joint. The finish is of 
the well known 
“Acme Quality.” 


Write for samples 
: and prices. 


ACME STEEL GOODS COMPANY 


2840 ARCHER AVE., CHICAGO 
Atlanta, Ga. New York City San Francisco Montreal, Quebec 











HARDWARE JOBBERS 


The “SUPERIOR” Balers have many 
points of superiority over all other Balers, 
which are easily shown in our illustrated 
circular. 
The No. 30 “SUPERIOR” Baler is the 
Baler to order, for it is the merchant's 
favorite size, most economical Baler in 
the use of wire, is built the proper height 
for the ease and convenience of the oper- 
ator, has ‘‘U’’ shaped compression clamp 
encircling entire Baler and contains more 
baling space than Balers sold at higher 
prices. The large capacity in which we 
mauufacture the Balers enables us to give 
such good quality for the money. The 
above statements are verified by thousands 
and thousands of satisfied customers. 
Order from your jobber, or if he is unable 
to supply you write us for name of Job- 
ber who can supply you and information 
regarding service bulletin as to how to obtain highest prices for 


baled paper. 
G. WENZELMANN 
Prop. Galesburg Paper Press Factory, Drawer 49, Galesburg, Ill 








When the Trunk 


Comes Down 
from the Attic 


in preparation for the summer vaca- 
tion trip—that’s your cue for enter- 
a scene th Acme Ball 


a CO. | and 
ecHatz MEG can be fastened se- 
mu | curely by five No. 9 rivets wy hg 


The Schatz Mfg. Co. 
Poughkeepsie - N. Y. 


Agents: 
J.C. MeCarty Py aa) Marray St., N.Y, 


The Storm King 


Lantern 


WIND AND RAIN PROOF 
250 Candle Power 


Operates 15 hours on one quart of gaso- 
ne or kerosene. Automatically cleaned; 
cannot clog. Can be turned high or low. 
Will stand more rough usage than the 
ordinary lantern and has no wicks to 
trim, no chimneys to wash, no smoke, no 
smell and no dirt. Just the thing for 
farmers, dairymen, shows, fairs, sports- 
men, motor boats, construction work, 
railroads, etc. 

The Storm King weighs 3% pounds 
net and is 14 inches high. Put up in 
single cartons. A sample will be sent on 
trial to any rated dealer. Order a sample 
today, or send for further particulars. 


National Stamping & Electric Works 
416 S. Clinton Street, Chicago 








Means Money 


You'll find this mark on every genuine PROTECT-A- 
LITE Safety Wire Gas Globe, the mark of perfect satis- 
faction that insures easy sales. No gas fixture is com- 
lete without the — that these globes afford. 
either is any hardware stock complete without them. 


The Safety Wire Gas Globe Company 


Columbus, Ohio 














Sherman Pump Leathers 


Make Steady 
Customers 


Always the Same __:: Always the Best 


For fifteen years we have bought Best Oak Tanned 
Leather from one tannery. We do not manufacture 
belting, hence use no belt ends, nor do we buy scrap 
leather. Others may have equal appearance, but not 
the substance, as our Leathers are not doctored up by 
paste or sizing. 


Packed in Attractive Dozen Cartons 
Free Sample on Request 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 
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You Get the Biggest Return 


in all the nay 8 he of Hose 
Service when you *“*YERDON’S”’ 
CAST BRASS HOSE. BANDS. 

Made of a Special RUST-PROOF, 
composition metal, exceptionally 
strong and durable, they hold the 
hose firmly with a double, all-round 
‘grip’’ assuring a permanently tight 
connection. They can be used re- 

peatedly and will be right on the 
job doing Efficient work long after 
others are scrapped and forgotten. 

ALL sizes for hose 4%” O. D. up 
to the largest Section Hose. Most 
satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 8. 
A. Used everywhere. Unequalled by 
any. 

We solicit your stock orders. If 
you don’t know them write for sam- 


ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 


FORT PLAIN, N. Y. 





BOX 102 


Perfect Clinching 
Hose Coupling 


a Tet 


pare~res me 





Brass Body and Galvanized Steel Clamps 
Complete in one article. The Lowest Priced 
Quality Coupling on the Market. Also fur- 
nished in all brass. It makes a strong, Tight 
Job—as Neat as a Factory Inserted Coupling 
Special Clamp Construction Prevents Cutting 
of the Hose. 

Send for Catalogue of Hose, 


L. R. NELSON, PEORIA, 


Under Patents 


Accessories 


ILL. 


Exclusive Licensee 











THE PEN DAR CONSUMER 


A NEW.AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
other combustible material; 
also a neat Basket for Waste 
Paper, Leaves, etc. The 
pve | of any material or 
waste has a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 
ade in four (4) sizes, 
























































nh Send for description and 
prices. 
I — 
g Pennsylvania Wire Works 


Edward Darby & Sons Co., Inc. 
- 235 Arch Street, Philadelphia, Pa. 





TheGilsonWeeder 


“Replaces The Hoe” 
Sells on sight and nets 


you a handsome 










ment a garden 
owner glimpses the 
brand new features of the 
“Gilson’’—the new combination 
weeder—cullivator and rake—with its 
oscillating double-edged blade (which ‘‘clips”’ 

the weeds and loosens the soil on either stroke) 
and its long-tined reversible rake—the sale's as go 

as made. Comesin four sizes, suitable to field, gar- 
den, truck patch or flower bed. Affords a liberal 


profit to the dealer. For Illustrated Catalog and 
complete information address: 


J.E. Gilson Co., Dept. 32, Port Washington, Wis . 





Patented 














NORCROSS , 


Garden Cultivator Hoes 


“Superior to Imitations’’ 


From the tip of the handle to the 
Shovel Points —a NORCROSS 
shows its Excellence. 
More than a 
— are in 






















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 









































Slipping Rings, 
and Cross Bars: 





PREMAX SPECIAL—The Best Kind 
We make quality claims and sell to discriminating houses 


Send for Catalog No. 
Prices Moderate. 


that appreciate the best to be had. 
24-H, showing chains in great variety. 


NIAGARA FALLS METAL STAMPING WORKS 
Niagara Falis, N. Y., U. S. A. 8-106 
Hame Chains, Breast Chains, Trace Chains, Tie-Out Chains, Jockey 
ains, Spreader Chains, Bit Chains, Stallion Chains, Cow Ties, 
Leads, ete., ete. 











Get our Special Ensign- 
mplie propos . 
tion to new Bickford 
~~ Co. 
Cc. a Mevenmts Simsbury, 
ns Sold b t 
Bushnell, lil. J ether Conn.,U.S.A. 
U.S. A. 
PREMAX HALTER CHAINS Pesetias - Che sapest Because the Best 
°agaSFFLay PATENTED ea I OD I R ot 
All Steel, with 
Mighest "areas F EARL CLOTH 
PREMAX—The Best of Its Kind Steel Fixtures— 
Snaps, Swivels, 


is non-rusting, does not require re- 


painting, and is practically indes- 


tructible. Copper colored wires in 
the selvages identify it—our  re- 
putation guarantees it. 


The Gilbert & Bennett Manufacturing Co. 
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“HOLD 
FAST” 


Ask your Jobber 
ONE YEAR 
GUARANTEE 
Double and stitched 
of the heaviest 
Chrome 
Retail Price - $1.50 








Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 








, 
Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 
THE NEY MFG. CO. Canton, Ohio 


Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











The “Original” Gutter Hangers 
Made by Berger Bros. Company 


are the strongest, neatest and 
handiest made; 2c different styles 
to suit any requirement. 


Look for the “BB” on 
every piece. 
Send for free samples 
No. 10 and No. 8 Catalog. 


BERGER BROS. COMPANY 


Office: 220-31 Arch St, Store: 237 Arch St. 
Warerooms and Factory: 110-114 Bread Street 


PHILADELPHIA 





Guaranteed 
Quality— 


You get it with F. Dieckmann 
Elbows and Shoes. Made of 
highest grade materials, round, 
square, corrugated, 

plain; all angles 

and designs. 


The Ferdinand 
Dieckmann Co. 


Cincinnati, Ohio 

















WRIGHT’S 
PATENT 


Expansive Bits (fy 


Small size bores 4d tol E (Ss 
in. Large size res < 
to 3 in. Have greatest baie: 
strength and ease of bor- ; 


ing. Cutter accurately 
adjusted and absolutely 
can not slip. 


CLARK 


Expansive Bits. 
size bores to 1 
Large size bores to 3 
in. Well known every- 
where. 

Manufactured by 


The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 


* vented. 








RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


- 


Creeping of the bit cutter is absolutely pre 
Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 
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“WALL OILERS” 


ively insure against kicks 
a coche i... « carefully 


made of the best snatatial and fully 
guaranteed for § years. They won't 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of melting the bottom out. 
“Styles and sizes for every possible 
requirement—all the same high qual- 
ity in design. material and workman- 
ship, each backed by our guarantee. 
Cot prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 





Perfect Clinching Hose Couplings 


Patented finger con- 
struction prevents cutting 
of hose. The same applies to all 
Perfect Clinching Hose Menders. 


Lawn Sprinklers 


For sprinkling large areas. 
Our goods make steady cus- 
tomers. Get our catalog on 
these profitable lines. 


Sold through Hardware Jobbers. 
STUBER & KUCK co., Peoria, Ill. 


New York Office: 154 Chambers St., Sherwood, Mgr. 
San Francisco Office: Rialto Bildg., he “p. Horn, Mgr. 














SATISFY 


your customers 
DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 


How is your stock? 
Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


KO4 ESTABLISHED 1827 Ds 





GENUINE ARMSTRONG STOCKS AND DIES 
Threads PIPE, BOLTS, BRASS PIPE 
MALLEABLE IRON HINGED PIPE VISES 
Sizes 
PIPE CUTTERS 
HAND AND POWER PIPE MACHINES 


Manufactured by 


The Armstrong Mfg. Co. 
290 Knowlton Street, Bridgeport, Conn. 
We make prompt delivery 














WILLIAMS’ 
“Vulcan” 
Chain Pipe 
Vises 
ON HAND 
Insure Quick 

Sales 


We have special ways of co-operating 
with our dealers. 





May we explain them? 








and ~ a inna ol 
“Grand Prise” J H.WILLIAMS & CO. 
flor excellence 
“yt 59 Strest BROOKLYN, N.Y. CTY 
1/8 to 8” pipe The Wrench People 











“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


uni 


tag.t agg wang. oe Toggle Machine a 
Bolt Bolt - 


"STAR EXPANSION BOLT COMPANY 
120 W. Lake Street, CHICAGO 147-149 Cedar St., NEW YORK 











Prompt Shipment on Receipt of 
Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop- 
per ; Conductor Pipe, Copper; Crimped Sheet, Cop per; Eaves 
tough, Copper; Elbows, Copper; Gaskets, Corrugated Copper ; 
Hammers, Copper ; Mitres, Copper ; Nails, Copper ; Rivets, Cop- 
Ber Roli Copper; Shoes, Copper; Sheets, Copper; Soldering, 
Opper; Spikes, Copper ; Washers, Copper. 
If your selling needs are listed above, write us at once. 
Pittsburg Copper and Brass Rolling Mills 


| C.G. HUSSEY CO., 9 uneNt: *™ 
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, After the January thaw, look 
. out for a Big Freeze Up. It will 
' pay you to look well to your 
stock of C. & L. high grade Fire 
Pots and Torches and be pre- 
pared for every emergency. Re- 
member C. & L. Fire Pots and 
Torches are made with heavy 
generators, producing intensely 
hot blue flames, and will work 
indoors or outside in rough, 
stormy weather, far below the 
zero point. It will pay you to 
be forehanded. Jobbers supply 
at factory price. Send for cata- 
log—it’s free. 


Clayton & Lambert 
Mfg. Co. 


Detroit, Mich., U. S. A. 


No. 32 Torch 
List Price, Each, $8.00 
Discount 





C. E. Jennings’ Arrow Head 
Tool Chests, “Tool Cases, Too! Kits 


Tool Case No. 75 Tool Case No. 85 


Write for our new catalog of Tool Chests, Tool 

, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Tool Cases, 


C. E. Jennings & Co., 71-73 Murray St., New York 








rot ~ American Wire and 
zs Peerless 


Tacks 


combine all the essential features of good tacks, and 
are sold under our guarantee of full weight and full 
count. Furnished in either carpet, upholsterer, bill- 
poster or railroad styles; in finish—polished or blued, 
tinned, coppered or galvanized; packed in bulk, kegs 
or boxes, count papers, colored cartons or toy barrels. 
Illustrated catalogue and prices furnished. 


* . 

American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 











REASONS WHY YOU SHOULD STOCK 


“Red Devil’ Auger Bits 


Yield liberal profits. 

© Have 10 % greater clearance. 
Made ; © Bore with or against the grain 
in single in hard or soft wood. 
and double © Pull themseloes in 
twist, all hand without pushing 
forged. ” be in any hind 

of wood, 

Every one has a 
full-polished worm 


and red shank. 
Smith & Hemenway Co., Inc. 


98 Chambers Street NEW YORK CITY 














LEBANON frets tices BIT 


This bit will do 50% more 
work because of the Rapid 
Lead Screw Point, and the 
center of the Dit being made 
thin and the sides thick. The 
Lebanon High Speed “Z” 
Twist Bit will not choke. This 
is a decided improvement in 
auger bits. You should inves- 
tigate. 


THE LEBANON MACHINE CO. 
Lebanon, New Hampshire, U. S. A. 


If i’s DROP FORGED 
WRENCHES you're 
after, remember 

that P-S Quality 


is Guaran- 


Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 























THE TACK 





Robertson Horse Shoe Magnet’ Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver medal (Highest Offered) Panama-Pacific Exposition 


ARTHUREIR. ROBERTSON, 144 Oliver St., Boston 











Trade Mart 
BILLINGS and SPENCER COMPANY 


HARTFORD, CONN. 


Manufacturers of Machinists’ 
Wrenches and Drop Forgings 
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SAMSON CORDAGE WORKS 









Iron Fence and Gates 


~i Lawn Vases 
Settees 


aaa lai “84144 a 


mL sccars wanre 


tHerrririirt AGENTS WANTED 
eee eee eT) Send for( atalog 
THE STEWART IRON WORKS CO Cincinnati, Ohio 














MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. sow Aa carALos 
BOSTON MASS. 
sLOYD 
foe’ KNIVES 883, 





New Haven Oyster Knife 


ROBERT MURPHY’S SONS CO., Ayer, Mass. 

















HILL’S 


Famous Clothes 


Dryers Order Now 
Hill Dryer Co. 
Worcester Mass. 


Mfe'rs of Hustier Ash Sifters 














oHN SOMME oui Faucets) 


Pee BEST BL —-— 
MAPLE E wooo Bony BODY HIGHLY POLISHED 
uaine omy HE ennume ane ST! ane STAMPEO in TH 1” TRE Weose with 
= — TRADE MARK MALTESE CROSS per cur) 

- BEWARE OF IMMITATIONS 

2 att - SUCH AS FAUCETS SIMLAR IN SHAPE WITH KEY 
1] MADE OF LEAR IRON,OROTHER INFERIOR METALS, TINNED OF NICKELED. 


















PRIEST’S 


Clippers 
The world's standard ‘“‘back 

o’-the-neck’’ shaver deserves 

your serious investigation as 

a profitable item of stock 
Write. 

American Shearer Mfg. 


Company 
Nashua, N. H., U. S. A. 








BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 





“GEM” Nail _— 


The famous ‘‘Gem’’ is 
mounted =. on a oe 
Sell at 






nail clipper. Write. 
H. C. COOK CO. 
Ansonia, Conn. 











Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 


Morton’s Cable Chains 
BRONZE AND STEEL 


For hanging sash and suspending doors, gates, 
weights, etc. Very easy to apply. Strong and 
durable. Some have been in use over 25 years. 


Thomas Morton, 245 Centre St., New York 











O. LINDEMANN & CO. 


wo eee 


Established 1863 
New York 


Manufacturers of 


BIRD 
CAGES 


35-37 Wooster Street 








THE WINSTED EDGE TOOL WORKS 


Manufacturers 
Chisels, Gouges and Drawing atin 
Established 1827 Winsted, Conn. 














Eyelet Tool Co. 


Cloth Containers 


for all kinds of Tool Sets 


Send us your special patterns and 
we will submit duplicates of our 
construction. 


Ask for Catalog “Tool Rolls” Dep’t T. 
The Troy Carriage Sun Shade Co. 
Troy, Ohio 


























THE unguen C0. 


UNION FACTORY 
PINE MEADOW, CONN., U.S. A. 











This mark is destined to become 
one of the most far-reaching 
factors in the automobile field. 
The comprehensive sales and 
advertising campaign which is 
now under way to assist dealers 


* © is one of the most unusual that 

Motor Specialties has ever come to your atten- 
tion. We invite well equipped. 

progressive hardware dealers to 

communicate with us promptly 


Crew Levick Company, 2227-51 Land Title’ Building, Philadelphia 
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ROCK ISLAND AUTOVISES 


Number 241 vise is swivel, weighing 80 Ib., and is adapted for 
automobile and heavy repair work. 0. 231 vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. :: Rock Island, Il. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 21a 
241—Autovise COMPLETE LINE OF VISES MANUFACTURED —Autovise 















“‘Banner”’ 


“Challenge” “‘Rival’’ 


“Reliable’’ 
EVERYBODY KNOWS THESE 


UFAIN MEASURING TAPES 


Distinctive in Quality—The Very Best 


SEND FOR CATALOGUE 


vi, THE LUFKIN fpuLe (0. Saginaw, Mich. “conc: 





AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 


THE NEY MFG. CO., Canton, Ohio 











ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C.S. Osborne & Co. 
Newark, N. J. 





PLIERS 
NIPPERS | 


AND 


PUNCHES 


Send for Catalog 

































i >a E V-KEYSTONE Galvanized ized Sheets 75 ) 
| Made from KEYSTONE COPPER STEEL —Unequaled for Say ‘7 Sry 4 { 
| CULVERTS, TANKS, ROOFING Py | 
| and all forms of ex sheet metal work. These sheets - highest in quality and resistance "a 

to rust. Look for the K e7mone added below Apolo tr trade-mark. We also manufacture Apollo edie 
Corrugated and Formed Roofing Products, Black Sheets, Special Sheets, Terne Plates, Etc. | 


AMERICAN SHEET AND TIN PLATE COMPANY, Frick Building, at Pa. — = “ 











Snell’s Star Bits bore quickly and satisfy every user. 

They sell best, because best known—over 120 years on the market Guaranteed 
right in every way. Get our terms and catalog. 

All sizes, kinds and styles of augers and bits. 


SNELL MANUFACTURING CO., Fiskdale, Mass. 
Selling Agents « - - JOHN H. GRAHAM & CO., 113 Chambers Street, NEW YORK 




















Estas isco 1850 


— wer F&F 
JOHN HASSALL. inc. 
Rivets. 
ESCUTCHEON PINS 
SpEcIAL Wire NAILS 


Cray ano Oaxcano Sreeers 


BROOKLYN,NY 
In Ace Meracs - = 





ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in. position 
by any carpenter. 

Send for Catalog No. 24 


ENERGY ELEVATOR CO. 


214-216-218 New St. Philadelphia, Pa. 








Besse) 
eases 



































“VICTOR” BOLT CLIPPER 
Send for Catalog 


Send for new catalogue No. 10 
WILMINGTON, OHIO ROBERTS MFG. CO., Somerville Station, BOSTN, MASS. 

















TUBU 


“ ee util 


TUBULAR RIVET AND STUDCO., BOSTON MASSACHUSETTS, U.S.A. 








“STAR” 


FIRE RETARDING 


VENTILATORS 


PATENTED 
are simply designed and constructed from the 
ey department of best materials by expert workmen. They 
nee and ee ‘ provide good ventilation, ample light and 
merchandising, is e 
Keynote of the Prevent the Spread of Flames 


Made in Galvanized Steel, Galvanized Iron or 
Sheet Copper. 


a. | 
Spring | 1,000,000 in actual use. Descriptive Booklet and 


Buying i oats of Prices sent upon application to Dept. 
i) ign Manufacturers of 
Number | “aan 
of READ IT! | Merchant & Evans Co. 
Hardware STUDY IT! PHILADELPHIA, PA. 


Age PROFIT BY IT! | New York Wheeling 
- Advertisers note— Baltimore Chicago 
Issuing Feb. Third forme clos Jan 24h Atlanta (ui) St. Louls 


Cleveland Kansas City 




















— ) 
| 


Sold at Your Store? 


Demand 
: Wherever horseshoeing is done “Capewell” nails are needed. In the best 
in shops throughout the Country they are used. There’s profitable business 
Horse for the Dealer who stocks this brand. 











Nails Shoers discovered long ago that to The best horse nail in the world at a 
get the best results—to get the nail fair price—not cheapest regardless of 

is for which drives easiest, holds best and is quality. Be sure of the brand—the 

safest they need The Capewell. Trade Mark is on each nail head. 


“Th } 
: The Capewell Horse Nail Company 


Capewell” ' 
Hartford, Largest Makers of Horse Nails in the World Conn., U ; S , A , 
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hardware trade 








ment. 
desired 


will do the rest. 
Note: In answering 
a copy; it does just as 





Don’t wait—send copy now. 
These ads are payable in advance. 
do not send origina! letters of reference—send 


This Department is the employment agency—the go-between of the 
The place where trained and ambitious men offer their 
services, and where employers seek them—where merchants look for part- 
ners and where opportunities to 


Wanted 


Pin a one dollar bill 


ads 
well 


urchase a business are offered. 
Many have used it successfully. You should also find it profitable. 
One Dollar pays for one insertion of a Hel 
tunity advertisement and for two insertions of Position Wanted Advertise- 
Replies can come to our office and will be forwarded to you, as 


or Business Oppor- 


to your letter—we 








Help Wanted and 


Business Opportunity 


Advertisements 2c. per 
wes — $1.00 minimum 
rate. 


Situations Wanted 
J * word—60c. mini- 


m 
Display rates on request. 











Help Wanted 


Help Wanted 


Situations Wanted 


Allow seven words for keyed address 








Original letters of reference should 
not be inclosed with replies to 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. copy of the reference 
will serve the purpose. 





IF YOU ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers Self-Calculating 
Scales, something that every carpen- 
ter and stair-builder will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. ddress R. 
C. Smyers, Mt. Union, Pa. 





WANTED—Salesmen to sell on 
commission the best and cheapest 
Waste Paper Baler made. Every 


WANTED—Experienced salesmen 


ad-|to sell high-grade line of Cutlery|S 


and Leather Case Goods to drug, 
jewelry and department stores on 
acific Coast, both jobbing and_re- 
tail trade. Commission basis. Give 
references. Address “L. O.,” care 
Harpware Ace, New York. 





WANTED—Experienced salesmen 
for 1917, Age 25 to 35; to sell high- 
rade line of Cutlery and Leather 
ase Goods to drug, jewelry and de- 
partment store trade. Sell both re- 
tail and jobbing trade. Territories: 
New England States or Delaware- 
Maryland-Virginia-West Virginia, or 
Georgia-Florida, or Arkansas-Okla- 
homa-Missouri, or Kansas-Nebraska. 
Give references. Address “L. P.,” 
care Harpware Ace, New York. 





merchant needs one. C 
large. Address Hercules Baler Co., 
Mifflinburg, Pa. 





iS THE PLACE FOR 
UR MESSAGE, FOR IT 

WILL BE SE 

BY EXECUTIVES—THE MEN 


TO WHOM YOU MUST SELL 
YOUR SERVICES. 


HERE 
Yo 





SUPERINTENDENT WANTED 
in large factory employing five hun- 
dred people manufacturing edge 
tools, and light hardware specialties. 
Old reliable concern, and wants a 
high class man, Must be a thorough 
mechanic, technical education and 
experience in handling employees 
very necessary. If you are a high 
class man and can fill the biil, seply 
stating age, nationality, experience 
and reference. All references will 
be treated as strictly confidential 
and will not be used until after in- 
terview. Address “O. care 
Harpware Ace, New York. 





WANTED—A good reliable man 
who can do tinning, plumbing, steam 
and hot water heating, also hot air 
furnace work. One who is able to 
figure on work. State wages wanted 
and give best of references. Ad- 
dress T. Frank Ireland Co., Beld- 
ing, Mich. 





WANTED—Youn 
man of pleasing personality an 
good address. ne with some ex- 
perience in the hardware, rubber or 
engineer supply line preferred. 
State lowest salary to start. Experi- 
ence preferred. If graduate of any 
technical college give name. Strong 
Machinery & upply Co., 21 Walker 
St., New York, N, Y. 


SIDE LINE SALESMEN, every- 
where, calling on hardware store, de- 
partment store and china and crock- 
ery store trade, can make $2 to $6 

er day selling our High Class 

fousehold and Kitchen Specialties. 
Give references, territo covered, 
lines now handled, in first letter. 
The Home Craft Shops, Specialists 
in Specialties, Toledo, Ohio. 


SALESMAN 








WANTED — SALESMAN _ who 
calls upon retail hardware trade, to 
sell as a_ side line our poultry 
bands. Address Charles L. Stiles, 
Columbus, Ohio. 


WANTED—Plumber and_tinner; 
one who is willing to work in hard- 
ware store. Steady work for right 
man, Address “P. W.,” care Harp- 
ware Ace, New York. 








WANT EXPERIENCED HARD.- 
WARE MAN, able to estimate 
builders’ hardware, willing to do any- 
thing about store, capable of manag- 
ing branch store to open soon, who 
can invest $2,500 and oupaty me 
fully as to character and ability. 
This is OPPORTUNITY, are you 





SALESMEN WANTED 

Several high grade men who are 
calling on the hardware and sportin 
goods trade to handle a widely ad- 
vertised article on a commission 
basis. Product is well known both 
to the trade and consumer and will 
rove a good side line, Address 
ox 371-A, Haapware Acer, 1505 
Otis Bldg., Chicago, Ill. 


WANTED—An experienced man 
to do plumbing, heating and sheet 
metal work. To come at once, steady 
employment for the right man. 
Alkire & Flagg, Hoopeston, III. 


Situations Wanted 














SALESMAN OF EXPERIENCE 
and ability wants position with man- 
ufacturer. Eleven years’ experience 
in the Middle and Sccthwost calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac- 

uainted. Address “B. R.,” care 
larpware Ace, New York. 





THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE _ YOU 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





ATTENTION 
TO RETAILERS 
A hustler and wide awake_hard- 


EXPERIENCED HARDWARE 
ALESMAN is desirous of makin 
first class factory connection sell- 
ing the Jobbing Trade only west of 
Denver, Col., and the Pacific Coast. 
Will consider position as sales man- 

er or factory representative in the 
cast—hardware or oporting goods. 
At present employed. Strictly a high 
class proposition. References. 
dress “P. T.,” care Harpware Acez, 
New York. 


SALESMAN, not an order taker, 
wishes to connect with a hardware 
or manufacturing house, 28 years 
old and married; 6 years’ hardware 
experience; at present ae of a 
company store, Address “‘M. O.,” 
care Harpware Ace, New York. 


SITUATION WANTED by an 
experienced hardware man familiar 
with all places in the retail hard- 
ware business, from clerk to buyer 
and manager, wishes a place with 
some manufacturer or jobber, either 
inside or on the road, where abilit 
and one counts. Address “P. 
Y.,”” care Harpware Acs, New York. 


YOUNG MAN, expert training 
and long practical experience, fa- 
miliar with price detail and buying, 
with executive and organization 
ability, honest, thorough, accurate 











Situations Wanted 








Situation wanted—Thorough hard 
ware man at present employed; {2 
ears’ practical experience in al] 
branches of the largest wholesale 
jobbing business. Experienced ip 
selling or buying. Can install com. 
plete modern office system. Wil) 
furnish best of reference. Make an 
offer. Address “R. K.,” care Hasp 


d-|ware Ace, New York. 





POSITION WANTED — You 
man, Southerner, age 26, six — | 
SENERAL HDWE. EXPERIENCE, 
successful and executive, SALES. 
MAN, possessing tact and integrity, 
Photo on request. Prefer position 
with reliable mfg. or wholesale house 
as traveling salesman. Address “R. 
L.,”” care Harpware Acer, New York. 





THE MAN—FOR You 
He is well educated; his age is 
twenty-seven; he has been, for five 
years, in active charge of an aggres- 
sive, successful hardware store. He 
is a skilled advertiser and business 
builder and understands every angle 
of the hardware game. 
_He wishes a position of opportu- 
nity—preferably in the vicinity of 
ew York City, Your request wil) 
naane, complete information. Address 
mt a ° 
TK. 


»” care Harpware Ace, New 
Yo 





and conscientious, desires responsi- 
ble position with jobber or manu- 
facturer in New England or Eastern 
States; $1,800 to $2,000 to start and 
good epporenntty. nvestigate. Ad- 
dress “P. X.,"" care Harpware Ace, 
New York. 


YOUNG MARRIED man, age 
thirty, ten years’ hardware experi- 
ence wholesale and retail, capable of 
managing large retail business, now 
manager of growing business. Log- 
ical reasons for wanting change. rel 
dress “R. B.,” care Harpware AGE, 
New York. 





WAREHOUSE MGR. OR SUPT. 
Executive ability. Rabid economist 
plus unlimited energy. Experienced 
in handling labor, shipping, receiv- 
ing, stock methods, inventories, pur- 
chasing, maintenance of equipment 
yand building. Your proposition must 
offer “Opportunity” or I don’t want 
it. Reasonable starting salary ex- 
pected until I “prove up.” Experi- 
enced in metal ware and allied lines. 
Chicago city preferred. Address 
“T. W.,” care Harpware Ace, 1505 
Otis Bldg., Chicago, III. 





ware man, - 27, acquainted with 
° 


all sides the hardware field, 
wants position as manager, with 
a retail hardware merchant. Am a 


shrewd buyer, a capable executive, 
an organizer and producer. Wil 
only consider an association that 
offers a career as well as a fair com- 
yensation. Address “P. A.,” care 
Tarpware Acz, New York. 

YOUNG MAN with five years’ ex- 
perience as buyer and manager look- 
ing for an advancement. ow em- 
loyed. Address “P. M.,” care 
TarpwareE Acze, New York. 








Expert Metal Japanner desires to 
take charge of department; especially 
experienced on small work. Radeess 
“P. R.,” care Harpware Ace, New 
York. 





POSITION WANTED KF young 
man with seven and one-half years 
experience in general hardware, two 
and one-half years of this time spent 
as manager of a business which re- 
centl changed hands. Address 
ot 3.” care Harpware Ace, New 
ork. 





SALESMAN CALLING on the 
hardware and furniture trade in the 
Carolinas, wants good paying side 





awake? “Manager,” 31 South Front 
Street, Cuyahoga Falls, Ohio. 


line. ddress “R. A.,” care Harp- 


j] HARDWARE AND 


SALESMAN—31—NINE YEARS’ 
SUCCESSFUL SALES RECORD, 
CAPACITY FOR BIG BUSINESS, 
WELL ACQUAINTED _ WITH 


MIL) 

PLY TRADE FROM MAINE 
FLORIDA. BEST CREDENTIALS 
CHARACTER AND AB 

OPEN UNTIL FEB. 
PERMANENT ENGAGEMEN 
WITH RELIABLE HOUSE. AD- 
DRESS “R. C..” CARE HARD- 
WARE AGE, NEW YORK. 


YOUNG MAN with four years’ 
experience in retail hardware desires 
position. Twenty-four years of age, 
single, and can give best of refer- 
ences. Address “R. E.,” care Harp- 
ware Ace, New York. 


WANTED—Position as manager 
and buyer or floor salesman by man, 
age 40, married; 16 years’ hardware 
experience; best of references, Ad- 
dress “P, K.,” care Harpware Ace, 
New York. 











YOUNG MAN possessing execu- 
tive ability desires new connection; 
has had nine years’ experience with 
large retail hardware house buying 
and selling; am at present acting as 
manager; would prefer outside prop- 
osition in any line; can furnish best 


Do You 
Need My 
Services ? 


Have you a proposition that 
would ‘assure at least $3000 per 
year to a man, with twenty 
years’ experience and who is 
capable of applying to your 
business the most progressive 
methods of retail hardware 
merchandising—particularly in 
reference to advertising, win- 
dow displays and the proper 
sampling and systematizing of 
stock? I can prove to you that 
I have the necessary qualifica- 
tions. Address “R. H.,” care 
Harpware Ace, New York. 








S [Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
Harpware Ace, New York. 





FOR SALE — Long established 
hardware business, located in the 
heart of the corn belt in_ Lilinois. 
Stock and fixtures will invoice about 
13,000; $25,000 yearly business. 
ood clean stock. ill give 10 per 
cent discount to cash buyer. | This 
is a real bargain and will not be on 
the market long. Reason for selling, 
failing health. Address “E. D., 
care Harpware Ace, New York, 





IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 





of references. Address “P. L.,” care 





ware Acg, New York. 


Harpware Acer, New York. 


HARDWARE TRADE WHO 
READ THIS PAGE? 





le ee oe «06ll Gee 
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Business Opportunities 


Business Opportunities Business Opportunities| 





—————a———_—_ 
PEROUS STOR 
Pig the West town of , in 
heart of fine farming district; paved 
, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
int, stoves, furniture. Undertak- 
painysiness combined. "Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,” care Harp- 


~ in up-to- 


FIRMLY ESTABLISHED, nice 
clean stock of groceries, hardware, 
paints, auto supplies and sporting 
goods situated in the best business 
town in northern Michigan. Busi- 
iness established eighteen years. Rea- 


will inventory $19,000.00, can be re- 
duced. Address “R. F.,” care Harp- 
ware Acs, New York. 





want Ace, New York. 


WANTED—Individual or firm to 
represent us On a straight commis- 
sion basis, to sell our line of stand- 
ard well adverts cream separators 
S$ only. 

ery the accounts, make our 
own collections, furnish complete 
outfit, sample machine, ete. 


FOR SALE, the best hardware 
and lumber business in the prosper- 
ous state of Wyoming. Right in the 
oil country, where business is bound 
to increase enormously during the 
next year. Owner wishes to devote 
all his time to other business, For 
rticulars address “R. D.,” care 
arpwareE Acs, New York. 





Commissions are due and payable 
when goods are shipped. 

This proposition will take all or 

rt time and can be handled as a 
side line by good manufacturer’s 


agent. F q 3 ; 
he following territory is open: 
m. England, Pennsylvania, New 
York, Colorado and California. 
Give full particulars in first letter. 
Swedish Separator Company, 
515 South Fifth Avenue, 
Chicago, Illinois. 


FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located in a 
large dairy section, nearest business 
of the kind in ten miles, Have been 
here fifteen years; poor health rea- 
son for change. An excellent o 

tunity to take up a well estab- 
ished business. ill inventory 
$5,000, Address “C. L.,” care Harp- 
ware Ace, New York. 


40 acres irrigated land in the great 
Rio Grande Valley; well leased, on 
the Mission tract, and 80 acres on 
the San Benito tract; also some cit 
lots, all clear of incumbrance. Will 
exchange all or part for a stock of 
merchandise. Give estimate size of 
stock, rice of bullae, or rent, 
etc., when writing. D. B 

McAllen, Texas. . — 


son for selling—wish to retire. Stock! 


TO EXCHANGE for merchandise, | 


Manufacturers’ agents, write us 
about new household article ready 
for market March 1, 1917. Exclusive 
territory to right parties. <A. L. 
| Higgins Mfg. Co., Bar Harbor, Me. 


For Sale 


Old Established Hardware business 
in live manufacturing and farming 
district, near Philadelphia. Business 
ranges from 60 to 70 M. per annum. 
Owner's inability to give it attention 
on account of other interests and his 
|desire to retire. Address ‘‘R.G..” 
jeare Harpware Ace, New York. 





Best paying hardware store in West 
ern Indiana. Invoice about $7 or 
$8,000.00. Harness and 
general hardware. the leading 
lines, as it is the only store. Town 
f 500 Good school, churches, good 
roads Did $36,000.00 cash business 
1916. If you want good business 
write. Address ‘‘R.I."’, care Harp- 
ware AGp, New York. 


Implements, 
ll 





debts, stock and bills; 


stock. Price 60c. 
Brighton, N. Y. 


Simplifying Your Bookkeeping 


BERNHARDT’S DATE NUMBER INDEX SYSTEM 
AND BILL BOOK enables you to keep track of your 
instantly recognize your slow 
moving stock from your quick sellers. 
bought it, on what bill number and what you paid for 
it, by a glance at the index number and code on the 
M. Bernhardt, 


Tell when you 


31 Curtis Pl, New 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT 1S 

T S WEEK IN AND 





FOR SALE—Long _ established 
hardware, stove and paint business 
in Central Missouri city of 25,000. 
Stock and fixtures will invoice 
about $10,000. Turnover two and 
one-half times last year. Death of 
rincipal owner and founder reason 
lor selling. Discount for cash. Ad- 

ess “P ” care Harpware Acgz, 


New York. 


FOR SALE—In Central Florida 
in the best agricultural district, a 
well established hardware, imple- 
ment and plumbing business, in- 
voicing over forty thousand dollars. 
Stock has been turned five times 
annually, Reason for selling due to 
death of principal owner. ill sell 
business as a whole, or the hard- 
ware and implement business sepa- 
tate, or vice versa; or will sell con- 
trolling interest in the whole busi- 

ill consider trading for 
good city business properties or real 
estate investment (not farms). Ad- 
dress “L. C.,”" care Harpware AGE, 
New York. 


YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO 
OBTAIN A_ POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL. WAY 
ML SECTION—IT MAY 








G! You 
WORTH-WHILE “BERTH.” 





FOR SALE—An unusual oppor- 
tunity to buy a hardware business 

ated in best industrial town in 
Pennsylvania, population 25,000. 

¢ best room and fixtures in city. 

ly two other stores. Trade al- 
Most entirely cash, at good profit. 
Price $6,500. Illness of owner rea- 
son for selling. Address “‘N. Y.,” 
care Harpware Ace, New York. 





FOR SALE—About 300 No. 16, 
5% ft.; 200, 7 ft.; 10 each No. 10, 
| a end and corner American steel 
ence posts, at 35 per cent off list 
f.0.b. Spencer, N. Present dis- 
Count is 22 per cent. Cheap chest- 
nut posts here make steel posts slow 
ete mmons, Spencer, 





All siges. All parts 
Big Sellers. 


H. K,. PORTER 


PORTER’S “‘NEW EASY” BOLT CLIPPERS 


interchangeable. 
Good profit. Write for prices. 


Jaws Special Steel. 


Everett, Mass. 








_ ICE 


Gifford-Wood Co., 


OF EVERY 
DESCRIPTION 
Used by large harvesters, 
dairymen, butchers, cream- 
eries, etc.; also for peddling 
and in hotels, restaurants 
and wherever ice is used. 
Write for Catalog and prices. 
Works: Hudson, N. Y. 
New York Rochester, N. Y. 
ton Scranton, Pa. 
Chicago Philadelphia 


TOOL 








Saw Sets 
Bench Stops 


x s 
Nail Pullers 


102 LAFAYETTE ST. 


MORRILL PRODUCTS 
Liquid Soa 
Lead Seal 
Hand Pun 
Spike Pullers 
The apex of quality resting upon sound advertising, sat- 
isfactory service, good construction and merit. 


CHAS. MORRILL 


Dispensers 
resses 


AS. 


“ 





NEW YORK 








themselves. 
—the kind that can do 


THE HARDWARE AGE 
239 W. 39th St., New York 








When You Need Men 


consult the Opportunity Exchange of the) 
Hardware Age—men—the right kind—are 
always open for opportunities to advance 
Do you want the ambitious kind 


things? 


50 words at one dollar per insertion will put 
you in touch with such men. 


Opportunity 
Exchange Dept. 


For Sale or Trade | 





| 








| 
| 
| 
| 
| 

' 


That 
Unexpected 
Call— 


| You never 
thought that old 
} fellow who just 
} went out would 
make you a visit! 
A tool maker by 
trade—he is the 
sort of customer 
any dealer would 
be proud to have. 

But he did! And 
in spite of the 
fact that your 
shrewdest com- 
petitor had him 
“cinched.” What 
are you doing to 
make this fellow 
a permanent cus- 
tomer? 





Here is an op- 
portunity for 
Delta Files to get 
in a bit of their 
good work. Ex- 
pert tool makers 
buy Deltas regu- 
larly as a matter 
of course; they 
acquire the habit 
during years of 
experience. 





Delta Files are 
always uniform 
in cut and qual- 
ity. They outlast 
other files two to 
one. Made by 
experts for eX- 
perts. 


Write your job- 
ber. 


The Delta 
File Works 


| Philadelphia 
| U.S. A. 


| AX. 
ry 


DELTA 














A 

Acme Steel Goods Co 112 
Allen, S. L., & Co.....----- | 
Alaska Freezer Co. - 26 
Allith-Prouty Co. . 89 
American Electric Co. .........104 
American Fibre Chair Seat Corp. 26 
American Gas Mch. Co......... 28 
American Ring Co. .......+++-- 29 
American Safety Hair Cutter 

COP. ccccccvresveveesss 39 
American Screw Co. .... 31 
American Shearer Mfg. Co..... 117 
American Sheet & Tin Plate Co.118 
American Steel & Wire Co..... 116 
American Wire Fabrics Co...... 42 
American Wringer Co. ......--- 38 
Ankyra Mfg. Co.......-+++++++ 35 
Armstrong Mfg. Co......++.+++ 115 
Athol Mch. Co.......-seceesses 110 
Auto Vacuum Freezer Co . 45 


B 
Bantam Mfg. Co.........-- .104 
Barnett, G. & H., Co........+.-- 107 
Berger Bros. Co.........s++05: 114 
Bernhardt, Martin ... vvohen 
Billings & Spencer Co.......--- 116 
Bishop, Geo, H., & Co.....-..-- 32 
Bommer Bros. ......-+s++eee+% 43 
Bowen Mfg. Co. 111 
Bowser, S. F., & Co., Inc.....-- 102 
Bridgeport Chain Co.... 30 
Bridgeport Screw Co......+---- 31 
Brooks, M. S., & Sons......--- 117 
Brown & Sharpe Mfg. Co....... 6 
Buckeye Aluminum Co......--- 27 

Cc 
Capewell Horse Nail Co........ 119 
Cary Mfg. Co....-+-seeeeseres 43 
Carey, Philip, Co.......s00++++ 105 
Champion Hdwe. Co.....+++++++ 105 
Champion Spark Plug Co....... 1 
Chapin-Stephens Co, .....++++++ 117 
Chatillon, John, & Sons........- 44 
Chicago Flexible Shaft Co....... 7 
Chicago Spring Butt Co........ 43 
Clark, George P., Co....-++++0+5 40 
Clayton & Lambert Mfg. Co..... 116 
Cleveland Galvanizing Co......- 43 
Cleveland Metal Products Co... 19 
Coes Wrench Co........s+006: 5 
Coleman Lamp Co.......+++e++ 39 
Conn. Valley Mfg. Co......+.-- 114 
Cook, TH. Cy Ce. cccesscewensas 117 
Corbin Screw Corp.....-+-+++++ 36 
Covert’s Saddlery Works....... 114 
Crew Levick Co... ccc cee eeenee 117 

D 
Darby, Edward, & Sons.......- 113 
Delta File Works........-eeee0+ 121 
Deming Co. 2... .ccocccccseces 106 
Des Moines Incubator Co......- 41 
Dieckmann, Ferdinand, Co...... 114 
Dietzgen, Eugene, Co.........-. 107 
Dixon, Joseph, Crucible Co..... 115 
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In the first Issue of each month 


January 20, 1917 





E 
Eagle Woodenware Mfg. Co.... 40 
Bebigte Wile. COs sc s-cedvectiagee 91 
ge Be ee eee 39 
Energy Elevator Co..... ..118 
Ensign Beckford Co............ 113 
Energy Elevator Co............ 118 
Enterprise Mfg. Co. of Pa...... 24 
MY EEE oe wire aise nnn cet . 105 
Eyelet Tool Co.. .117 
F 
Permiae CE Ces iss 6 i eeescks 42 
Firestone Tire & Rubber Co.... 97 
G 
Galesburg Paper Press Co....... 112 
Gifford-Wood Co. ...........45 121 
Gilbert & Bennett Mfg. Co...... 113 
a ee ee 2 Srey Pee 113 
Geedrich, B; P., Co. .cccscevsss 95 
Goulds: ite. Geese ves cccvicct 35 
Goodyear Tire & Rubber Co..20, 21 
Greenfield Tap & Die Corp...... 
oe a >” ae eer rr 104 
H 
i ps be es eee 24 
Hartford Mch. Screw Co........ 99 
Meee, PONG, Tite és cccesedevas 118 
Hayes Pump & Planter Co...... 42 


eet ee Ces as 40 
ee NE x sk cdacna poled 117 
peumney, ©. G:, @ Cod... vecsace 115 


I 
Imperial Bit & Snap Co........ 104 
Te Saree i wee 33 
Irwin Auger Bit Co............ 118 
J 
Jacobs Bros. Co., Inc........... 112 
jencives, ©, Mig. Co. icc ccscses 39 
SONOS ES Bw cvcatinsetensas 116 
Jennings, Russell Mfg. Co......114 
Tohnson, Iver, Arms & Cycle 
DRS Beirne adh cnn kan 48 
K 
Keuffel & Esser Co............. 109 
eee ee Ns wn on Ou ciedv-s wurde 38 
L 
Lancaster Glass Co....ccccccecs 38 
Cabanon: BR CO iiivec ce cvccsce 116 
Lee Broom & Duster Co........ 112 
Lindeman, O., & Co........++0-317 
Ludlow-Saylor Wire Co........ 42 
ee TE 5 ee ae re 118 





M 
MeRinney BEfg. Cei.ccsicccsceevs 110 
Merchant & Evans Co.......... 119 
Millers Falis Co............... 9 
Miller Rubber Co.............. 123 
Milwaukee Corrugated Co....... 33 
Moller & Schumann Co......... 111 
Meret, CRGH. 6:0 ce caenwe ce eces 121 
Morse Twist Drill & Mch. Co...107 
PN I, | vidten'sdid sd ac aee bie 117 
Mosesberg, Frank, Co.......... 108 
Murphy, R., Suns Co..........: 117 


Myers, F. E., & Bro 18 


N 


National Cash Register Co... .22, 23 
Watiomal BAGS. Coc ssisies ccicesee 52 
National Stpg. & Elec. Works...112 
Nelson, L. R 








New Jersey Wire Cloth Co..... 115 
New York Wire Cloth Co....... 11 
Mer Bite. Ceisesctscrscee 114, 118 
Niagara Falls Metal Stpg, Wks. .113 
Nicholson File Co.........+++.- . 14 
Norcross, C. S., & Son........ -113 
North Bros, Mfg. Co..........-- 111 
oO 
oe ae ek © eee eee oe 102 
One Minute Mfg. Co........... 38 
Opportunity Exchange ....120, 121 
Cen Se OS Oe ii cicsess 118 


Page-Storms Drop Forge Co....116 
Palmyra Mig. Ce. ...cccccseccs 104 
Parker, Charles, Co............ 110 
Parker Wire Goods Co......... 117 
Peerless Freezer Co............ 29 
Philadelphia Lawn Mower Co..106 
Plymouth Cordage Co.......... 10 
Pee: Tis “Mis tetvioveinn'stvas 121 
Pratt & Lambert, Inc........... 49 
Progressive Mfg. Co........... 32 
R 
Rajah Auto Supply Co......... 104 
Richards-Wilcox Co. .......+.+. 87 
Maberts Mite. Cosi cciccioscods 118 
Robertson, Arthur R........... 116 
Rock Island Mfg. Co.......... 118 
Regal Mfg: Coss... ccvcscgoese ce 30 
Oe yo 2 Serre pres 114 
Ss 
Made, Tells | sida 2 ee dee cle ckvwns 109 
Samson Cordage Works........ 117 
Safety Wire Gas Globe Co...... 112 
ein: We Ob. is hiciee aban ved 112 
Sehanek, BM 3B... Coes erence 
Shapleigh Idwe. Co. 124 
Sharp Spark Plug Co...........101 





Sharples Separator ( 36 
Shelby Spring Hinge ( 106 
Sherman, H. B., Mfg. Co 112 
pete CO. .5 55 55.. . 93 
Simonds Mfg. Co. 17 
Smith & Egge Mfg. Co 108 
Smith & Hemenway (o., Inc 116 
Snell Mfg. Co... lis 
Sommer, John, Faucet Co... ...117 
Sparks-Withington Co.....,.... 104 
Standard Nov. Works.......... 41 
Stanley Rule & Level Co . 3 
Stanley Works . 46, 47, 111 
Star Expansion Bolt Co....,,.. 115 
measrett, E. &., Co.........006. 50 
Stewart Iron Works... i? 
Stewart-Skinner Co. ........... 4] 
Stimpson, Edwin B., Co......,. 41 
oc, A: ere 115 
Sturges & Burn Mfg. Co. 106 
T 
Thermoid Rubber Co........,.., 2 
Thomson, Judson L., Mfg. Co.. 107 
Rees. OP ., CO... .ciccees 114 
[rimont Mfg. Co........... one 
Troy Carriage Sun Shade Co...117 
Tubular Rivet & Stud Co....... 119 
U 
Union Hardware Co.. 16 
Oo ges es) eri: 110 
Universal Caster & Fdry. Co... 28 
Vv 
Van Cleef Brothers....... . .103 
Ww 
Wall, P., Mfg. ssuppty Co....... 115 
Walworth Mfg. Uo......+e0+ Pe 
Warner Lenz Co........ oc conan 
Warren, J. D., Mfg. Co.....++++ 40 
Wells, F. E., Sons Co.....+.0++ 109 
Wheeling Corrugating Co......- 34 
Whitaker-Glessner Co......+++> 105 
White Mountain Freezer Co.... 27 
Whittier Co. 2... cc cce cen cesan 103 
Wickwire Bros., Inc. .....+- +++ 12 
Williams, J. H., & Co. OW 
Winchester Repeating Arms Co. 3 
Winsted Edge Tool Works. ....-117 
Wright Wire Co.......--++++** 13 
y 
Yerdon, William MS 
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titer GEARED-TO-THE-ROAD Tires 








Bring Backs or 
Come Backs? 


The tire you sell becomes 
either an asset or a liability— 
There can be no _ middle 
ground. 

Either the tire brings back to 
the dealer a permanent suc- 
cessful business by giving 
excess mileage and “no 
trouble” service, or it comes 
back like a boomerang, 
knocking good willand profit 
into a cocked hat. 

Miller tires are bring backs 
—never come backs. That’s 
why the agency for Miller 
tires is looked upon as a valu- 
able asset by every Miller 
dealer. 

The Miller plan of selling 
tires gives the dealer all the 
profit from all the Miller tires 
sold in his territory—not 
merely a part of it. It insures 
a permanent, profitable busi- 
ness because Miller products, 
whether tires, tubes or acces- 
sories, are the greatest “good 
will” builders in tiredom. 
The time to get the Miller 
agency in your town is now. 
Write or wire to-day for the 
Miller Plan. 


The Miller Rubber Co. 
AKRON, U.S. A. 


New York Show Headquarters — 
Biltmore Hotel 
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SHAPLEIGH HARDWARE CO. 
<2 ST.LOUISUSA. <“S 




















